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TARGET 
BARE? 





FILLER 
UP... 


to keep sales moving fast on all items 


“‘We have to refill our Lufkin Turnover Target 
every week,” reports Tennant Bros., Tampa, Florida. 
Lufkin measuring tools are that popular. And a 
well-stocked display keeps sales moving. Other 
dealers report: 

“It’s doubled our business... proved that stuff 
kept under the counter is wasted money.” 


‘Turnover up 70% ... and I’m using less space.” 


*‘My turnover has more than doubled.”’ 
LUFKIN’S EXCLUSIVE SELF-SERVICE CENTER for 


all types of popular measuring tools sells them on 
sight. Join the dealers who are now cashing in. If 


you don’t have a Lufkin volume-building Turnover 
Target, call your wholesaler for information. If you 
do have one, keep it stocked. You’re losing sales 


when you don’t. 
WHY STOCK TWO 
WHEN ONE WILL DO-/F IT’S... 


UFKIN 


SAGINAW, MICHIGAN 
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REAP EXTRA PROFITS DURING 
AZROCK’S FALL FASHION FESTIVAL! 


Your profits begin with the products you sell — and 
Azrock’s Fall Fashion Festival is built around the 
profit-makingest line in the industry — Vina-Lux 
and the 800 Series! Here’s the line that not only sells 
in solid volume, but actually protects you from price 
competition — because there just isn’t another line 
that can compete with 800 Series. 

Here’s color-chip styling throughout the full thick- 
ness of the tile — at no extra cost! Twelve colors, 3 


gauges pNaag fs”; fs, }”. 


SPECIAL DISPLAY KIT! Make your store headquarters 
for 800 Series with this striking, hard-selling 
point-of-purchase material. The Fall Fashion 
Festival streamer kit includes a multi-colored 
14” x 36” banner and six 11” x 14” pennants. Tie 
in — order yours now! 


MERCHANDISING AIDS! 
Colorful counter, 
floor and wall display 
units to help you sell 
more Vina-Lux 800 
Series—regular and 
metallics—as well 
as other famous 


Vina-Lux styles. R 
YOURS FREE! ...this handsome 


gift...a compact knife-nail 
file-scissors combination... 
when you cut yourself a slice 
of extra profits in the Azrock 
Fall Fashion Festival! Get in 
touch with your Azrock dis- 
tributor ... today! 


AZROCK FLOOR PRODUCTS DIVISION @y 
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HYSTER 





Now! mé@netrol on Pneumatics — 
Only 
HY STER‘has it! 


INDUSTRIAL TRUCK DIVISION — Lift trucks, mobile cranes, straddle carriers 

TRACTOR EQUIPMENT DIVISION — Construction and logging equipment 

MARTIN TRAILER DIVISION —Heavy machinery hauling trailers 

INTERNATIONAL DIVISION —Oversecs manufacturing, sales and service 

Factories: Portland, Oregon (Home Office) « Danville, Ill. ¢ Peoria, Ill. e Kewanee, lil. 
Nijmegen, The Netherlands « Irvine, Scotland « Seo Paulo, Brazil « Sydney, Australia (Licensee) 


EXCLUSIVE MONOTROL CONTROL SYSTEM— Per- 
formance proved on Hyster cushion tire trucks— 
now available on pneumatics — 3,000, 4,000, 
5,000 Ibs. capacity. 

SAFE, FAST HANDLING — Driver’s right foot con- 
trols acceleration —forward-reverse. Left foot 
controls braking — truck inching. Hands free for 
full-time steering and load control. 


EASIEST TRUCKS TO DRIVE— Monotrol with Hy- 
stamatic transmission means more production 
per manhour—reduced driver fatigue. 


CALL your Hyster dealer for a demonstration. 


HYSTER COMPANY 
INDUSTRIAL TRUCK DIVISION 
P.O.B0x 847 . Danville, Illinois 


4 September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 








September 12, 1960 


Issue No. 3708 


and Building Products Merchandiser 


CONTENTS e FALL MERCHANDISING ISSUE 


Don’t Be Caught With Your Prospects Down 


Management-workshop-in-print, 


Lumber and Wood Products 
Board Products 


Windows and Doors 


Ceiling, Floor and Wall Tile 


Kitchens 


Specialties and Metal Products 


Roofing, Siding, Insulation and Accessories 


Paint and Accessories 
Tools and Builders Hardware 


Farm and Home Hardware 


Editorial 


New Developments 


Something to think about .. . 


A survey has just been completed in 
a good-sized central Texas city. To 
find out what employes think of their 
job and the company for which they 
work, 300 men and women were ques- 
tioned. Here are some of the findings: 

25% of the employes feel that the boss 
doesn’t care about them as a person. 

40% say the boss doesn’t tell them 
enough about their job or the company. 

70% think workers in this city are bet- 
ter off than 20 years ago—but they give 
credit for this to unions and the gov- 
ernment as much as they do to our eco- 
nomic system. 


New Products 
Sales Aids 


26% think we need more government 
regulation of business—38% say we need 
as much as we now have. 

49% of employes think their bosses 
make 25% or more profit . . . so 51% 
think you make 25% or less . . . and 
59% think low profit percentage is right 
ud it should be small. 

73% feel that his job would be safe 
in case of bad times. 

41% think they are entitled to a larger 
share of your profits than they now get. 

74% think high taxes hurt everybody. 

77% think you and your competitors 
get Pr aa and set prices. 

like the American economic sys- 
tem . because . . . the good features 
outweigh the bad. 
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by Art Hood. 


WHAT IS “DSC”? This _ insignia 
above, which you'll see used with many 
articles in A.L., is a symbol for DEAL- 
ER SALES CONTROL. It is one of the 
permanent principles guiding our edi- 
tors. It signifies a progressive manage- 
ment method—controlling the sale— 
which works for the home building, re- 
modeling, farm and commercial markets. 

DSC can stem from land control, pre- 
fabing, financing, sales of new homes 
or remodeling packages (rather than 
pieces) to builders or consumers by the 
retailer. DSC also means product brands 
and specifications controlled by the deal- 
er. 





Four:-questions- 


ONE ANSWER 





Do you want the housing business 


in your area? 


Do you want to increase your present 


profits 25%? 


Do you want to help your builders 


solve their skilled labor shortage? 


Do you want to be the home building 


center of your community? 


-P-B COMPONENTS 








Homasote Company knows that the 
retail lumber dealer’s answer is YES— 
to all four of these questions. And 
Homasote has the other answer ready 

.. the know-how to achieve what thc 
questions promise. 


There are 24 years of know-how tied 
up in the package known as P-B Com- 
ponents. (No other firm can offer com- 
parable experience in this field.) Here 
is a merchandising plan tailor-made for 
the prosperity of the retail lumber dealer. 


P-B Components are all custom-built 
—to fit any plan the builder, architect 
or owner requires. The owner does not 
need to buy a stock model, in order to 
save some money. He gets the house 
he wants — and he gets it in three to 

four weeks’ time. 


P-B Components are built by your 
materials distributor —with great econ- 
omies due: (1) to the elimination of 
many unnecessary handling costs and 
(2) to his far larger volume discounts. 
You sell these components (and many 
other items you carry) to builders and 
home owners and make your normal 
profit. You do not stock these parts— 
they are delivered direct from the dis- 
tributor to the building site. You have 
no investment to make in expensive 
equipment — and you add no skilled 
labor or supervision costs to your over- 
head. You can actually decrease your 
inventory by not having to stock the 
materials in the P-B Components. The 
price at which you sell to the builder 
saves him at least 15% —plus 23 days 
of building time per house. 
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To save money in conventional building — 
blueprints for a free Cost-Reduction Analysis. They 
will be returned with an engineering report on the sav- 
ings you can make with Homasote Materials. Homasote 
Board-and-Batten and Grooved Vertical Siding con- 
struction are lower in cost than anything else you can 
use currently for exterior walls. 


send us your 








a’ 
® 


The home owner gets top-quality 
construction, with standard materials 
throughout. P-B floor components, in 
sections of approximately 100 sq. ft., 
include joists, headers, insulated under- 
flooring and factory-finished hardwood 
flooring. The exterior wall components 
have either the sheathing and/or exte- 
rior finish applied and the finest of all 
drywall (Homasote) on the interior. 
The interior partition components come 
with the same drywall on both sides. 
Wall components are generally room 
size or longer. Ceiling components com- 
bine joists, strapping and Homasote 
ceiling panels. Roof components are 
made up of rafters, ridge, eave and 
insulated sheathing. 

Furthermore, we have a pricing book 
which will enable you to arrive at the 
cost of P-B Components for almost any 
home in 30 minutes! 

This book is available, without 
charge, to dealers who want to sell P-B 
Components. Write us for complete 
details and the name of your nearest 
P-B Components distributor. Please 
mention Department J-12. 


Zi , Gor HOMASOTE ova 
™y S’ 


Trenton 3, New Jersey 


Homasote of Canada, Ltd., 224 Merton Street, Toronto 7, Ontario 
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PERSONAL VIEWPOINT 





Who's Tending Store? 


We raise this question for two reasons: 


First, store sales are more important than ever before be- 
cause of a substantial decline in new home starts and contractor 
sales in most areas this year. Consumers are holding tight to 
their money. 


Second, this Fall Merchandising Issue you are reading was 
conceived and produced for one reason: to help you increase 
your store sales by picturing scores of product displays and 
merchandising techniques that have worked for other dealers. 


If you have been too busy to ferret out profitable new prod- 
ucts or exciting new ways to display familiar lines, we suggest 
you give the following pages a close look. 


You will find some good traffic builders that are just hitting 
the market; special items of interest to do-it-yourself prospects. 
And many run-of-the-mill items which you may have stocked 
all along, but never displayed because they are cumbersome or 
awkward to show. Consequently, your customers never knew 
you had them! 


All of which goes back to the first and somewhat hoary mar- 
keting precept, which nevertheless is still basic: show what you 
sell. The product not only has to be shown, but shown in such 
a way that it becomes irresistable to the prospect. 


You will find this issue more than a treasurehouse of display 
and sales ideas. Many items are backed up by actual dealer 
sales experiences with specific products. 


Our conversations with dealers this summer revealed that 
store departments have been the only one showing a significant 
sales improvement over last year. In fact, some dealers admitted 
that improved store sales this year have kept them out of the 
red. 


A good increase in store pickup volume can be achieved 
faster and easier than in any other branch. Using this issue as a 
guide, why not start today to build over-the-counter sales? 

It’s time somebody started tending store. That somebody 
could be you. 


—THE EDITORS. 
































Plain or fancy... 


you can sell Dur-o-wal for just about any kind of masonry wall 


Hats off to today’s architects for a 
new world of beauty in block. Or- 
chids to builders everywhere for mak- 
ing that beauty last with Dur-o-wal. 
It’s the rare block pattern, plain or 
fancy, that does not permit Ameri- 
ca’s most widely wanted masonry 
wall reinforcement. And just about 
every time you sell a load of block, 
you can also sell Dur-o-wal! 
Dur-o-wal’s trussed, butt-welded 
construction—with deformed rods 


that lay straight and flat—has been 
engineered to do a job. Increases the 
flexural strength of a masonry wall 
at least 71 per cent, as much as 261 
per cent, depending on the weight 
Dur-o-wal used, number of courses, 
and type of mortar. This makes for 
truly permanent masortry wall con- 
struction and looks. 

For sales information, contact any 
of the eight Dur-o-wal locations 
below. We’re set up for service! 


DuUR-O-wWwaL 
Masonry Wall Reinforcement and Rapid Control Joint 


RIGID BACKBONE OF STEEL FOR EVERY MASONRY WALL 


DUR-O0-WAL MANUFACTURING PLANTS 
© Dur-0-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. © Dur-O-wal of lil. 119 N. River St., AURORA, ILL. 


© Dur-O-wal Prod., Inc., Box 628, SYRACUSE, N. Y. 


© Dur-0-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. 


© Dur-O-wal Div., Frontier Mfg. Co., Box 49, PHOENIX, ARIZ. © Dur-O-wal of Colorado, 29th and Court St., PUEBLO, COLO, 
® Dur-0-wal Prod, Inc., 4500 E. Lombard St, BALTIMORE, MD, © Dur-O-wal. Inc., 165 Utah Street, TOLEDO, OHIO 


Two engineered products that meet a need. 
Dur-o-wal reinforcement, shown above, and Rapid 
Control Joint, below. Weatherproof neoprene 
flanges on the latter flex with the joint, simplify 
the caulking problem. 


* 











walk NEW 
DEVELOPMENTS 


GROWTH OF FINANCE PLANS FOR SHELL OR PRECUT HOUSES is a sure bet. Lenders 
are now realizing the potential and high yield of this market. 


Example: Universal C.I.T. Credit Corp.'s financing for precut 

or shell homes, handled through its special products branch, 

available to building materials dealers on a selected basis. 
The nationwide services of C.I.T. are available to purchase, 

collect and service the entire transaction. Title to property 
s verified by a simple property check. 











Full recource on the dealer-manufacturer of the home is re- 
quired. Advance is 90% of the unpaid cash balance, with the 
remaining 10% available for later disbursement. Dealer gets 


advance upon certified delivery of basic materials package. 
Terms in os oe plan are for five to six years. 





Under another plan, customer pays 14% of original cash unpaid 
balance monthly for 59 months and balance due to the note is 
then payable on the 60th installment. The financing trans- 
action may include the basic material for shell, labor for 
erection of shell and materials for finishing extras such as 
plumbing. (The financing of labor is generally limited to 
erection of basic shell, however.) 





Another example: New finance plan on shell homes by Allied 
Building Credits, Inc. is exclusively for lumber dealers. 
Before construction begins, dealer obtains commitment from 
ABC to buy mortgage (up to $5,000) upon completion of 
house. Title matters are settled, then dealer or his sweat 
equity customer builds the house. 











Upon completion, dealer delivers mortgage and assignment of 
mortgage to ABC for purchase. Repayment terms are up to 72 
months for a permanent home, up to 84 months if house is used 
for vacation only. 





There's no dealer recourse in ABC's plan, no reserve require- 
ment. There's no down payment, applicant only has to own land 


free and clear. 





For more data on above plans, write A.L. editors, 59 E. Monroe, 
Chicago 3, Ill. Your inquiry will be forwarded to C.I.T. or 
ABC officials in charge of these plans. 


ALERT DEALERS WILL PAY CLOSE ATTENTION TO FINANCING NEWS. It's becoming 
more important as dealers and distributors get into land and 
building control, prefabrication. Two important items: 
AFL-CIO executive council voted last month to free huge union 


welfare and pension funds for investment in VA and FHA funds. 
Of interest to dealers, individuals can now buy FHA-insured 
mortgages. 








Watch this magazine for further developments in mortgages and 


building financing. 
Turn page for continuation 
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NEW DEVELOPMENTS (begins on page 9) 





MMi ren 


HANNE HUNAN 


WATCH FOR CHANGE IN CALIFORNIA LUMBERYARDS. These dealers have often 


declined such activity as component fabrication, land develop- 
ment, cash-and-carry and Home Center stores--programs which 
characterize progressive dealers in other sections. 


But the Western dealers’ attitude is changing. Example: Lumber 
Dealers Research Council's plea for fabricator members fell 
flat just five years ago in California. Today the situation 

is just reversed; California dealers are rushing to join the 
prefab trend. 











For instance, a Woodland, Calif. dealer told A.L.: "Several 

of us smaller dealers just met with our contractors and decided 
to jointly develop a fabrication system for low-cost homes." 
National Retail Lumber Dealers Exposition, Nov. 135-16, in San 
Francisco, will fan the growing interest in merchandising and 
prefabing among Western yards. It will also give California 
dealers a chance to strut their stuff in mechanized materials 
handling, where Western yards are far advanced, compared to 
dealers in other sections. 








PUBLIC FINANCING MAY BE COMING for large building materials retailers. 
Encouragement comes from Forest City Enterprises Inc., Cleve- 
land, Ohio, a firm composed of several companies engaged for 
nearly 40 years in sale of lumber and building materials, land 
development and building and managing of shopping centers and 


YOU MAY GET 


apartments. 


Forest City obtained 4,000 shareholders since public offering 
last May 3l. 








Forest City president Max Ratner reports that companies in 
which his firm has 50% interest or more had sales of $17,635,877 
during six months ending June 30. 








Biggest news in Forest City report: Land sales during July 
alone were equal to 60% of those during ALL of 1959! Also, 
company is now building its first lumberyard located in a 
shopping center. 








Recent moves to public financing in other areas include 
Roberts Lumber Co., Wheeling, W.Va., fast-growing cash-and- 
carry business and Crawford Corp., widely known Southern home 
manufacturer. Who's next? 


A CALL FROM YOUR COMPETITOR to join the National Retail Lum- 
ber Dealers Association and one of its federated associations. 





During Nation-wide Membership Week, dealer members personally 
will ask non-member competitors to join. Plan is now approved, 
date will be announced soon. Membership committeemen from each 
region will work with national chairman Oertell Collins in the 
membership campaign. Looks as if the program will be a feather 
in the cap of NRLDA president Paul DeVille. 








One question: Will the visiting dealers ask cash-and-carry 
yards and prefabricator competitors also to join, so that all 
businessmen in distribution can effectively counteract the 
imaginative ideas of the National Association of Home Builders? 
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for some, the secret weapon... 


Many acclaim it openly, enthusiastically. 
Others refuse to talk. For them, it remains 
the secret weapon. The key to closely 
guarded success in a phenomenally profitable 
field. 


No wonder. This is the machine that has 
opened up an exploding new market to 
many: building component fabrication. It is 
the basic machine in the mass production of 
precision-built door and jamb unit assemblies. 
Mass production that is yielding whispered 
profits . . . over and above labor costs and 
operating expenses . . . of $100 to $150, net, 
per day. 

That’s only the beginning. Another machine, 
still more recent, now makes it possible to 
fabricate all lumber for roof truss and rafters 
(any style, any slope, any span) in about 
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four minutes. No skilled labor necessary. 
Guess at the money to be made on that kind 
of operation. 


More, much more, machinery of this kind is 
coming in the months ahead. 


If your questions meet a stony silence from 
some component fabricators, don’t be sur- 
prised. For the story of the secret weapon, 
you can’t always expect an answer when you 
“ask the man who owns one.” If you’re really 
interested, find out for yourself. Write or 
call: 


TURN A* BORE EQuIPMENT/ T@A@B CORPORATION 
5916 East Rosedale Fort Worth, Texas 
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{md} — Mimetal WEATHER STRIP 


In stainless steel or bronze. Complete packaged sets mean easier 
handling for you... easier installation for customers. Each set 
contains sufficient Numetal strips and accessories for one door. 
M-D Numetal door sets available with regular door bottoms or 
with any M-D threshold 


jmd; Jamb-Up voor weatuer strip 


Extruded aluminum and durable vinyl. Perfect for wood or metal 
doors. Comes completely packaged with necessary strip, nails, 
screws and instructions. Available with or without extruded 
aluminum and vinyl DV-1 Door Bottom. 


Ace RMN NR RRMA IC on Fa 














UP when 
door opens 


—) 
me , a 


: Wu-GARD Aslanietic DOWN when 
imd} DOOR BOTTOMS *”*” 


Made especially for doors where bottom must clear carpet or 
rug. For all doors. Available with silvery-satin or Albras finish— 
will not rust or tarnish. Furnished in standard lengths... 28”, 
32”, 36”, 42” and 48” 





Hardware, Lumber ond Building ayaa 
Supply Deolers. 


g BUILDERS oi yo — 


DOOR WEATHER STRIP 


Automatically spaces itself when properly placed against door 
stop. Economical packaged set for all standard doors. Aluminum 
or bronze—with any door bottom or threshold desired. Nails, 
screws and instructions furnished with each set. 





. CASEMENT 
E WINDOW WEATHER STRIP 


| Easy to install on steel or aluminum case- 
| ments. Slips over window flange. Style 
| No. 1 is used on head and lock side or 
| swinging edge of metal casement win- 
| dows. Style No. 2 is used on hinge side 
| and the sill. 











Style No. 2 





“tl On-GARDCoIL imdy NMa-WAY 
WEATHER STRIP WEATHER STRIP 
All-metal strip in handy rolls. 8 The ‘‘original” coil metal and wool 
widths in stainless steel or bronze. felt weather strip. 17-ft. roll pack- 
Has built-in tension, embossed aged with nails and instructions. 
nail zone and hum-proof edge. Packed 12 rolls in free display. 


0 


f z) 


DEALERS onper 


TODAY—your order will receive 
prompt shipment. a” 








ind EXTRUDED THRESHOLDS 


Style AP-3% ... America’s most popular 
threshold with replaceable vinyl insert. 
Note viny! calking strips under each leg, 
which may be removed if the use of 
Nu-Calk Calking Compound is preferred. 
Available in Alacrome or Anodized Albras. 




















{md} poor BOTTOMS 


M-D Numetal door M-D heavy duty ex- 
bottom. Extra thick — truded aluminum and 
wool felt and heavy _ felt door bottom in 
gauge stainless steel, Alacrome or Ano- 
brass or aluminum in ized satin, bright or 
standard lengths. brass colors, in all 
standard lengths. 





M-D extruded alumi- 
num and vinyl door 
bottom in Alacrome 
or Anodized Albras, 
available in all 
standard lengths 


(ind | Combination 


DRIP CAP AND 
DOOR BOTTOM 


Complete in one unit. Style DCV 
for all exterior swinging doors, 
combines sturdy, extruded alumi- 
num with tough, durable vinyl 
Aluminum drip cap sheds water; 
vinyl air-baffles touch against 
threshold to stop drafts, keep out 
dust. Also excellent for use as a 
Garage Door Bottom 





[md] GARAGE DOOR 
WEATHER STRIP 


Seals all 4 sides of garage door! 
Sturdy extruded aluminum and 
durable viny! that lasts a lifetime 
Exclusive design of viny! weather 
strip seals out rain, snow, drafts, 
dirt. Made especially for overhead 
doors (both sectional and solid 
types) but may be used on almost 
every type of garage door. Pack- 
aged sets in poly tubing include 
screws and instructions 


Seals All 4 Sides of Garage Door 





(iid) pu-Koil 


WEATHER STRIP 


Features tough, durable viny! 
bulb edge combined with flex- 
ible, lifetime aluminum. Won't 
rust or corrode. Lasts indefinitely 
in any climate. Airtight seal is 
made when viny! bulb of Nu-Koil 
strip presses firmly against door 
or window. Easy to install. Comes 
in 17-ft. rolls, packaged with 
nails, instructions and nailing 


gauge. 


md} Mc (ALK SPEED LOAD 
CALKING COMPOUND 


World's finest calking compound, in loads 
with or without new plastic nozzle that can be 
clipped to 4 different size openings. Also in 
hand squeeze tubes or in % pt., to 55-gal 


drums. 


WNu-Glaze 
GLAZING COMPOUND 


Always sets to rubber-like con 

sistency. Clean, easy to handle 

Use and recommend with com 

plete confidence that it always 
eVéL tee “stays put.” Packed in 4 pt., pt 
aoe ond qt. cans. 25, 50, 100 and 
= 880 Ib. drums 


MACKLANBURG-DUNCAN CO. 
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PAVILION The first unit of the new Memphis Academy 


of Arts rises majestically in the city’s Over- 

ton Park.This impressive structure will be the 

OF BEAUTY... pride of Memphis residents for generations. 
KEYWALL masonry reinforcement is 

protecting the beauty of this Fine Arts Cen- 

ter. It’s adding greater crack resistance and 

increased strength to outside and partition 
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BUILT TO LAST WITH 


ALY WALL 


Galvanized Masonry Joint Reinforcement 
EALERS: 


You get faster turnover and extra profits when 
‘aes tie in with the Keystone line. Keystone 
elps you sell with advertisements like this in ge 





leading architectural] and building publications. 





walls, as well as the retaining wall at the base. 

Architects have specified KEYWALL be- 
cause they know it does an exceptional job 
in reducing shrinkage cracks and increasing 
lateral strength. And, as on all KEYWALL 
jobs, they can be sure this masonry rein- 
forcement is used as specified. 

Masons find KEYWALL easy to handle 


KEYWALL masonry joint reinforcement 
is made for the following wall thicknesses: 
4”, 6", 8", 10” and 12”, 


and store. It unrolls in place on the wall, it 
cuts easily, and it’s easy to lap without add- 
ing thickness to mortar joints. Full embed- 
ment and a strong bond are always assured. 

Why not use KEYWALL masonry joint 
reinforcement on your next job? You'll find 
it gives the low-cost, effective reinforcement 
you’ve been looking for. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 
Keywall - Keycorner + Keystrip « Keymesh® + Welded Wire Fabric «+ Nails 


Keystone Steel & Wire Company 


Peoria 7, Illinois 


Please send me complete information on Keywall. 


Name__ 
Title 


ESE aS PO a Oe 


Address 
Cae... 


____re.. 
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KRAFTCO "= 


Seveiee” 
GOST COMPLETE STOCK tm LITTLE Roce 





“We can trace at least 20 calls a week 
to our Yellow Pages advertising!” 


says Louis Bona, Pres., Kraftco Building Supply, Inc., Little Rock, Ark. 
eer Display ad (shown reduced) runs under 
LUMBER—RETAIL. Call the Yellow 
Pages man at your Bell telephone 
office today, and plan your program. 


“Many customers for both hardware and building sup- “The more Yellow Pages listings we have, the more busi- 
: ness we pull. That’s why we're under 13 headings!” 


plies say they found us through the Yellow Pages!” 


“Our Yellow Pages and newspaper ads “10 years of Yellow Pages advertising helped double 
make people know us and call us!” our volume in the 10 years we’ve been in business!” 


oS —) 
Display this emblem. It builds your business! 
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Which of our 
49 building shapes 
will your next 
customer ask for’? 


No builder ever needs all 49 of our 
building shapes for any job. Yet most 
of your customers need some of 
them for nearly every job. 
So, unless you're an 
expert at second- 
guessing your customers, 
it will pay you to stock 
all the shapes popular in 
your area. If you have 
what they want—when 
they want it—they'll keep 
coming back to you for 
all their metal building 
products. 
Write today for complete 
information. 





QUAKER STATE METALS COMPANY, Box 1167-J 
LANCASTER, PENNA. 


Gentlemen: Please send me the profit story on your complete 
line of building shapes, both aluminum and galvanized. 








QUAKER STATE METALS COMPANY 


LANCASTER, PA. . 
A Divison of HOWE SOUND COMPANY ows souno) Se Ae 
tame] Decler [) Distributor 
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TRANSPORT* SUPER MILEAGE LUG* 
*FIRESTONE T.M. 


PROFIT DEPENDS 
QN PERFORMANCE 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME BUILDING MATERIAL DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That's because 425,000,000 tire miles 
a year in Firestone’s own tire testing program prove Firestone truck tires 
are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 


on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


Firestone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 
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Youll be 


sitting pretty. .. if you order plenty 


of Sterling Halite now, 
before winter storms hit! 


The season's first storms will start a rush on Sterling Halite—to 
: j . STERLING HALITE SALES SLANTS 
clear sidewalks, steps, driveways of snow and ice! So be prepared 40.9% greater melting power then other snow 
for extra profits. Order Halite today and order enough. Halite and ice treatments at 30°F.! - Dissolves 46 times 
: i ee : its own weight on snow or ice! + Most effective if 
comes in 10-Ib. bags (6 to a bale), in 25-Ib. bags with carrying spread While snow is falling or before freeze! 


= » Breaks up | -pack 
handle, and in 100-Ib. bags. FREE: Folder of “Merchandising Mpenn F036 rank cbse Sco 


Ideas”’ to help you sell more Halite all winter long. Send for it today. INTERNATIONAL SALT COMPANY. CLARKS SUMMIT PA. 


Buffalo « Boston « Charlotte « Chicago « Cincinnati + Detroit « Newark 


STERLING HALITE meits danger away / New Orleans « New York ¢ Philadelphia « Pittsburgh « St. Louis 
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BUILDING MATERIALS 
EXPOSITION 


*, CIVIC AUDITORIUM, BROOKS HALL - 


‘NOV. 13-16 


Circle No. 146 on 


Handy Cover Card 








It’s a date well-kept—one that will keep your yard 
profitably up-to-date next year, and in years to come. 
This year, your exposition will be the biggest ever. 
You’ll see more exhibits, more new product previews. 
™, You’ll hear authoritative advice from industry experts 


. 
. 


. covering such subjects as: How to Sell Architects, 
* Builders, and Contractors; How to Develop a Home 

: Improvement Center; How to Sell, Finance, and Profit 

: in the Second Home Market; and six other informative 

: “How-to” management sessions. These, and other benefits 
—plus plenty of pleasures—await you in San Francisco. 
Make your date with the Golden Gate today! 
Money-saving advance registration closes November 2 
So mail coupon below—do it right away! 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 


Frank E. Heard, Attendance Chairman 
NRLDA EXPOSITION 
302 Ring Bidg., Washington 6, D. C. 
Please send: 0 Hotel Reservation Forms 
0D Exposition Registration Forms 
0 Exposition Tour Information 














September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





o 
sf ANOTHER GOLD BOND » 


\ EXCLUSIVE. 


ee of 
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You'll see this seal from time to time in Gold Bond 
advertising. It means that Gold Bond has launched 
another brand new product...an original and different 
product designed to help the building industry grow 
and prosper. Some Gold Bond Exclusives: an attach- 
ment system that puts up ceiling tiles faster; self-ven- 
tilating asbestos soffits; a mineral wool insulation that’s 
easier to handle; a pre-finished gypsum wallboard 
that’s really scuff-proof! Interested? Look through the 
next few pages, then ask your Gold Bond® Represent- 
ative for the full story. 


New Clip-Strip System cuts installation time in half 


Now your customers can put up ceiling tiles in one 
simple operation! They just nail or staple the lightweight 


metal Clip-Strips direct to rafters or old ceiling, then ~ 
slide tiles permanently into place. No furring strips, no Gold Bond 
stapling of tiles! The job is finished in half the time, at : cs 
lower material cost. The Clip-Strip System fits beautiful 


Bruxelles (above) and other Gold Bond Ceiling Tiles. 
peg Gold Sail Remeatemnive for fall dennis, a step ahead 
or write Dept. AL-9601 for free sample and complete f t 

al lceseure Of tomorrow 


NATIONAL GYPSUM COMPANY, BUFFALO 13, NEW YORK 


technical literature 








New Gold Bond 
Jet-Spun Insulation 


is easier to 
handle 


eee? *"2na4, 


Fat ANOTHER GOLD BOND s, 


EXCLUSIVE’ 
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Good news for builders and do- 
it-yourselfers!' New Gold Bond 
mineral wool blankets are 20% 
lighter in weight, have added 
rigidity to resist sagging and 
bending, yet are so resilient they 


spring back to their original 


shape after being compressed or 
distorted. Thicker type blankets 
will actually remain in place 
between joists without support 
during stapling. Homeowners 
save effort, builders save time. 
Ask your Gold Bond® Repre- 
sentative fora demonstration. Or 
write Dept. AL-9602 for free 
sample and literature. 


NATIONAL GYPSUM COMPANY, 
BUFFALO 13, NEW YORK 





New Durasan...the first vinyl-surfaced gypsum wallboard 


— = ow ae 
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There’s a good profit for you in new exclusive Durasan Fat Dene 60m eb s, 

and best of all... it’s priced to sell itself. . EXC LUSIVE .: ‘ 
It won't scuff, crack or chip, and it can be washed 

sparkling clean with soap and water. Durasan is a sturdy "Cnengnnie™ 

gypsum wallboard made with a durable surface of vinyl 

plastic that has all the beauty of the most expensive walls. 

Both builders and do-it-yourselfers like Durasan because 


it goes up fast, needs no additional finishing of any kind. Gold Bond 


Five glamorous colors and a richly textured surface make ciimiud pioOBuct 


it a beautiful part of any room in the house. Ask your 


Gold Bond® Representative for a ‘rough treatment” dem- 
onstration of new Durasan®, or write Dept. AL-9603 for a S ep a Fa 
free samples and literature 


NATIONAL GYPSUM COMPANY, BUFFALO 13, NEW YORK of tomorrow 





Builders welcome this new Gold Bond soffit 
material because it’s self-ventilating without 
screening or vents. They apply it in one easy 
operation. Gold Bond asbestos cement sofhts are 
Permanized; they refuse to warp, buckle or sag. 
In addition, they won't rot or burn. Permanent 
white finish never needs painting but may be 
painted if color is desired. Show your builder 
customers how they can save construction time 
and eliminate maintenance with this exclusive 
new Gold Bond soffit. Your Gold Bond® Repre- 
sentative has complete information. Or write 
Dept. AL-9604 for free samples and literature. 


NATIONAL GYPSUM COMPANY, BUFFALO 13, N.Y 


New perforated asbestos soffits give built-in ventilation 
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Gold Bond 


a Step ahead 
of tomorrow 
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Hertz Truck Lease Service is the modern 
good-business way to operate trucks. It im- 
mediately releases capital for new equipment, 
expansion, inventory —and, at the same time 
—puts your truck operation on a new, 
trouble-free level of efficiency. 


Hertz will give you cash for your present 
trucks. You get new GMC, Chevrolet, or 
other sturdy trucks of your choice —all bear- 
ing your company identification —all custom- 
engineered to your specifications. Or your 
present trucks can be reconditioned and 
leased back to you. Either way, you’re out of 
the truck business. And you’re back in your 


MASI 


GET OUT OF THE TRUCK BUSINESS... 
AND BACK INTO THE LUMBER BUSINESS! 


own business with new, ready-to-work capital. 
Just one budgetable check per week includes 
all these Hertz services: complete truck main- 
tenance, garaging, washing, licensing, insur- 
ance, and emergency road service. Hertz will 
also provide replacement trucks when needed 
—and extra trucks for peak periods. 

Call your local Hertz Truck Lease office for 
complete details. Or write for the booklet — 
“How To Get Out Of The 

Truck Business’ —to: 

Hertz Truck LEASE, HERTZ 
660 Madison Ave., N.Y. Biis-We @as 4 
21, N.Y., Dept. T-912. 
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Hertz Customer —M. N. Axinn Co., Jamaica, N, Y. 


_ NO INVESTMENT...NO UPKEEP 


| LEASE HERTZ TRUCKS 


HERTZ ALSO RENTS TRUCKS BY THE HOUR, DAY, OR WEEK 
Circle No. 22 on Handy Cover Card 
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RUBEROID ROOFING 


The Ruberoid line is the quality standard in asphalt roofing. 
It includes Square-T abs, world’s largest-selling strip shingles . . . 
Suburbans, popular heavyweights ... Warranted Self-Sealing, Lok- 
Tabs and Tite-Ons for wind protection. In asbestos shingles, 
nothing matches the dramatic American Thatch. 


RUBEROID SIDING 


New Dura-Color sidings have fused-in color, protected with a hard 
plastic surface. Available in Clapboard (834 x 48’) and Weather- 
board (12” x 24’’) styles. For luxury remodeling or new construc- 
tion, check Tru-Grain Vitramic with its remarkable wood texture 
and shadowline. Wide variety of Trend Colors. 





RUBEROID INSULATION 


Fiberglas* home insulation is available in Standard (Kraft vapor 
barrier), Foil Faced, and Foil Enclosed batts or roll-blankets, and 
Pouring Wool. Sill-Sealer and Perimeter Insulations are also 
available. Fiberglas insulation is the world’s most efficient, the 
world’s best-known, most-wanted insulation. (*TM OCF Corp.) 


RUBEROID FLOORING 


Here’s a floor tile line designed for building material dealers. Ideal 
for do-it-yourself business. A wide range of colors and styles in top 
quality asphalt and vinyl-asbestos. See your Ruberoid distributor 
for information on a full kit of free promotional and display tools. 
Let them help build your do-it-yourself floor tile business. 


For full information on Ruberoid’s line of quality building free copy of the 1960 Ruberoid Product Catalog: The 
products (including asbestos building board, roll goods, RUBEROID Co., 500 Fifth Avenue, New York 36, N. Y. 
coatings, cements and built-up roofing), write for your 


YOU BUILD...BUSINESS 


September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER Circle No. 25 on Handy Cover Card 





daily Dodge Reports 


DODGE REPORTS are individual building project 
reports. They’re mailed to you daily. You gett REPORTS 
on just the types of building for which you carry mate- 
rials. They give you advance information on who's 
going to build what and where, in the area where you 
do business ... whom to see ... when bids are wanted 


SEND FOR THIS FREE BOOK > 


F. W. Dodge Corporation, Construction News Division 
19 West 40th Street, New York 18, N. Y., Dept. AL9O 


Send me the book: “How Material and Equipment Firms Get More Busi- 
ness in New Construction”, and let me see some typical Dodge Reports for - 


my area. I am interested in the general markets checked below. 


(-] House Construction C) General Building 
C) Engineering Projects (Heavy Construction) 





... who’s bidding... who gets the awards which offer 
you opportunities to get orders. 

When you use DODGE REPORTS, you always 
know what’s coming up. You concentrate on business 
you know will be profitable. If you operate anywhere in 
the 37 Eastern states, you need DODGE REPORTS. 


. , 
: # 
Sean 


Steg, 
F.w. DODGE 


h 








Dodge Reports 
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es, there will be a United States of America in 1984, 
and it will be free. It will be free because you have the guts 
to say ‘‘no thanks’’ to Communism and the muscle to stand 
behind it. It will be free because you like it that way. 


There will still be a Fourth of July in 1984... and 


picnics...and payday...and music lessons...and baby 


bottles. ..and bowling night...and bacon 'n eggs... and 
P.T. A. meetings ...and baseball games ...and grass seed. 

People will still be living in homes in 1984. . . you will 
be planning them, building them, remodeling them just as 
you are now. Some of those homes will be older homes, 
built as far back as, oh, say 

A lot of those 25-year-old homes will still be strong, 
and dry, and beautiful. This is because back in 1960, their 
owners and builders had the foresight to lay the very finest 
roof money could buy . . . the only roof that was guaranteed 
by bond to protect and beautify for twenty-five years. . . 
the first composition shingle roof to receive Underwriters’ 
Laboratories Class “‘A’’ Fire Safety Rating (December, 
1941). . . a Carey Fire-Chex Roof! 

Think of yourself in 25 years . . . think of your cus- 
tomers . . . think of their homes. Are you offering them the 
best? Write Dept. AL-960 for the Fire-Chex Shingle cata- 
log. THE PHILIP CAREY MFG. COMPANY * CINCINNATI 
15, OHIO. 


EI HEH HEH HE HEE HEHE IEEE HEHE HEHEHE HEHEHE HEHE EEE EEE HE EAE 








September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER Circle No. 27 on Handy Cover Card 





<> | BUILDING PRODUCTS 





CAVITY-WALL INSULATION 


PERIMETER INSULATION 
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Put chemically engineered 
Dow Building Products to work 


for you—selling each other! 


Cash in on the Dow package of quality 
materials—bring in 


By selling the line of Dow Building Products, you 
enjoy many profitable advantages. First, you have 
more drawing cards that will bring in new customers. 
And most important, you profit because the quality 
performance and reputation of one product helps you 
sell other Dow building materials— helps you move 
other merchandise as well. 


This package of Dow Building Products is composed 
of top quality materials—each chemically engineered 
to combine many desirable features. Both professional 
builders and home handymen find these features ad- 
vantageous because they simplify jobs . . . heip get 
work done faster . . . and assure a superior standard 
of performance. Here are five big opportunities—and 
products that help clinch extra sales... 


PERMANENT VAPOR BARRIER with Polyfilm® — Dow’s 
high-quality polyethylene film, Polyfilm is a jack-of- 
all-trades material for a wide range of uses .. . from 
temporary enclosures to permanent moisture barriers. 
Polyfilm is packaged in an attractive, specially de- 
signed box for easy dispensing and storage. A new kit 
helps dealers take full advantage of the many sales 
opportunities. It offers specially prepared newspaper 
advertisements, an end-use wall chart, a film selector 
folder, a display rack, ad reprints, descriptive folders. 
Ask your Dow Building Products jobber to show you 
this kit . . . order ample quantities of each item... 
and put them to work making profits for you. 


FLOTATION with Styrofoam® — This chemically engi- 
neered material of many talents provides permanent, 
maintenance-free flotation for diving rafts, docks and 
other floating structures. Available in rough planks 


See “The Dow Hour of Great Mystenies’’ on TV 


more customers! 


(10” x 20” x 9’), Styrofoam* can be installed easily 
and economically—remains unaffected by punctures 
... will not corrode . . . will not become waterlogged! 
In fact, it frequently lasts longer than the wood struc- 
ture it supports! Ask your jobber to show you the profit- 
making potential of this market. 


COMBINATION INSULATION-PLASTERBASE with Styro- 
foam—As an insulation board, lightweight Styrofoam 
bonds directly to masonry with portland cement mor- 
tar—no studs required. And the Styrofoam provides 
an excellent base for wet plaster or wallboard—without 
lathing. Styrofoam simplifies “finishing” a basement, 
for example—and helps keep it warm and dry. 


CAVITY-WALL INSULATION with Styrofoam — Highly 
resistant to the passage of both water and water vapor, 
Styrofoam has permanently high insulating efficiency. 
For all types of cavity-wall applications, it can be 
bonded to masonry surfaces with portland cement 
mortar or held in place with wall ties. Styrofoam 
assures the comfort of a warm, dry structure—provides 
trouble-free performance indefinitely. 


PERIMETER INSULATION with Scorbord® (patent 
applied for) — Made with a pre-scored “snap-off” 
feature to minimize cutting and fitting, Scorbord can 
be installed in large sections. This rigid insulation 
board is recommended for insulating foundation per- 
imeters and concrete slab floors. Scorbord is produced 
in various “R” values to meet new F.H.A.-M.P.S. 


For more information about this Dow package—the 
various chemically-enginereed building products and 
their many uses—return the coupon below. 


*Dow’s registered trademark for its expanded polystyrene. 


THE DOW CHEMICAL COMPANY «+ MIDLAND, MICHIGAN 


Plastics Sales Dept. 1628E9-12 





The Dow Chemical Company 


Midland, Michigan COMPANY 





Please send me complete infor- 





mation about the Dow package of ADDRESS 


building products. 





ZONE STATE 
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Expect Modest Gain in New Housing 


Building industry finds it takes more than easy money 
to bolster residential construction. 


WASHINGTON, D.C.—Neither easier 
money nor government encouragement 
prevented a sharp summer drop in 
home building. No substantial upturn 
was in sight, but a modest gain ap- 
peared likely in the next few months. 

The Census Bureau said residential 
construction in July was 10% below 
June and 25% less than a year earlier. 
The Bureau also revised downward its 
earlier estimates for June. 

The seasonally adjusted annual rate 
of starts was 1,173,000 in July and 
1,284,000 for the first seven months 
of the year compared with 1,553,100 
dwelling units actually built last year. 

Census officials said a continued 
decline in the number of building per- 
mits issued would prevent improve- 
ment in August. 

Consumer surveys by the National 
Association of Real Estate Boards, 
the University of Michigan Research 
Center, and other pollsters, have shown 
a lessening of demand for housing this 
year. It was associated more with un- 
certainty over business conditions than 
with resistance to high interest rates 
and other mortgage terms. 

The weakened market indicated by 
the surveys have been verified by in- 
creased vacancies and builder com- 
plaints of “sticky” sales. 

No cure-all. Housing economist 
Miles Colean has warned the industry 
that “the time is past” when easy money 
will solve all its problems. 

But, if potential buyers were holding 
out for better credit terms, there was 
encouraging news from J. Stanley 
Baughman, president of the Federal 
National Mortgage Association 
(FNMA). 

Baughman said: “The ‘ease’ in the 
money market that was evident in the 
second quarter appears to be continu- 
ing, which ought to mean more 
favorable mortgage conditions for buy- 
ers in the months ahead.” 

August brought the biggest “break” 
in the money market of any month 
since the peak in the first week of 
January of the tightest money market 
since World War II. 

Previously, the gradual easing had 


30 


reduced discounts all across the coun- 
try and forced cuts of one-quarter to 
one-half of 1% in mortgage interest 
rates in many sections. 

Whether the late summer develop- 
ments would stimulate the market re- 
mains to be seen in the next two or 
three months. 

Reversal of the government’s policy 
from tight to easier money was accom- 
panied by a rash of liberalizations in 
various housing programs, but no dras- 
tic change in any one of them. 

Steps taken. These subtle moves to 
encourage home building and buying 


PRICING CALCULATOR, offered free by 
Maple Flooring Manufacturers Associa- 
tion in honor of national Forest Products 
Week October 16-22, enables retail 
building materials dealers and hard- 
wood floor contractors to convert north- 
ern hardwood flooring prices per thou- 
sand board feet into either square foot 
or square yard figures. Made of hard- 
board with varnish finish, the device has 
a range of prices from $100 to $400. 
Square foot and square yard prices can 
be converted for 3/8” thickness in 1%)” 
and 2” face widths; 25/32” thickness in 
1%)”, 2” and 2%” widths; 33/32” 
thickness in 114”, 24%,” and 34%” 
widths. Write MFMA, 35 E. Wacker 
Dr., Chicago 1. 


included easier credit qualifications, a 
higher allowable interest rate on mort- 
gages of $9,000 and under, and better 
prices paid by FNMA in the secondary 
market for FHA and GI mortgages. 

In line with the conventional mar- 
ket, however, the FHA and GI pro- 
grams suffered with a slowdown in 
activity and new applications. 

More government aid through omni- 
bus housing legislation possibly could 
have bolstered the housing market 
earlier in the year, but by late summer 
it was already too late even if such a 
bill had passed. 

The Senate had approved a general 
housing measure, but a more ambitious 
House bill bogged down in the conser- 
vative Rules Committee. 

One development which drew a lot 
of attention as a possible heavy in- 
fluence on housing in the future was 
the AFL-CIO announcement that affil- 
iated unions would be urged to invest 
some of their multi-billion dollar wel- 
fare and pension funds in FHA and 
GI mortgages. Plans call for the 
money to be loaned without discounts 
and at interest rates possibly as low 
as 5%. 


Producers’ Council Meet 
Cuicaco—The Producers’ Coun- 
cil will hold its 39th annual meet- 
ing at the Drake Hotel here, October 
5-6. The Council includes represent- 
atives from all product categories 
supplying the construction industry. 


Gordon Lawler Joins 
Celotex Corporation 

Cuicaco—Gordon J. Lawler, ed- 
itor of American Lumberman for 
the last three years and a member 
of the staff for nine, has joined The 
Celotex Corporation as sales pro- 
motion manager. 

Lawler specialized in retail pro- 
motion editorial articles and serv- 
ices for American Lumberman. He 
was instrumental in this magazine’s 
Model Store program, which was an 
important feature of the NRLDA 
Exposition in 1957. He initiated the 
American Lumberman store labora- 
tory program, which resulted in 
more profitable dealer displays from 
coast to coast. 
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‘Home Idea and Services’ Heads U.S.G.'s 
1961 Dealer Plan for Big-Ticket Sales 


Cuicaco—United States Gypsum 
Co. announced it has both retail build- 
ing materials dealers and customers in 
mind in its new 1961 merchandising 
program, “U.S.G.’s Dealer Plan for 
Big-Ticket Sales: ’61.” 

Heading new in-store promotion 
features will be an eye-catching “Home 
Idea and Services” selector display de- 
signed for floor or counter use, the 
company said. To attract the custom- 
er’s attention, several promotional ele- 
ments will be given away free by the 
dealer. 

Direct mail. Keynoting the direct- 
mail program is “customer service” 
supported by features to help dealers 
achieve big-ticket sales. The program 
has 4,700 sponsors this year with a 
total circulation of 4 million. 

The direct-mail program features 
Popular Home and Business of Farm- 
ing magazines. The dealer’s name will 
be imprinted in the largest type avail- 
able on front and back covers of both 
magazines next year. Two new edito- 
rial features—a Home Carpenter se- 
ries and Counter-Talk Column—will 
be offered. 

Film. For the first time all U.S.G. 
salesmen will be equipped with slide 
projectors to show dealer sales and 
yard personnel how to reach their full 
sales potential in the home improve- 
ment market. The film is “How to Sell 
More to Homeowners.” 

Three new plans for 1961 are in- 


cluded in the 20 Handyman Plans. A 
20-page Home Project Ideas book is 
expected to bring the handyman into 
the store. He can chart maintenance 
job progress in an eight-page Home 
Care Logbook. 

Prospects for new homes will find 
ideas in an 80-page Take Home book 
with 38 economical designs. 

Free items. All store promotional 
features are supplied free to participat- 
ing dealers. They can follow up by 
ordering plans through the low-cost 
Building Blueprint Service. 

Farm promotion. Farm dealers spon- 
soring the program will be furnished 
with stocks of a New Farm Carpenter 
book containing 12 pages of small 
projects and a packet of 10 different 
Farm Building Plans for handout to 
customers. 

In addition, six more farm plans will 
be printed in Business of Farming 
next year. Women should enjoy the 
home improvement ideas in the new 
Farm Woman Decorator series. 


Sets Convention Dates 


WASHINGTON—The annual con- 
vention of the Structural Clay Prod- 
ucts Institute, national association of 
brick, structural tile and architectural 
terra cotta manufacturers, will be held 
on Nov. 14-16 at the Diplomat hotel, 
Hollywood, Fla., SCPI board chair- 
man Douglas Whitlock announces. 


Plywood Prices Improve 

PORTLAND, ORE.—Production cur- 
tailment of fir plywood appears to 
have had some effect in stabilizing 
prices. 

U.S. Plywood Corp. and Georgia- 
Pacific Corp., two of the largest pro- 
ducer-distributors, have just an- 
nounced immediate plywood price in- 
creases to $64 from the low-point 
$60 a thousand square feet for 4” 
key sanded stock. 

Early this month fir plywood prices 
dipped to $60, the lowest since World 
War II. Then several firms ordered 
production cutback, placing west coast 
mills on a four-day week. A total of 
32 companies out of 101 fir plywood 
producers are said to have partici- 
pated in the curtailment. 

Both U.S. Plywood and G-P have 
order files at the low $60 price at 
which they will ship for a week or 
two. 

In the meantime, Weyerhaeuser 
Company’s lumber and plywood divi- 
sion announced that all softwood ply- 
wood prices sent to its sales units are 
on a net price basis. 

Manager E. Earl Arthur, west coast 
mill sales, said the company has been 
quoting prices and billing on that 
basis for some years. This is simply 
an internal procedure change, he 
noted. 

List price and discount references 
will be eliminated, Arthur indicated. 
The action will not affect Weyer- 
haeuser’s long-standing policy of book- 
ing plywood business only at firm 
prices at the time of order, he added. 
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PLYWALL DOOR PANELS are transferred to huge ovens after 
liquid Poly-Clad topcoat is applied where it is baked on for 


claimed lifetime durability. 


Ss 


POLY-CLAD PROTECTIVE coat is applied in liquid form atop 
the Plywall varied-grain finish on new doors. Process pro- 
tects against fading, mars, scuffs and stains. 


Cooperative Program for Grained Prefinished Laminated Doors 


Corona, CaLir.—Plywall Prod- 
ucts Co. here and Bellwood Co., 
Orange, Calif., have announced a co- 
operative program to mass produce 
quality, prefinished grained hollow- 

doors. 


ywall president Lawrence M. 
Flahive and Bellwood general man- 
ager Robert J. Weston indicated in- 
place cost of the new doors “ is much 
less than for comparable finishing at 


the building job site.” 

Door surfaces of Laminex high- 
density composition material formed 
under high-pressure are grained and 
Poly-Clad finished at Plywall’s facil- 
ity here. The 15 quality-controlled 
steps of surface preparation, finish 
application and heat treatment are 
claimed to protect against fading, 
scuffs, scratches and stains. 

Bellwood-Laminex prefinished hol- 
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low-core doors are fabricated on the 
Packard-Bell Electronics  division’s 
production lines and individually pack- 
aged for shipment. English walnut and 
rock maple laminex finish will be of- 
fered as standard with doors and 
matching moldings and wall paneling 
available in a wide variety of wood 
grains “of known and constant value” 
to permit the builder to make a “com- 
pletely prefinished installation.” 
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with the 
greatest 
advance 
in paint 
history! 





DULSHEN 
SWADE 


Fume-proof, color-fast 
Dulshene-Swade with built- 
in primer goes on so easily 
it takes all the drudgery 
out of painting. So high- 
hiding, one coat is usually 
all you’ll need for a beauti- 
ful, long-life finish. Learn 
more about the wonders of 
Dulshene- Swade, contact: 


STALEY PAINT MFG. CO. 
5243 MANCHESTER AVE. 
ST. LOUIS 10, MO. 
Circle No. 29 on Handy Cover Card 
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NSDJA Sets Annual Meeting, Sept. 19-21 


CuicaGo—The Northern Sash & 
Door Jobbers Association holds its 
19th annual meeting in the Drake 
Hotel, September 19-21. Early comers 
can pick up registration envelopes 
beginning at 1 p.m., Sunday, Septem- 
ber 18th at the Drake. 

More than 500 jobbers and their 
wives from a 20-state area are ex- 
pected to attend, secretary Carl W. 
Nagle said. In addition, millwork pro- 
ducers, molding millmen, shop lumber 
producers, glass manufacturers, weath- 
erstrip makers, sash balance firms 
and chemical companies will join 
jobbers for three days of business, 
social and personal sessions. 

Speakers include attorney George 


P. Lamb; home designer John N. 
Highland, Jr.; John M. Dickerman, 
executive vice-president, National As- 
sociation of Home Builders; H. R. 
Northup, executive vice-president, Na- 
tional Retail Lumber Dealers Associa- 
tion; executive consultant Carl Luther 
and explorer-scientist Dr. Randolph 
T. Pearson. 

Registration from NSDJA, 20 N. 
Wacker Dr., Chicago 6, costs $35 per 
person for any representative of an 
NSDJA or Southern Sash & Door 
Jobbers Association member company; 
$45 for a representative of a firm 
serving jobbers; $45 for non-member 
sash and door jobber representatives 
and $25 for jobbers’ wives. 


Promotion Kits, Tours for 
Forest Products Week 


Retail building materials dealers 
can schedule locally the first national 
Forest Products Week celebration 
October 16-22 with a promotion kit 
offered free by the Southern Pine 
Association. It contains: 
¢ A 15-minute speech any dealer can 
deliver to civic or business groups. 

* A 13%-minute radio-TV script of 
an interview on forest products be- 
tween a dealer and a local station an- 
nouncer. 

* Two feature articles for local news- 
papers explaining wood’s virtues and 
progress of the lumber industry. 

Kits may be obtained by writing 
Southern Pine Association, Box 1170, 
New Orleans 4. 

Two forest products research 
groups have outlined tours to be held 


in conjunction with the week’s cele- 
bration. 

Celebrating its 50th year, the U.S. 
Forest Products Laboratory, Madison, 
Wis., has scheduled additional tours 
during Forest Products Week to show 
visitors advances in the wood industry. 

The midwest section of Forest Prod- 
ucts Research Society will meet at the 
Wisconsin laboratory that week while 
the Northern California Section of the 
organization holds its fall meeting in 
the Stockton Hotel, Stockton, Octo- 
ber 21st. 

Chairman Vic Clausen, Simpson 
Redwood Co., Arcata, Calif., said his 
program will feature discussions of 
prefabrication, precutting and com- 
ponents followed by tours of a creo- 
sote and a cedar plant. 


Architectural Woodwork Survey 
Finds Millwork Profits Low 


Cuicaco—An Architectural Wood- 
work Institute survey of millwork per 
cent of profit on sales finds they are 
“low by any standard.” 

A detailed “Study of Factors Af- 
fecting Profits in Special Millwork 
Plants” shows the halfway point be- 
tween high and low profits is about 
“half that for all industry.” 

Background. AWI is an association 
of leading architectural millwork 
plants in all parts of the U. S. and 
Canada. Early this year member com- 
panies were surveyed on 28 factors 
bearing on millwork profits. Mem- 
bers submitted figures on sales and 
profits to an independent accounting 
firm. 

Results were analyzed and interpret- 
ed by a select committee of millmen. 
It is believed the survey is the most 
comprehensive and accurate ever pre- 
sented in the field. 

Profit ratio. AWI executive secre- 


tary John L. Rose said the recently- 
issued chart of results shows an upper 
and lower quartile and median figure 
for each of the 28 factors covered. 
(A quartile figure is the halfway point 
between median and high or low fig- 
ure.) 


Median figure of reporting archi- 
tectural millwork plants was 2.64% 
profit on sales before income taxes. 
This was the yardstick of success on 
which all factors were tested. The up- 
per quartile was 5.7%, equal to the 
median of all other industries. The 
lower quartile was 0.4%. 


Rose points out that the commen- 
tary with the chart is helpful to ana- 
lyze individual company figures. Some 
factors termed “significant barometers” 
are excerpted for quick study. 


Copies of the chart are available 
free from AWI, 332 S. Michigan Ave., 
Chicago 4. 
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Teak, newest prestige paneling from Weldwood, 
inspires decorating ideas—and sales 


Teak—just one of over 70 Weldwood real wood panelings! 
They let your customers match any mood, fit any budget. 
All are real wood—many cost less than printed imitations. 


From teak, at a retail price of about $40 per 4’ x 8’ prefinished 
panel, through cherry (about $25), birch (about $21), and 
Charter Oak (about $18), all the way to Ribbon Philippine 
mahogany which sells for only about $19, Weldwood® 
paneling gives you the broadest range of real wood paneling 
in the industry. Real wood—rich in natural grain and color— 
as varied as a forest, as distinctive as the tree that grew the wood. 

Luxuriously, enduringly prefinished with a mar-resisting, 
wood-beautifying finish unequaled by any other paneling. It 
takes Weldwood craftsmen 18 separate steps to apply, but it 


WELDWOOD Real Wood Paneling 


Product of UNITED STATES PLYWOOD 
130 branch showrooms in the United States and Canada 
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makes a fingertip difference you (and your customers) can 
feel at first touch! 

In Weldwood paneling, United States Plywood provides 
you with the product, the prestige, and the program that 
mean bigger and more profitable sales for you. Why settle for 
less? For details on Weldwood’s industry-leading Profit 
Development program, mail the coupon. 


po———=—=—=-—==Send for details on Weldwood Profit Development Program "| 
United States Plywood 
55 West 44th Street, New York 36, N. Y. 


ALBPM 9-12-60 


Please have a Weldwood representative call on me with information on the 
Weldwood Dealer Profit Development Program— including details 
Weldwood Panel Parade merchandising display and the Weldwood 


| Training Correspondence Course. 


Name 
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MEN /n the news 


* Georgia-Pacific Corp., Portland, 
Ore., announces the appointment 
of Dr. Richard S. Nelson to its 
newly-created position of director of 
personnel and market research, ware- 
house division. The new position fills 
a need as a part of the corporation’s 
expansion plan for its nationwide dis- 
tribution system. 


¢ Lee Epley has been named adver- 
tising manager of Chrysler Corpora- 
tion’s Airtemp Div., Dayton, Ohio. 


* E. L. Bruce Co., Memphis, Tenn., 
announces the appointment of Henry 
M. Tobey as director of research. 


* Masonite Corp. announces that Don- 
ald J. Gray, vice-president and gen- 
eral manager of its Laurel, Miss., 
plant, has been appointed to the office 
of assistant to the president with head- 
quarters in Chicago. 


* Frank S. Burgen has been named 
acoustical products manager of Wood 
Conversion Co., St. Paul, Minn. 


* W. H. Smith has been named build- 
ing products development manager of 
U.S. Plywood Corp., New York, N.Y. 





...- another reason why 
Clarke is preferred 
by rental dealers 


You know you can’t make money renting 
a machine that is ‘‘out of order”. That’s why 
fast, dependable repair, parts and accessory 
service is so important —because only a work- 
ing machine is a money-making machine. 

And because service is so important, 
Clarke maintains a nationwide network of 
factory-owned sales and service branches— 
one right near you. Like Clarke’s Chicago 
office, each branch is efficiently organized, 
staffed with experts and completely stocked 
with factory parts and accessories. The stra- 
tegic location of’ Clarke branches in every 
section of the country assures fast repair 
service and quick delivery of repaired 
equipment as well as parts, accessories and 
new equipment. 

Only Clarke offers such extensive, 
company-owned facilities ready to provide 
complete service on all Clarke machines 
—service that makes it easy for you to 
make more money. 

Ask for complete details about Clarke 
rental equipment 


\ ie 


rd 
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—_ 

RUG SHAMPOOER UPHOLSTERY SHAMPOOER FLOOR EDGER FLOOR SANDER 


The Best Known Name In Rental Equipment 


469 Clay Ave., 
a hele) ae Salli meaere Muskegon, Mich. 


Authorized Sales Representatives and Service Branches in 
Yrincipal Cities. 1N CANADA: Clarke Floor Machine Company, 
(Canada) Ltd., 21 Advance Road, Toronto 18, Ontario 
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TYPICAL SERVICE FACILITIES 
OF A CLARKE BRANCH 
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* William Welch has been named vice 
president and sales director of Pacific 
Plywood Co., Dillard, Ore. 


* The Celotex Corp., Chicago, an- 
nounces the appointment of Charles 
F. Buckland as general line merchan- 
diser manager. 


* Edwin O. Thompson has_ been 
named Washington, D. C. manager 
of the West Coast Lumbermen’s As- 
sociation and the West Coast Lumber 
Inspection Bureau office. He succeeds 
the late Cecil A. Luce, who had been 
the Washington manager for 15 years. 


President R. C. Knecht, Reco 
Homes, Rapid City, §.D., has been 
named a member of the Construc- 
tion and Civic Development commit- 
tee, Chcember of Commerce of the 
U.S. for the 1960-61 year. 


50,000 Items on Exhibit 
At October Hardware Show 


New YorkK—More than 45,000 
buyers are expected to learn what’s 
new, plan their sales programs and 
preview next year’s profits at the 15th 
annual National Hardware Show in the 
Coliseum here October 12-14. 

Managing director Frank M. Yea- 
ger said: 

“The National Hardware Show is 
the most complete and diversified 
trade show in America. It’s a buying 
show. That’s why annually it draws 
more buyers than any other. Visitors 
come from all the 50 states and some 
40 foreign countries, representing 
every known buyer classification.” 

There will be over 4% miles of 
exhibits. More than 1,000 manufac- 
turers will demonstrate more than 
50,000 items, over 1,000 of them new 
in design or concept, Yeager pointed 
out. Other thousands will be new in 
color, construction or features. In ad- 
dition, thousands of new packages, 
promotions and profit-offerings will 
be unveiled for the first time. 

More than 10,000 persons will staff 
the show. First floor, mezzanine and 
second floor will feature hardware, 
housewares, paint, large and small 
appliances, power and hand tools, 
plumbing and electrical supplies, au- 
tomotive tools and equipment, laundry 
and bath accessories, giftwares and 
utility wares, do-it-yourself items and 
related products. 

The 140,000 square feet on third 
and fourth floors will be devoted to 
the largest and most complete and 
varied assortment of lawn, garden, 
outdoor living and light farm products 
and equipment, Yeager said. Over 
300 exhibitors will show the latest 
equipment. 

Show hours are: October 10, 11 
a.m. to 6 p.m.; October 11, 10 to 6; 
October 12, 10 to 10; October 13, 
10 to 6; and October 14, 10 to 3 p.m. 

Advance registration and informa- 
tion may be obtained from National 
Hardware Show, Suite 1103, 331 
Madison Ave., New York 17, N.Y. 
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FHA Sets interim Policy on 
Lumber Scant of ALS Sizes 


WASHINGTON—An interim defini- 
tion relating lumber sizes to moisture 
content has been established by the 
Federal Housing Administration until 
the American Lumber Standards Com- 
mittee can reach agreement on it. 

FHA noted that some mills are now 
producing lumber as a by-product of 
other uses which is scant of ALS 
sizes. Lumber dressed to 1-9/16” 
thickness is becoming common. 

Up to now, to allow for natural 
shrinkage of lumber dressed green, 
FHA minimum span tables for joists 
and rafters require a 5% decrease in 
span wh ber i r an 2%, : ee 
Se lan tan 9 cee or ee Used with precision DUO-FAST staples... 
19% moisture content. 


* 
Lumber scant 2% or less is con- these tackers keep working 


sidered full size and within normal 


working tolerance. Lumber more than M4 

5% vo Ie is substandard and unac- eee or we service them FREE! 
ceptable even at reduced spans. 
_, Therefore, FHA has decided that Yes, that’s the deal with Duo-Fast. All your customers do is 
if 1-9/16” lumber is kiln-dried or air- keep their Duo-Fast Staple Guns or Hammer Tackers (which 
seasoned prior to dressing it may be you supply) on a steady diet of quality Duo-Fasr Staples 
Ma wien the et tera) aot tog “ (which you also supply). Under our famous FREE SERVICE 
Se akeamuad Se an mee GUARANTEE, your nearby Duo-Fasr Distributor keeps these 


erty standards. However, the 2% 2 . By . 
caaenite does not apply nor is hit- tools in top working condition . . . without cost to you or your 


or-miss dressing permissible. customers. They gain time and money—you gain time, money 
FHA indicates 1-9/16” thick lum- and good will. 
oatee sovaed tt le rr oo You'll like dealing with DUO-FAST. You’ll like the quality Tack- 
it is kiln-drie . - 
kee ; ers... the precision Staples in 5M and 1M packs. .. the free 
peace op Biri eB he sales aids. Let us prove it. Send today for the dealer facts... 


moisture content at time of dressing : : é 
and maximum joist and rafter spans including FREE Bulletin FT-26. 


are reduced 5% from those shown in 
MPS. 

In addition, such lumber must bear 
a grade stamp identifying the dressed 
thickness as 1-9/16” and contain the 
word “dry” to assure it is properly 
seasoned before dressing. 


Chemical Gypsum Board 


CLAYMONT, DeL.—Ground was 
broken in late August by Barrett Div., 
Allied Chemical & Dye Corp. for 
construction of the first plant to manu- 
facture gypsum board chemically in- 
stead of from gypsum rock. 

To be made as a by-product of 
phosphoric acid, the new Barrett pro- 


cess is said to make gypsum identical NEW $-762 


to that from natural ore and allow 


for better quality control. Chemical STAPLE NAILER 


panels are claimed to be as resistant 
to fire as natural gypsum. : y,"” 

First chemical aes boards were drives 1 staples 
used in 20 Commack, L.L, N.Y. If you operate a sash and 
homes in 1957. When it is completed millwork shop, or if you 
in September, 1961, the fully auto- do home prefabrication 
mated plant will turn enough gypsum work, you'll find the S-762 
to build 32,000 homes a year, Barrett a real time and money 
said. ae today for com- 

Wallboard, gypsum lath and gyp- plete information. 
sum sheathing will be made here to 
service mid-Atlantic states as far west 
as Cincinnati. It was noted that this 
year 80% of all U.S. homes will be 


of gypsum wallboard (drywall) con- FASTENER CORPORATION 
struction. Consumption of the product 3700-06 River Road 
is now about 7 billion square feet a Franklin Park, ll. oe 


year and is expected to rise to 9 billion 
square feet. 
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if you can find 
another patio door... 


... with these three exclusive sales- 
clinching quality features... 


-.. available completely glazed and assembled 
and priced to go to the builder for around $100. 


buy it! 


ShoDoloS 


NEW 


ShoLume 


PATIO 
DOOR 


1 
LUCIEN HANDLE BIRON CLIP ALL-POINTS 
Effortless fingertip ShoDoCo’s Biron Clip WEATHERSEAL 


action. New turn- (pat. pend.) positively 
indicator-type prevents fine 
handlelok clicks up “Scotsman” screen 
and down to lock and from ever 

unlock at a flick. jumping track. 
Retractable latch 

prevents accidental 

lock-out. 


MOL @L EXCLUSIVE BO N U S g E A T U R E Ss Pe Te iT 


(A) All ShoLume panels are REVERSIBLE, install as either XO or OX 
(B) Single Glazing or 4%“ Dual Glazing 


(C) 6’ SholLume door, glazed with %," sheet and with Screen 
PRICED TO GO TO BUILDER FOR AROUND $100 


(D) Available either KD or completely glazed and assembled. 


Silicone treated heavy 
Schlegel wool pile 
gives overlapping 

“ All -Points 
Weatherseal.”’ 


W's 








OTT 
= CIE 





See LL TT Se SL ee LS SLL 


Sle Door i“ — 


Write for details on ShoLume OF A MERICA 
Patio Doors and the world’s “piano 
finest lines of shower enclosures... 


“WORLD'S LARGEST MANUFACTURER OF SHOWER ENCLOSURES” 
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SMILES LIGHT UP the faces of Norma, 
Donna Marie and Charles W. Rohmann 
as they receive a replica of the $10,000 
Panelbild vacation home the 34-year-old 
engraving plant manager won in a na- 
tionwide contest. More than 200,000 
entered the U. S. Plywood Corp. con- 
test conducted for over 1,000 partici- 
pating dealers. Vice-president L. B. Olm- 
sted presents the model of the well- 
equipped one-story 24’ x 24’ holiday 
house to the Louisville family. Earlier 
this year U. S. Plywood acquired Panel- 
bild Systems, Inc., Seattle, looking to- 
ward, as president Gene C. Brewer said, 
“the possibility of a nationwide chain 
of factories’ to build the stressed-skin 
plywood component homes. 





Lumber Salesmen Expand 
Marketing Services 


DaLtas—A “Service to the Indus- 
try” program directed to lumber man- 
ufacturers has been announced by the 
National Association of Lumber Sales- 
men. 

President W. C. Mawhinney said 
the free service will include: 

* Help for the producer in the mar- 
keting problems of wood products to 
30,000 retail dealers and industrials. 
¢ Market surveys to assist manufac- 
turers in future planning on some 
wood innovation. 

Producers only need describe their 
requirements in a phone call or letter 
to NALS headquarters, PO Box 8002, 
Dallas 5, Tex., LA 8-0777, to get 
these services, Mawhinney said. 

Information will be presented to 
NALS members in a bi-monthly bul- 
letin. They in turn will get in touch 
directly with the manufacturer. 

More than a dozen producers have 
already taken advantage of this offer 
to put their problems before commis- 
sion men and wholesalers. Mawhinney 
said members’ response has been quick 
and eager. 


To Merge W.M. Ritter 
Into Georgia-Pacific 

New York—Georgia-Pacific Corp. 
announced an agreement had been 
signed to merge W. M. Ritter Lumber 
Co., owners of timber and _ timber- 
lands, natural gas and metallurgical 
coal reserves into G-P. Directors of 
both firms have approved the merger. 
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FHA To Liberalize Credit Standards 


Each borrower's case will be examined 
on its merits under liberalized credit program. 


WASHINGTON—A nationwide drive 
to put its mortage credit analysis 
on an individual basis and make the 
program available to persons who 
might otherwise be rejected, has been 
announced by the Federal Housing 
Administration in a move to liberalize 
credit standards. 

An official said FHA’s intention is 
“to see each case handled as an 
individual transaction involving good 
common sense in terms of what the 
borrower is trying to do.” 

Expanded credit risk and halting 
criticism of “being too conservative” 
will result, the spokesman indicated. 
Top examiners of FHA’s six zones 
were called in during July for three 
weeks of intensive briefing on objec- 
tives. 

They are reviewing credit analysis 
in field offices to improve it and make 
it uniform around the nation. 

Commissioner Julian Zimmerman 
is cooperating with other government 
officials to stimulate housing enough 
“to prevent a decline” below the pres- 
ent level, but not enough to touch off 
a boom. Field offices have been in- 
structed to throw away their old “rules 
of thumb” and personal prejudices 
and study each mortgage loan case on 
its merits. 

Three points will be stressed: 

* the theory that one-fourth of month- 
ly income can be allowed for housing 
expense is abandoned; on an indivi- 





al ies i hy : Fb a 4 cies . 


MISS BARCLAY/BARCLITE of 1960 
(Wally Coover) dipped into this pile of 
nearly 100,000 entry blanks and 
picked the top prize winner's name for 
vice-president Jay Feder, Barclay Mfg. 
Co. Inc., He announced that A. G. 
Mitchell, Jefferson Lumber Co., Jefferson, 
Ga., had grabbed off first prize in the 
$200,000 Barclay-Barclite Sweepstakes 
—a $7,000 swimming pool. Mel 
Breegle, Breegle Construction Co., Wich- 
ita Falls, Tex., won the fully decorated 
kitchen second prize; Ralph Schade, He- 
lena Lumber Co., Helena, Ohio, got the 
outboard motor boat third prize. 


dual basis other debts will also be 
taken into consideration 

* family income will be determined 
not on the past alone, but on what 
may reasonably be expected during 
the first one-third of the mortgage life 
—usually the next seven or eight years 
* a wife’s income will be considered 
if it is “characteristic of the family 
life’ —-statistics show that a high per- 
centage of wives, ages 22 to 29, quit 
work after the first child is born; if 
she returns to work, her income may 
be considered part of the family in- 
come. 

Good judgment. An FHA official 
overseeing the credit review empha- 
sized it is designed to achieve “quality 
and uniformity without going to a 
rule—everything cannot be measured 
by a yardstick—we want good judg- 
ment.” 

FHA generally is far more liberal 
on credit analysis than conventional 
lenders, he said. After applications 
are screened by lenders, FHA rejects 
only % of 1% for inability to pay. 

However, he noted that FHA has 
been accused of being too conserva- 
tive since the 4% of 1% premium for 
mortgage insurance has run up a $1 
billion surplus. Losses on all FHA- 
insured mortgages amount to only 
15/100 of 1%. 

Congress has pressured FHA to 
reduce the insurance premium. FHA 
has now embarked on the new credit 
analysis drive that “will expand the 
risk” and “result in larger losses.” 

FHA maintains that the %2 of 1% 
insurance rate is necessary to build a 
surplus if a recession should greatly 
increase foreclosures. Expanding the 
risk, and thereby widening the home 
ownership market, is an alternative to 
reducing the rate. 


Magic Iron Cement Moves 


CLEVELAND—Magic Iron Cement 
Co., Inc., producer of home, automo- 
tive and industrial repair products, 
recently moved into a new 50,000 
square foot plant here. 

More than doubling production 
capacity, the new building is located 
on a three-acre site at 14215 Caine 
Ave. Expanded executive offices, sales, 
advertising and accounting quarters 
and five loading docks with automatic 
materials-handling equipment to speed 
deliveries are other features. 

Products, all merchandised under 
the Magic trade name, include plastic 
aluminum, Woodblend putty pencils, 
Magic steel, epoxy glue, Magic rubber, 
Tub ’N Tile sealer, liquid solder, Tite- 
Grip white glue, Magic wood, muffler 
sealer, Fix-All porcelain, porcelain 
glaze, Rust Buster, pipe joint com- 
pound, plastic lead, white tile cement 
and Easy Spray enamels. 
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(Advertisement) 


NEW PRODUCTS 


COMBINATION 
OVAL STRAP 


6002 
Combination Kit 


A compact unit that can cut strapping costs 
as much as 50% is now available. Combi- 
nation includes oval strapping tool, sta- 
tionary dispenser and oval steel strapping. 
Write: A. J. Gerrard, 414 East Touhy Ave- 


nue, Des Plaines, Illinois. 
Circle No. 1 on Handy Cover Card 


OVAL STEEL 
STRAPPING 


Save you as much as 50 to 80% on strap- 
ping cost. Oval steel strapping gives you 3 
times more the lineal feet per pound with 
equal tensile strength to other types of 
strapping. Write: A. J. Gerrard, 414 East 


Touhy Avenue, Des Plaines, Illinois. 
Circle No. 2 on Handy Cover Card 


OVAL STRAPPING 
MACHINES 


Are available in several sizes and styles to 
meet practically every industrial require- 
ment. Write: A. J. Gerrard, 414 East Touhy 


Avenue, Des Plaines, Illinois. 
Circle No 3 on Handy Cover Card 


STRAP AND WIRE 
CUTTER 


Dual purpose cutter—cuts oval strapping, 
up to %” wide flat strap, as well as 14 
gauge and finer round wire. A valuable tool 
that quickly pays-for-itself in any receiv- 
ing or shipping department A. J. Gerrard, 


414 East Touhy Avenue, Des Plaines, Illinois. 
Circle No. 4 on Handy Cover Card 
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New Grading Rules Apply 
To Roof Truss Production 


PORTLAND, ORE.—Because of the 
growing demand for lumber particu- 
larly adapted to roof truss production, 
Rules No. 15 of the West Coast Lum- 
ber Inspection Bureau have been 
amended to provide Douglas fir and 
west coast hemlock 2 x 3’s and 2 x 4’s 
graded full length for uniform stress. 

Available when ordered, the new 
2 x 3 and 2 x 4 grades meet the 
truss manufacturers’ requirements for 
material which can be cut into a num- 


ber of lengths, with each length re- 
taining full stress value of the original 
piece. 

Species stamps. As a service to 
specifiers and users of west coast lum- 
ber, WCLIB will shortly issue species 
stamps to member mills. Species iden- 
tification is included as part of the 
regular grade stamp with identifying 
shield and will be used on board and 
framing lumber when requested. 

Species stamps are being issued for 








profitable sales based on features instead of price 


SAFETY CLUTCH 
SILENT YARD-MAN 
CONSTRUCTION 


BRIDGE-TYPE 
HOUSING 


LIFETIME 
GUARANTEES 


Here is the world’s finest line of quality 


products, 


produced by a _ conscientious 


manufacturer with 27 years of experience 


. One who believes that sales based on 


product features will build profits faster 
than price cutting. 


When you sell Yard-Man products, you 


profit from powerful national advertising, 
eye-catching display material, compelling 
literature and hot monthly promotions. 


Only Yard-Man Dealers will enjoy the 


giant Yard-Man bonus — profitable sales 
based on exclusive quality features. 





A COMPLETE, FEATURE- 
PACKED LINE 


HAND * POWER REEL * POWER ROTARY 
SELF-PROPELLED ROTARY ° TRIMMER 
RIDING ROTARY * YARD-STER * REVERSE- 
O-KART * MINIATURE CORVETTE 


Write today for complete details. 


\S4MARD-MAN INCORPORATED 


1416 W. GANSON 


Circle No. 105 on Handy Cover Card 


e JACKSON, MICH. 





Douglas fir, west coast hemlock, west- 
ern red cedar, Sitka spruce and white 
fir. 

Groupings. As has been industry 
practice for many years, certain true 
firs will continue to be grouped with 
hemlock. Included are California red 
fir, grand fir, noble fir and Pacific 
silver fir. They commonly grow inter- 
mingled with hemlock and are vir- 
tually identical in appearance. 

Each has similar strength proper- 
ties with hemlock, take similar spans, 
are graded for similar stress values 
and have long been used interchange- 
ably with hemlock in construction, 
WCLIB said. 

White fir (concolor) will continue to 
be identified as such. 

New grades will be produced and 
distributed, along with species stamps, 
about November 15th. 


Redwood Wholesaler Meetings 

SAN Francisco—There is a profit- 
able future for redwood retail lumber 
dealers willing to put forth the effort 
to increase sales with tools now avail- 
able, the California Redwood Associ- 
ation says. 

CRA has scheduled two new whole- 
saler meetings, designed to improve 
selling and promotional techniques 
to help retail dealers sell more red- 
wood. First meeting will be held in the 
Sheraton-Ten Eyck Hotel, Albany, 
N.Y., September 30th, the second at 
the Atlanta Biltmore, Atlanta, GOcto- 
ber 7th. 

Shows include a fast-paced morning 
presentation of the facts about red- 
wood and afternoon explanation of the 
use of CTA advertising and promo- 
tion in building dealer sales. 

Earlier Texas, Illinois and Ohio con- 
ferences attracted 477 wholesalers 
from 30 states, the District of Colum- 
bia and three Canadian provinces. 


‘How to Build a Dormer’ 
Aids Remodeling Sales 

PLEASANTVILLE, N.Y.—‘“How to 
Build a Dormer,” (50¢) is the first 
book of 12 in a new home improve- 
ment manual series released by Easi- 
Bild Pattern Co., Inc. here. 

Although not a handyman project— 
intended only for information—the 
book tells the reader what must be 
done in constructing a dormer so he is 
“no longer a victim of a fast-talking 
home improvement salesman.” 

First reports indicate the book has 
helped explain and sell dormer addi- 
tions for retail building materials 
dealers, the company says. 

Also being prepared are six two- 
hour slide series for six important 
home improvement jobs. 

“How to Panel with Plywood” and 
“How to Lay Ceramic Tile” are other 
Easi-Bild books available. “How to 
Modernize a Kitchen,” “How to Add 
A Room” and “How to Decorate with 
Light, Install Indirect Lighting” are 
scheduled from Easi-Bild Pattern Co., 
Inc., Pleasantville, N.Y. 
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ie from 4 
mm GEORGIA-PACIFIC 


NEW “SILK FINISH” SAVES ON-THE-JOB SANDING! 


G-P’s special high-speed sanding process cuts construction time and costs. 
Gives a silk-smooth surface to domestic Hardwood and Decorative Plywood. 
Eliminates over 90% of on-the-job sanding, no snake tracks or swirls. 

The lustrous, fine-furniture surface is ready for any type finish. 

Choose from a broad selection of woods and faces... — 














SEE THESE NEW TIME-SAVING G-P “SILK FINISH” 


Turn a panel to the light, see the extra gloss from our new high-speed sanding. 


On-the-job sanding can’t duplicate this fine-furniture finish. 
A wide range of faces — each veneer carefully selected, perfectly bonded. 
Available in thicknesses from 14” through 34” in stock panel sizes. 


Cores of Western softwood veneer, hardwood veneer or lumber, or particle board. 
* 


Special architectural sizes and faces can be custom-made to any specification. 


Whatever the building or decorating need, G-P can fill tt. 


80 CHOICE VENEERS...WIDEST RANGE OF COLOR, 











DECORATIVE PLYWOODS 


In a complete 
selection of faces, 


cores, 


sizes 


Above from left: 
REDWOOD 
CEDAR 
CHERRY 

REO BIRCH 
WALNUT 
WHITE MAPLE 
FIR 

GUM 

WHITE BIRCH 
ASH 
MAHOGANY 
PINE 

OAK 

Not shown: 
MADRONE ELM 
TEAK LIMBA 
PECAN ROSEWOOD 


GRAIN PATTERN, PRICE...@ 











NEW! 
“SILK 

FINISH” 

ON 

FIR 

PLY- 

WOOD! 





G-P’s new high-speed sanding process means a better, faster finished job. 
This new “Silk Finish” on A face fir plywood will soon be available on 
34” AA or AB stock through nation-wide G-P distribution centers. 
The consistent high quality of G-P Plywood is assured through vast re- 
serves of prime timber .. . efficient, revolutionary manufacturing methods 
... continuing research ... and high grading standards. For every grade, 
size and thickness—choose Georgia-Pacific . . . 


WORLD’S LARGEST PRODUCER OF PLYWOOD 
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36 year test proves MAZE 


hot-dipped zinc coated nails 
do not STAIN, STREAK or RUST! 


1924: Thousands of Maze rustproof nails, hot- 
dipped in molten zinc and trademarked 
“ZINCLADS,” were used to build this house. 


TODAY: Nails on this same house are still rustproof—not a single stain or streak 


NO | Ei. se | ee é , . a4 can be found! 
UGLY ms =—S—*é=—sésésS_ PROTECT YOURR CUSTOMERS .... SPECIFY 


STORMGUARD NAILS 


OR 
STREAKS | 

Stormguards are strong steel nails double-dipped in molten 

Eee ee ee | zinc (like french-frying potatoes). This exclusive Maze proc- 

THERE'S A MAZE STORMGUARD NAIL ess bonds or fuses rust-proof zinc to the steel. Each naii 

FOR EVERY EXTERIOR APPLICATION picks up all the zinc it can hold. Special treatment between 


dips keeps ring and screw shanks from filling up with 
excess zinc-——thus maintaining their high holding power. 


@ Do not confuse Stormguards with common hot-galvanized 
nails which usually are just barrel-tumbled with cold zinc chips 
in a furnace (roughly similar to buttering popcorn). Naturally, 
Stormguards cost a little more than common galvanized nails. 
But for the few dollars difference per house you gain lasting 
stain-resistance and peace of mind . . . and you may well 
save your customer thousands of dollars in premature paint jobs! 


@ Stormguard nails provide the same practical stain-resistant 
service as aluminum nails—yet Stormguards cost about 30% 
less per nail and they drive much better. 


WRITE FOR FREE SAMPLES (specify application) | THERE'S NOTHING LIKE 'EM— INSIST ON MAZE STORMGUARDS 


<0 "ae ARON 
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MANAGEMENT-WORKSHOP-IN-PRINT/FALL & WINTER MERCHANDISING ISSUE 


Dont Be Caught With 
Your Prospects Down! 


BY ART HOOD 


FLEE EEL LLL LLL EEUU CELL Le LEG LEE ECE ee CCR 


OUR SALESMEN need never be without an adequate 

supply of leads if your organization uses the many 
varied sources and methods available. Here are some of 
the most productive! How many do you use consistently? 

1. Action advertising. Every newspaper, radio, tele- 
vision and billboard advertisement should call for action. 
List telephone number and address prominently and speci- 
fically ask for inquiries. Offer “free literature” and service 
—‘“no obligation.” You waste some of your advertising 
investment every time you fail to suggest that interested 
people contact you. 

2. Homeowner magazines. One of the very best 
sources of highly qualified leads. Return postcards should 
be included (see #5) frequently and each home should 
receive one of these mailings each season. 

3. Other direct mail. Seek leads and prospect action 
along the lines described in every type of direct mail used. 

4. Satisfied customers. At the completion of each 
deal the salesman should secure at least 3 names of friends, 
relatives or acquaintances of the customer who would be 
willing to “come over and see the splendid job we did for 
Mrs. Doe.” The salesman can also provide the satisfied 
customer with stimulating incentives to telephone the future 
prospects they encounter. Each sale should lead to four 
more, including another sale to the present customer when 
the current job is paid for. 

5. Open houses. Periodically you should have a “grand 
opening” or similar type of store visit promotion. Prizes 
should be awarded to lucky people whose names are 
drawn—but no one should have a chance for a prize who 
does not fill out a qualifying card which gives him or her 
the opportunity to check an interest in one of the 20 or 
30 largest packages you have to sell and to name the next 
three things they are going to do next to improve their 
homes. (This qualifying card should be used without fail 
on every promotion anywhere that provides an opportunity 
to secure names and addresses of people.) 

6. Your manufacturing and wholesale suppliers should 
be shown that your organization will properly follow every 
lead turned over to you and that if they expect to continue 
to do business with you they should turn over every lead 
they uncover in your trading area. 

7. Reciprocity. Every one from whom you and your 
people purchase should be on the lookout for leads for 
you—personal expression of appreciation in each case 
will keep them coming. 

8. Property transfers. Every recorded transfer of pro- 
perty should be followed by a personal sales call. One of 
the very best sources of sales is the new owner when a 
piece of property changes hands. 

9. Telephone calls. Going through the telephone book 
and calling name after name with the single inquiry “Are 
you thinking of doing any kitchen remodelling?” has re- 
sulted as follows for average 75 calls: 50 interviews, 9 
immediate prospects, 3 quick sales. Any trained employe 
with idle time could make a few calls each day. 


10. Make the whole organization a — a. 
Give every one a lead book in duplicate. The employe is 
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paid a small commission (usually 1 to 142%) for uncover- 
ing a new prospect. He is given the name of the salesman 
who is assigned the lead and he prods the salesman into 
action. 

11. Each salesman should build a continuously growing 
list of personal boosters who are constantly on the lookout 
for leads for him. The list should include family, relatives, 
friends, club mates, church associates, suppliers, customers, 
building trades people, non-competitive salesmen, anyone 
who can be sold on being of help. People generally like 
to help others (the salesman should always try to think up 
some way to reciprocate the favor.) 

12. Past customers. Dormant accounts should be solicited 
periodically—asked if previous service was satisfactory, 
and told of some new product or service you have to offer. 

13. Walk ins. Anyone who enters your doors should be 
qualified (see #5) as a prospect, not only for his im- 
mediate interest, but asked “What are the next three 
things you are going to do to improve your property?” 
These should be painstakingly recorded and followed. 

14. Farm to farm surveys. Aggressive, intelligent re- 
tired farmers and professional people pay their way with 
orders picked up at the time of the call and secure 
prospects enough for months and months of following 
sales work. 

15. Coupon adve When indicated, a qualifying 
coupon (see #5) should be included in an advertisement 
with some little incentive for sending it in. 

16. Double postcards, perforated so that a self mailer 
which qualifies the prospect (see #5) can be torn off, filled 


_in and mailed by the prospect. 


17. Neighborhood canvass. Every standing structure in 
the dealer’s trading area needs an average of three of the 
structural improvement packages the dealer has to sell. If 
the salesman makes but one survey per day he would 
develop 300 leads per year. 

18. Street by street observational surveys for needed 
exterior improvements. Observe roofs, sidewalls, walks 
and driveways, garages, painting, concrete work, etc. Get 
owner’s names from county records, open prospect cards 
and follow with mail, telephone and salesmen’s calls. 

19. Current news. Sales people should study the local 
newspapers every day for items that indicate qualifying 
prospect calls. 

20. Building site analysis. Qualified people in the or- 
ganization should become vacant-lot-minded. Imagine suit- 
able structures and contact owners for action. 

21. Major remode Local properties that 
need, and could profitably use, complete overhauling, 
should be segregated, ownership identified and proposals 
built for action. 

22. Convertibles. Large residences and other properties 
which could be converted into multiple-apartment rentables 
should be similarly identified and followed. 

23. Local business, commercial and industrial property 
owners should be promoted at least once a year to do 
needed repair, maintenance and property improvement 
work. Offer significant literature free. Make it easy to 
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telephone or mail in inquiries. 
24. All pure agents, including local, county, state 
and federal governments should have a desk tool with an 
— salesman’s telephone number for night or day 
calls. 
25. Form a local home 
property owners by offering: 


vement club of local 
ree annual exterior and 


interior survey (78 construction points checked) with re- 
port of property condition, a quarterly home improvement 
magazine and an emergency call service through a person- 
a service man. 


4 com and adjusters. A special serv- 
ice should be developed for these and promoted with 
— trained sales people who will be on emergency 
call. 

27. Public gatherings. Where families get together in 
large groups pass out free gimmicks or gadgets together 
with permit postcards which will enable them to write for 
literature. 

28. Fire, store and flood losses should be followed by 
thoughtful, considerate and helpful sales ple. 

29. Banks, finance companies and bu & loan as- 
sociations with whom you cooperate should be sold on 
turning over to you your share of the sales opportunities 
they encounter. 

30. Contractors, sub-contractors and building trades 
people for whom you provide work and patronage should 
be required to “scratch your back” periodically with tips to 


sales opportunities. 
31. ac can be a big help in securing leads. If your 


competitor isn’t using them, try these: “If your problem is 
remodelling see us”; “Everything to build anything”; “If it 
is for building, we have it”; “Department store of build- 
ing”; “Home craftsmen service”; “We pay your labor for 
you as well as supply the needed materials”; “7 ways to 
pay at Blanks”; “There is always a bargain at Blanks”; etc. 
Be sure your telephone number and address accompany 
these slogans. 

32. Once each month from here on cut, take a suitable 
classification from the telephone classified directory and 
send all the names there-under an invitation to contact you 
for special service mentioning an item of special interest 
to that classification. Example: Classification—GREEN- 
HOUSES. Special offer such as sash bargains, treated 
lumber, redwood dimension, etc. 

33 ve builder Because they have to 
fight price competition, speculative builders often leave out 
construction items (such as garages, patios, etc.) that are 
needed by buyers. Names of buyers should be secured and 
followed as leads. Make them members of your “Home 
Improvement Club.” 

34. Door to door canvassing—Every standing structure 
in your trading area needs some package of construction 
service you have to sell. The only way you can find out 
which structure needs which package is to get out to the 
property and survey. Once properly surveyed and recorded, 
the property is a continuous prospect for you as long as it 
stands. 

35. Educational meetings in your store. Women’s Clubs, 
church groups, home hobbyists, and similar organizations 
could be invited for luncheon or evening meetings and 
qualified (see #5) as prospects. Pay 25¢ per head to organ- 
ization represented. 

36. Record the names of all cash customers, and have 
them fill out a qualifying card (see #5) showing their inter- 
est in some home building or improvement literature. Offer 
a prize drawing as an incentive to get every name. 

37. Social gatherings—keep your ears open for con- 
versations concerning building—and make mental notes to 
follow through. This is not eavesdropping—it’s good busi- 
ness. 

38. Pattern sales. If you have Easi-Bild patterns for 
sale, ee names on pattern sales and follow through as 
in #36. 

39. Dodge Reports. Follow these but try to get to the 
same source the Dodge Company does and get the leads 
before your competitor does. 

40. Model homes. A high percentage of all new homes 
are sold’ from models. Have one or two “inventory 
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homes” on hand to show what you can provide for the 
money. Register and qualify visitors as in +5. 

41. Other model buildings. Garages, recreation houses, 
farm buildings when put up as models and properly fea- 
tured are an excellent source of leads. Use qualifying 
care registration (see +5). 

42. A key program—Treasure Chest type of promo- 
tion will bring as high as 60% returns from mailings. 
Qualify everyone who comes in with registration card. 
(See #5) 

43. The Rotary principle of patronizing fellow mem- 
bers should be capitalized in all of the organizations to 
which the dealer belongs. Talk to your fellow members 
about exchanging leads. Cooperation is a two-way proc- 
ess. 

44. Prefab companies and their local franchise hold- 
ers are excellent sources of both direct business and 
leads. Every prefab job needs something from the lumber 
yard. 

45. Cultivate someone in the local utility company to 
give you the names of people ordering new services or 
change in service. 

46. Special drives for prospects and leads among min- 
ority groups and in local areas where minority groups are 
concentrated. Employing a full or part time solicitor from 
the minority group is an excellent idea. 

47. Cultivate any local home economists wherever they 
may be employed. Figure out some type of suitable compen- 
sation for their work on your behalf. 

48. Home decorators—same as above. 

49. Demonstration remodelling job. Purchase at a bar- 
gain a suitable rundown home and demonstrate your ma- 
terials, your improvement packages and your remodelling 
services. Hold open house and qualify registrants (#5). 
This project should be profit making in itself in addition to 
securement of leads. 

50. Use plan books as a source of leads. Develop quali- 
fying card to be filled out each time you pass out a free 
plan book. 

51. Gifts for mew accounts and specific payment for 
leads—to present customers, employes, contractors. These 
can be in the form of merchandise gifts or cash. One 
dealer gives each of his new home customers a $25.00 
unsigned check and signs it when they turn in a bona-fide 
lead. This principle can be applied to home improvement 
and farm jobs, too. 

52. Referrals are one of the very best sources of leads. 
Everyone in the organization should be trained to culti- 
vate them. 

53. Develop lead getting program for boy and girl 
scouts. Some dealers have them deliver catalogs, yard 
sticks or other items and ask simple lead producing ques- 
tions, and bring back the answers. Pay small amount per 
lead. 

54. Combination direct mail and telephone follow up. 
Send out catalog, piece of literature or letter, then follow 
up with qualifying telephone call. 

55. Conduct drawing or prize contest—for some build- 
ing, garage, machine shed, lake cottage or even new home. 
Vitally important to qualify each prospect uncovered. 
(See #5). 

56. Store demonstrations of model kitchens, etc., to 
which church groups, women’s organizations, etc. are in- 
vited. Good idea to feed them simple lunch—and pay 
their organization 25¢ per head for attendance. Register 
and qualify every woman attending. 

57. Displaced property owners. When a new highway is 
established or an urban renewal project launched, up- 
rooted property owners and renters should prove to be ex- 
cellent sales prospects. 

58. Neighborhood solicitation around a job in process. 
Each salesman should search the surrounding areas for 
similar needs to the job in process and literally lead them 
by the hand to see the splendid work being done. 

59. Proper signing. Business streamers, billboard, va- 
cant lot signs, job signs, truck signs, etc., should all have 
copy suggesting inquiry action. 

60. Membership in local home builders association 

(continued on next page) 
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should be justified by the securement of frequent leads 
and prospects from fellow members. 

61. Easi-Bild pattern impulse island. This program, prop- 
erly installed, promoted and followed up has secured for 
many dealers important additional volume. 

62. Adult education classes, once a week for six to 
eight weeks during the winter, provides an ideal way of 
manufacturing prime prospects. If a questionnaire listing 
subjects of local interest, everything from adding a room, 
building a dormer, kitchen modernization to the care, op- 
eration and service of septic tanks, were mailed to box 
holders asking them to select subjects they wanted to dis- 
cuss, every dealer could manufacture live prospects at 
low cost. 

63. Contact employe’s wives with intra-company bul- 
letin and award premiums for sales made from their leads. 

64. Keep in constant touch with old and new industrial, 
educational and service organizations for personnel 
changes, and new employes. 

65. Establish a customer list based on present customer 
classifications and contact periodically by direct mail for 
jobs or leads. 

66. Run small classified ads under the headings of 
“carpenter”—“Contractors”, offering to provide these 
services through your organization. 

67. Offer to pay to sub-contractors in the building 
trade such as cement, electrical and plumbing, a com- 
mission on all leads that you sell that they turn over to 
you which they cannot handle. 


Additional sources of prospects include: 


. Demonstration home improvement projects 
. Demonstrations in other retail establishments 
. Exhibits in lobbies of banks and Bldg. & Loan Assn. 
. Free information booths at heavy traffic intersections 
. Fire, storm and flood damaged properties 
3. Architects, draftsmen, blueprint companies 
. Excavation and well drillers 
5. Ambitious politicians who seek your influence 
. Priests, ministers, policemen, firemen, bartenders, bar- 
bers, waiters 
. Professional people you patronize 
. Exchange leads with milk companies & moving compa- 
nies 
. Word of mouth advertising 
. Window signs and teasers 
. Real estate dept. of local newspaper 
2. High school and manual training teachers, students 
. Schools for apprentice carpenters and building mechanics 
. Trailer park and trailer owners 
. Power tool demonstrations 
. Lot buyers in new subdivisions 
. Fuller Brush men and other house to house canvassers 
. County recorders’ office 
. Real estate offices 
. Social organizations 


. Property owners lists 
. Title companies 

3. Fair booths 
. Building show booths 
. Cold calls 
. Prize contests 
. Welcome wagon 
. Dodgers 
. Sky writing 
. Building permits 
. “ask everyone” 
. Mailing lists 
. Realtor lists 
. Package displays 
. Bird dogs 
. Property photographs 
. Envelope stuffers 
. Marriages 
. Fuel oil delivery men 
. Advertising on all company envelopes ; 
. Business cards that carry your package service story 
. Membership lists, churches, clubs, societies 
. Real estate auctions 
. Agricultural extension offices 
. Better Business Bureau 
. Dodgers for parked cars 
. Sub-division developers 
. Chamber of Commerce 
. Birth notices 
. Carpenter aprons 
. Calendars 
. Radio 

3. Television 
. Motel managers 
. County agents 
. Directories 
. Door knob hangers 
. Sport uniforms 
. Bus stop benches 
. Government offices 


* * * 


There is no question but sales volume is directly in 
ratio to the supply of properly followed up leads and 
prospects. 

If your volume is ever unsatisfactory the answer must 
be: Insufficient prospects and/or improper follow-up. 

This checklist is designed to be of help where either 
the company or the salesman is in need of leads and 
prospects. 

It is the management’s primary responsibility to see 
that salesmen are provided with leads, but no salesman 
with the above list on hand should be at a loss for pros- 
pects, even though management should temporarily be 
caught short. The alert salesman in our industry is never 
without a lead. 

The efficient manager will see that this condition is con- 
stant—sufficient leads—proper follow up. Each manager 
should ask himself, “Is there any valid excuse for a slump 
in sales until all of the above sources of leads and prospects 


have been tapped?” 
—ART HOOD 








Trade Mark 
DOUGLAS FIR 


Registered 





PONDEROSA PINE— SUGAR PINE 
WHITE FIR 


Annua! Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Anderson, California 


INCENSE CEDAR 


ANDERSON, CALIFORNIA 
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Acme Idea Man E. H. Jones (left) views bis Idea No. 
53-64 at Gray Products Company, Waverly, Virginia. 


Handled individually, the bulk and weight of particle board sheets would 
make loading, unloading and storage costs prohibitive. But unitized into 
compact, solidly secured bundles, they're a cinch to handle and ship. 
Acme Steel Strapping provides the efficient, low cost answer for pack- 
aging “Graco” Flakeboard. The sheer simplicity of this method enables 
the operator to secure stack after stack quickly and smoothly throughout ACME STEEL COMPANY 
the day. And, it easily handles the wide range of sizes and thicknesses. fcone Sees, Products Division 


Your Acme Idea Man is an expert at developing efficient, low cost 1 sath Se. & Beery Ave., 
Chicago 27, Ill. 


strapping methods. Call him, or clip the coupon for further facts. Please send me Idea No 
$3-64 and examples of how 


major companies in my field 
use Acme Steel Strapping. 


Name 


IDEA LEADER IN 


ACME 
949% STRAPPING 
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Sliding Partitions in Showroom 

Unkel Plywood and Lumber Co., Madison, N. J., has a 
recessed alcove in its main showroom with walls made out 
of slide panels. This type of construction makes it easy 
to rotate the panels so that they are made of different 
wood from time to time—birch, African cherry, etc. 

This nook is set up with casual furniture so that it 
serves as a cozy and convenient place for customers wait- 
ing for service or deliberating over their choice. 

“The big advantage of this full length showing is that it 
makes selection easy for the small homeowner and for the 
contractor who may bring his customer in for a choice,” 
said Fred Unkel. “These customers prefer to do their buy- 
ing through open displays like this rather than resort to 
hand samples or catalogs, which we previously used.” 


Separate Building Houses 
Handyman Wall Paneling 

Redwood Empire Lumber & Sup- 
ply Co., Greenbrae, Calif., created a 
sales atmosphere for remodeling pros- 
pects with a separate building housing 
various types of wali paneling displays. 

Owner R. J. Hollingworth features 
drive-in parking and supermarket 
self-service merchandising. Cabinet in 
center, foreground of picture is actu- 
ally a desk where salesmen sign up 
customers for wall paneling. 


ei: w§. 
Florida Paneling Display Idea 

Sales are looking up at Arch Creek Lumber Co., North 
Miami Beach, Fla. with this central display of pre-finished 
plywood paneling. Open ceiling space over the central 
checkout counter was used for the overhang, permitting 
display of three different wood panels on each side and 
four additional panel pieces on a bias at each of the four 
corners. 

Ceiling under the overhang is used to show 32 varieties 
of acoustical tile, each 2’ square, all visible from the cus- 
tomer’s position at the counter. Only a four-foot square 
section around the center post of the checkout counter is 
not utilized. 

“Sales of pre-finished paneling and acoustical tile have 
jumped since the installation of the overhang,” declares 
president Clifton Rose. 
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| 4 step-up 


your 


PRONITS 


with George C. Brown's Su COMM”... 
90% Red Heart Cedar Closet Lining! 


Profits soar where you display and sell Brown's 
SUPERCEDAR . . . the only closet lining cut ex- 
clusively from the heart of the cedar log. Available 
in five face widths .. . in 4 and 8 foot colorfully 
packaged bundles . . . Brown's SUPERCEDAR 

is tongue and grooved and end matched. Ideal 
for the do-it-yourselfer . . . your big builder 
customer as well. Stock up on Brown's 
SUPERCEDAR now. 

Write for full information today. 


George C. Brown & Company, inc 
Greensboro, North Carolina 


Gentlemen 
Please send me your folder on Brown's SUPERCEDAR 


NAME___. 


= wo yg ADDRESS___. 


CLOSET LINING City. nes S nt 
GREENSBORO, N Cc. ‘Finer Products From Cedar Since 1886" 
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Framed Bulletin Board a 
“‘Hot"’ Item with Teenagers 

Framed bulletin boards are highly- 
prized as gifts by high school stu- 
dents, finds Queen City Wood Works 
& Lumber Co., Springfield, Mo. “We 
introduced the boards during the pre- 
Christmas selling season last year and 
sold 60 of them immediately to par- 
ents for their teenage sons and daugh- 
ters,” says retail store manager Tru- 
man Hardin. “We still sell eight or 10 
of them each week.” 

The teenagers use the boards to dis- 
play their Ozark rock collections, mo- 
del airplanes, fishing flies and lures 
and even hand tools, Hardin finds. 

The bulletin boards are made of 
Armstrong insulation board or Mason- 
ite Peg-Board and framed with 1” x 
2” white pine or Philippine lauan ma- 
hogany molding milled in Queen City’s 
own shop. The firm’s employes cut and 
assemble the bulletin boards during 
slack sales periods. They are available 
in any size. 

“Profit markup on each sale of a 
300% ,” Hardin says. “For example, 
a 2’x3’ framed bulletin board costs 
99¢ to make and it retails for $3.25.” 


Combines Wood Products 
Into $15 ‘Mutt Mansions’ 

At least part of Belcher Lumber 
Company’s retail building materials 
business in Birmingham, Ala., has 
“gone to the dogs.” 

A store specialty is selling dog 
houses. 

Sample dog house shown by man- 
ager Bill Lockhart above is said to be 
a good gift item, especially around 
Christmas. 

“Last Christmas,” explains Lock- 
hart, “we displayed a deluxe dog house 
with porch, windows and tab shingles. 
We sold several for $50 apiece. How- 
ever, the average ‘mutt mansion’ sells 
for about $15.” 

A sign over a dog house display in 
the store reads: “Dog houses 20”x24”, 


low pine lumber $15.95; and 24”x 
36”, exterior plywood $24.95.” 


50 
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Cut-to-Size Plywood Wins Customers 

Plywood cut to size and displayed in bins is a big sales-getter 
for Central Hardware Co., St. Louis. “Footage-wise, we sell four- 
to-five times as much plywood in handy precut sizes as we do in 
the regular 4’ x 8’ size,” says George Kuennen, sales promotion 
manager. 

Each piece is price-marked and clearly identified according to 
size to create self-service by customers in the firm’s five retail 
stores located in the St. Louis area. 

“Our thousands of customers are able to buy various precut 
sizes of plywood without having to pay a premium price for a spe- 
cial cut piece,” says Kuennen. 

Central Hardware offers precut sizes of plywood in thicknesses 
of 14”, %”, %” and %”, measuring 2’x2’, 2’x3’, 2’x4’, 3’x4’, 
4’x4’, 4’x6’ and also in the regular 4’x8’ size. Prices for the precut 
pieces range from 48¢ to $8.96. 


Customers Serve Themselves, 
Leave Their Cash in Box 


Something new in binned lumber 
and plywood shorts merchandising is 
being tried by Best Lumber Co., Mil- 
waukee. Instead of taking a clerk’s 
time in writing up these orders, Best 





has installed a money box right in the 
display center in the yard. 

Each piece is price-marked as 
Don Ulik, store manager, is doing in 
the picture. The amount of change 
left by customers during the early 
stages of this experiment indicate that 
customers are honest. 
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THE BRAND THAT ASSURES YOU 


QUALITY LUMBER 


Make MEDCO Brand your guide in buying 
lumber—and you assure yourself depend- 
able, uniform quality lumber that’s produced 
from our tree farm, that’s precision milled, 
scientifically kiln dried and carefully graded 
to conform with Association standards. 


With vast tree-farm timber holdings which 
are being cut on a sustained yield, cyclical 
harvest basis, Medford Corporation expects 
to be growing timber and manufacturing 
lumber indefinitely, so that we have an extra 
incentive to look after our customers’ in- 
terests well. 


MEDCO’S five great species, Douglas Fir, 
White Fir, Ponderosa Pine, Sugar Pine and 
Incense Cedar, provide you with a one-stop 
source for your complete lumber needs. 


With nearly 10 million feet of lumber under 
roof, ready to ship, MEDCO assures you 


“Don't Forget the Date at the Golden Gate!” 


We hope all of you retailers who attend the 


prompt service. NATIONAL RETAIL LUMBER DEALERS’ EXPOSITION 


at San Francisco, Nov. 13-16 


May we put you in touch with your 
nearest MEDCO representative? 


will be sure to pay us a visit at our boo'h— 


Brooks Hall, Civic Auditorium 


w e looking forward to seeing you! 
Drop us a line or phone us at SPring 2-6268. 7 ing gy 
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DO-IT-YOURSELFER in Central Hard- 
ware’s suburban Lindbergh store care- 
fully selects six foot 2x4s during ‘‘2-for- 
the-price-of-1"' sale. He'll use them as 
braces for a trailer. 


Thurs., June 2— 





KILN-DRIED DOUGLAS FIR 


2x4's 


6 FEET LONG 
Reguarly 74 Each 





PLASTER BOARD 





GENUINE “GOLD BOND" *," THICK! TAPERED EDSES! 


~ Sel nt Ber 


SMALL ANNOUNCEMENT placed in full- 
page advertising by Central Hardware 
lured thousands of buyers of short studs 
at each of its five retail stores. 





Short Studs Move Fast 
‘'2.-for-the-price-of-1"' 

Central Hardware Co., St. Louis, 
found a big demand among its cus- 
tomers for six-foot-long 2x4s when it 
placed a small announcement in a 
full-page newspaper ad offering two 
lengths for the price of one. 

“Thousands of homemakers stopped 
in to buy the two Douglas fir, six-foot 
2x4s for 74¢, our regular selling price 
for each length,” says George Kuen- 
nen, sales promotion manager. “One 
of our five retail stores in the St. 
Louis area sold 3,000 of them in two 
days,” he added. 

Do-it-yourself customers of Central 
Hardware put the six-foot lengths to 
good use as self supports, studding in 
attics, trailer braces, fencing and in 
making picnic tables, Kuennen finds. 


(begins on page 48) 
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PRESSURE-TREATED laggy 
* Poke a 
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Display Promotes Pressure-Treated Lumber 


Prospective customers can’t miss this display which ties-in 
with outdoor billboard advertising. 

Structural Woods Preserving Co., Greensboro, N. C., de- 
veloped the idea of using one of the 24-sheet posters as a 
background panel. It tells readers that pressure treated lum- 
ber stops decay and kills termites. 


Tom Thumb Shed Pulls ‘‘One Board" Buyers 

A miniature lumber shed specifically designed to accommo- 
date the weekend handyman is accounting for a lot of “one 
board” sales at Queen City Wood Works & Lumber Co., 
Springfield, Mo. Besides speeding sales to do-it-yourselfers, it 
is credited with lessening unnecessary traffic in the 80-year-old 
firm’s vast 17-acre lumber storage area. 

The 20’x30’ Tom Thumb selling shed is located at one side 
of the firm’s new 40’ x 120’ store. It faces a parking space for 
about 60 automobiles. 

Two overhead garage doors open up to reveal a compact 
selling area stocked with all lengths of boards, including di- 
mension lumber and moldings, plywood, gypsum board, ce- 
ment and some roofing. 

Each piece of lumber is price-marked and clearly identi- 
fied for easy self-selection by do-it-yourselfers. The miniature 
selling shed is pulling around 100 handymen-customers each 
weekend. 

Queen City maintains a Bennett panel saw in the shed for 
pane lumber to size, thereby eliminating a lot of costly de- 
iveries. 


DUEL 
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For your western 
umber needs coatect 


Pena, 
Tee Clivcr Bldg 
Kansas City 


FO : 
0? Bryant Bidg. 

® ee Deer Park, Wash. 
Deer Park Ind, inc 


Chicage, i. 
20 N. Wacker Drive 


BRADLEY-SOUTHERN DIVISION 
WARREN, ARKANSAS 720 Bow Aine 


For LLetjthing Ta Lumber 










Look To Potlatch 


AMERICAN-MADE 
HARDBOARD Delivers 


Plus 


Values 


that move more volume for you! 


Kp S VALUES in Qua Ser 


a) Abitibi Corporation, Detroit, Michigan Georgia Pacific Corporation, Portland, Oregon 
a) Edward Hines Lumber Company, Chicago, illinois 


x) Evans Products Company, Corvallis, Oregon a) Superwood Corporation, Duluth, Minnesota 
a) Forest Fiber Products Company, Forest Grove, Oregon & United States Gypsum Company, Chicago, Illinois 
© Weyerhaeuser Company, Tacoma, Washington 


Masonite Corporation, Chicago, Illinois 
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A Constantly Growing Volume and Profit from 
Hardboard Products is made possible by American re- 
search and saies development. 


SALES SUPPORT 


... bringing people to your door and establish- 
ing you, the dealer, as a building authority and 
leader in your community. This is the continuing 
objective of the American Hardboard manufac- 
turers’ consistent program of consumer educa- 
tion and point-of-sales aids. 


CONSISTENT HIGH QUALITY 


.+. assuring you top quality end products every 
time. You have no worry about customer com- 
plaints, because your American producer puts 
his reputation squarely behind every shipment. 


DEPENDABLE SERVICE 


... keeping you always in stock, with bal- 
anced inventory. Your American producer 
knows your individual delivery and product 
needs and has the ability to meet them. 


omplete Plus Value”’ story | 


—_—w-f| AMERICAN HARDBOARD 
age ASSOCIATION 


205 W. Wacker Drive Chicago 6, Illinois 
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Here’s Western Pine Association dependability 
for you—grading proved 97.3% on or above 


Using the published standards of the Western Pine Association, 32 inspectors 
traveled more than a half million miles to member mills last year to check- 
grade nearly 51 million feet of shipping-grade lumber. They found that better 
than 97% had been graded on or above standard. 
That’s the kind of grading control you can expect with every shipment 
of Western Pine Region woods — top dependability, too, in sizing and shipping. Western Pine Association 
And...there are eleven kinds of woods from this region for your customers member mills wanulocture these woods to high 


to choose from... soft-textured, straight-grained, ideal for many, many interior standards of grading and measurement... grade 
stamped lumber is available in these species 


and exterior applications. 
‘ ; ° : Fae ait: idaho White Pine - Ponderosa Pine - Sugar Pine - White 
For more information write to Western Pine Association, Yeon Building, Fir - Incense Cedar - Douglas Fir - Larch . Red Cedar 
Portland 4, Oregon. - Lodgepole Pine - Engelmann Spruce - Western Hemlock 


TODAY'S WESTERN PINE TREE FARMING GUARANTEES LUMBER TOMORROW 




















PONDEROSA PINE—this wood com- DOUGLAS FIR—tough, straight-grained WHITE FIR—strong and lightweight for ENGELMANN SPRUCE— re. 
bines excellent insulation with firm nail- wood for interior trim, millwork, end appli- —_ framing, roof decking, paneling and “4 whitest of Western wees, it is fine 
holding power. It handles easily and mills _— cations requiring stiffness and ‘nailholding ing, it is easy to cut, saw and shape. tured, works and nails ‘superbly. High 
accurately. For sheathing, light framing, power. In stress grades, it offers excep- ular, too, for interior and qulorter ‘reo insulation value for sheathing an ‘siding. 
paneling, millwork and siding. tional strength for framing. and many industrial uses. Beauty for paneling. 


Circle No. 41 on Handy Cover Card September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





Standard, California 
{near Sonera, Calif.) 
MILLS: br, Corp. 
West tbr. Co, Div. 
Telephones: Sonora 


TWX: Sonera 116-U 
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Cc. ; POTLATCH FORESTS, INC. 


POTLATCH FORESTS, IN 
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ATCH FORFSTS. INC. 





...only Potlatch could fill this order! 


Retailers and wholesalers who take advantage _ica’s finest timberland, all on the American 
of Potlatch’s unmatched ability to fill mixed tfee farm system dedicated to supplying to- 
car orders realize faster turnover, less inven- day’s demands and tomorrow's needs. 


tory, and greater profits. 
This unique ability is backed by scientific 
POTLATCH FORESTS INC. 


management of over 900,000 acres of Amer- 
GENERAL OFFICES, LEWISTON, IDAHO 





SALES OFFICES: KANSAS CITY, MO. * PITTSBURGH, PA. * CHICAGO, ILL. * WARREN, ARK, 
ELIZABETH, N. J. * DEER PARK, WASH. * LEWISTON, IDAHO 
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Autumn Walnut wood-grain finish PLATEBOARD in Verti and Blok. Built-in bar features 
Natural Walnut Perforated and painted Perforated PLATEBOARD. Each wood-grain 
finish PLATEBOARD is available in Blok, Verti, Random, Plain and Perforated patterns. 


Hit all 3 Markets with PROFITABLE, fast-moving... 


LT LAN LE BO AANIR: [D) 
GLAIMIOR: WYA\ILILSS by Abitibi* 


Wood-grain finish PLATEBOARD is helping dealers increase 
sales and profits because it satisfies the needs of a// their cus- 
tomers—do-it-yourselfers, builders and remodelers. Do-it-your- 
selfers praise its installation ease. Builders proclaim the buyer 
enthusiasm it kindles. And remodelers admire the elegance it 
lends to a room. All three endorseits economy (less than $20 ma- 
terial cost for a 12’x 8’ Glamor Wall). PLATEBOARD is available 


in four lustrous wood-grain finishes and five distinctive patterns. 
Abitibi offers a complete line of hardboard and insulation board 
products—all available in mixed shipments from its mill at 
Alpena, Michigan. 

WRITE TODAY ...FOR YOUR PACKAGE OF SALES PRO- 
MOTION MATERIALS. GET YOUR SHARE IN THIS 3-WAY 
MARKET OF EXPANDING DEMAND FOR WOOD-GRAIN 


FINISH PLATEBOARD. ®Reg. U.S. Pat. Off. 


Y Abitibi.) Better building products through research in wood chemistry. 


ABITIBI CORPORATION General Sales Office—Detroit 26, Michigan » Manufacturing Plant—Alpena, Michigan 


Autumn Walnut 
Wood-Grain Finish 


Oak 
Wood-Grain Finish 





Platinum Walnut 
Wood-Grain Finish 


be | 


Natural Walnut 
Wood-Grain Finish 


PUAEEATAOUOU ERAN EEA SOTA ea TOUT POUUEALACAA ONAN 
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_ Whot ‘does this mean in terms of your hore? 

ft means that wher the builder buys oak flooring, 
knotty pine paneling or casings, the moisture cons 5 
tent is Ot its lowest possible pomt It olso meens that: ; 
when the builder puts this lumber into your home, | 

it is.in the best possible condition for use. ; 

We would like to extend o cordicl invitation to 
everyorie, to visit our Oneonta yord ond inspect 
these new facilites for dehumidit ication. i 
WE HAYE HANDLED BRUCE OAK FLOORING 
FOR 40 YEARS. BUY BRUCE FROM A MOISTURE 
CONTROLLED ROOM FROM: 


THE BRIGGS LUMBER COMPANY, INC. 


ONEONTA, N.Y. 


LEWIS STREET 


: hs ot our Oneotiia and 
Specially constructed room, we 
ren mosture from the 


jorty earth-shar- 


" eg aero eS 


“DIAL GE 2-3232 


Yards in Onconte, N. Y. — Shoron Springs, N. ¥. — Norwich, N. ¥. — Afton, N. Y. — Cobleskill, N, Y.— Roxbury, N. Y. 
Oxford, N. ¥, — Palatine Bridge, N. Y.-— Dimock, Po. 


Stores Flooring, Paneling 
In Humidity Controlled Room 


Briggs Lumber Co., Oneonta, N.Y., 
has been commended by the Madison, 
Wis. Forest Products Laboratory on 
the system it developed for storing 
hardwood flooring, knotty pine panel- 
ing and casings in a room where mois- 
ture is kept to the lowest possible 
point. 

Briggs built a room on the second 
floor of a lumber shed approximately 
35’x35’x6’x8”. Completely covered 
with a foil moisture barrier, humidity in 
the room remains at an almost con- 
stant 60% through use of a portable 
dehumidifier. Outside humidity nor- 
mally varies from 70 to 85%. 

Even though all moisture has been 
taken from the room, the dehumidi- 
fier still removes about 2 qts. of water 
every 24 hours. Charts are kept, re- 
cording how much moisture comes 
from the wood. 

As president Roscoe Briggs, pic- 
tured in the ad above, declares: 

“To the layman, this is not a par- 
ticularly earth-shattering announce- 
ment; but to the builder, whose every- 
day work is involved with the use of 
lumber, it is an extremely important 
factor.” 





Picture Framing Service Spurs 
Home Modernization Leads 

A year ago the Long-Bell Div., In- 
ternational Paper Co., Little Rock, 
Ark., introduced a picture framing 
service, which not only has shown a 
profit since its inception, but has been 
a good door opener for home modern- 
ization sales. 

The service has been instrumental 
in building store traffic. “Each user of 
the service must visit the store twice; 
first, to place the order and secondly, 


60 


to pick up the framed picture,” ex- 
plains manager R. H. Boshears. “Men 
and women as well as college art stu- 
dents and some business firms are us- 
ing our framing service,” he adds. 


The average picture framing sale is 
about $6. Gross profit on each sale is 
around 60%. 


“Picture framing sales the first year 
of the service totaled $5,200,” says 
Boshears. In addition, the service is 
continually plumping related sales of 
nails, glue, paint and stains. It also 
has opened the door to numerous home 
decorating and improvement sales. 


“An investment of $1,500 in mold- 
ings and equipment put us in the pic- 
ture framing business,” Boshears states. 
Customers are offered a choice of pre- 
finished or unfinished moldings. 

Actual framing work of the pic- 
tures is done by Long-Bell salesmen 
in the yard’s own shop during slack 
sales periods. A few do-it-yourselfers 
buy the moldings and frame their own 
pictures, Boshears finds. 





Easy-to-Find Dowels 

Special rack with each bin priced 
and sized is found at Best Lumber & 
Fuel Co., Milwaukee. Customers walk- 
ing in the front door can hardly miss 
this special display. 
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SAYS HERBERT O. ROOT, President, 
Dade Truss and Manufacturing Co., Inc. 
Leading Florida Truss Manufacturer 


“Ss OUT! HERN PINE meets 


the exacting requirements for 


TRUSSED RAFTERS — 


That’s why | use it exclusively.” 


The Federal Housing & Home Finance Agency 
says that the requirement for an all-purpose, 


full-length stress-rated grade for use in 


trusses and light framing “‘is most 
nearly approached today 
in Southern Pine.” 


What does this mean to the Retail Lumber Dealer? 
This specialized component requires exacting grading 
standards . . . and they’re more than fulfilled with strong, 
dry, grade-marked Southern Pine. 

Trussed rafters offer proven economy in home building 
today . . . without the sacrifice of quality! As the utili- 
zation of trussed rafters and other components increases, 
the demand for dependable materials will also increase. 


DRY SOUTHERN PINE OFFERS THESE ADVANTAGES: 
@ A high quality, all-purpose product in ever-increasing 


The lumber dealer who stocks grade-marked Southern 
Pine will strengthen his competitive position. 


Progressive dealers who are moving into the com- 
ponent market can be assured of highest quality when 
they use Southern Pine. They are assured, too, of a 
dependable supply line. The U.S. Forest Service says 

. the future concentration of the lumber industry 
will be in the South. 


Write today for these FREE bulletins! 
@ Stress Grade Guide @ Trussed Rafter Data 


supply. @ How to Specify Quality Southern Pine 


@ A uniform product, carefully manufactured and 
properly seasoned under rigid grading standards. 


@ SPA Buyer's Guide 


SOUTHERN PINE ASSOCIATION 
P. O. Box 1170—New Orleans 4, La. 


Whether you fabricate, or supply manufacturers or builders who do, you 
are assured of dependable quality when you insist upon trade-marked 


SOUTHERN PINE 


CNT FROM THE MILLS OF THE SOUTHERN PINE ASSOCIATION. 
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Why 
Simpson 
figures on the 
aaeon 

COP etleiven 


The Simpson Timber Company has been buying Friden Calculators since 1944. 
Today, the company owns more than 70 of them. What’s so special about the 
Friden? Lots of things, but Simpson mentions: 

— ease of operation 

— amazing durability 

— speed and accuracy 
We would add only this: the Friden is fully automatic. It thinks its way through, 
remembers factors, leads the operator.* (And what the machine does auto- 
matically, the operator can’t do wrong.) 


For a no-obligation demonstration of “The Thinking Machine of American 
Business,” call your Friden Man. Or write: Friden, Inc., San Leandro, California. 


*THIS IS PRACTIMATION: Automation at the source, automation so hand- 


in-hand with practicality there can be no other word for it. Sushi me 


SALES, SERVICE AND INSTRUCTION YO 
THROUGHOUT THE U.S. AND WORLD | 
~ 
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Lumber & Wood Products 
(begins on page 48) 





Redwood Racks Promote 
Self-Service Sales 

Nobody at Progress Lumber Co., 
Redwood City, Calif. likes to work on 
Saturday—or anybody else for that 
matter. So owner and employes got 
together and solved the problem. 

Most homeowners like to putter 
around the house on Saturday. Since 
Progress employes did too, they de- 
vised a system of rotational days off. 

They erected racks of garden grades 
of redwood lumber, a popular handy- 
man item. The lumber was sorted as 
to grade and size, price marked and 
everything was ready for the custom- 
er to load into his car. Sizes were 
chalked on the racks. 

Now only one Progress employe 
has to work on Saturday. He checks 
out the customer’s purchase at the 
gate. Thus one man can handle the 
yard on “handyman day.” 


Mill Planks Really Move 

Solid door fills of 6’ 8” mill planks 
are sold to do-it-yourselfers for bench- 
es, heavy-duty shelves, and similar 
uses by Mohawk Lumber, Livonia, 
Mich. Jack Harris, store manager, 
checks off display of the planks, which 
sell for $1.95 each. 

Lumber and wood products were 
allocated a greater portion of the Liv- 
onia supermarket floor space during 
recent modernization of the store, 
Harris said. 
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Excellent machinability 

is another outstanding advantage of the 
balanced three-layer construction of new 
Formica Flakeboard. Highest internal bond 
strength and void-free core assure precision 
tongue and groove joints, dovetailing, 
shaping, routing, drilling and sawing. 





Formica Flakeboard is the finest 
underlayment for decorative laminates 
because: (1) It’s designed and manufactured 
especially for use with Formica decorative 
laminates and adhesives. (2) It’s made of 
fresh-cut, debarked timber and impregnated 
with resins developed by Cyanamid’s world 
renowned resin scientists. (3) It’s unequalled 
for machinability, internal bond strength, 
screwholding power and smooth surface. 





Test new Formica Flakeboard at our 
expense, Write today for free sample (cut 
from regular production-run boards, not 
specially treated), Formica Corporation, a 
subsidiary of American Cyanamid, 4652 
Spring Grove Ave., Cincinnati 32, Ohio. 


NOTE: Formica Flakeboard is not 
available on the West Coast 


see it in action 


Formica Flakeboard 
color movie just 
released. Write for 
showing by your local 
Formica representative. 


ey. 


free demonstration and samples Fiskehoard 


ea 


Write for free sample and a dramatic demonstration of 


Formica Flakeboard properties before planning ' = STANANE D> ~AMWARS ED 


your next decorative laminate installation. 
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@Selection of widths 


@ Kiln- drying 
@ Water Repellent Treatment 
@ Made-to-measure bevel siding 


The many advantages of wood as a 
siding material are easy to see in the 
bevel sidings manufactured by 
Weyerhaeuser. They are grouped as 
narrow bevels, having a nominal 
thickness of 4%” and a choice of 4’, 
6”, and 8” widths. . . and wide bevels, 
having a nominal thickness of 34” 
and a choice of 8”, 10”, and 12” widths. 
Although they are available in sev- 
eral species, this is generally not a 
consideration because Weyerhaeuser’s 
high standards of quality and uni- 
formity in manufacture give them all 
very similar strength and perform- 
ance characteristics. 


Selection of the bevel width to be 
used is principally a matter of the 
architectural style of the home and 
individual preference. In general, the 
narrow bevels are commonly specified 
for the traditional styles, and the 
wide bevels for modern and contem- 
porary styles (like the popular Ram- 
bler and Ranch-Type homes). One 
further consideration is the selection 
of bevel width to give an impression 
of greater over-all length to a home, 
to make it look lower, closer to the 
ground. The two drawings are iden- 
tical in size, yet the width of the 
bevel siding (horizontal lines) tends 
to fool the eye. 

















All Weyerhaeuser 4-Square wood 
siding is scientifically kiln-dried to 
equalize and reduce moisture content. 
Kiln-drying makes the wood lighter 


Weyerhaeuser 4-Square Bevel Sidings combine 
quality and style with economy and durability 


in weight and easier to handle. . . in- 
creases its strength properties . . . 
makes it more stable and more dur- 
able. Solid wood siding also adds 
measurably to the total insulation ina 
home, adds extra rigidity to the fram- 
ing, and provides high impact and 
abrasion resistance, with the re- 
sult that it will look “‘new”’ indefinite- 
ly with only moderate maintenance. 


An important process commonly used 
in addition to kiln-drying is Weyer- 
haeuser’s Water Repellent Treatment, 
which effectively increases moisture 
resistance, also provides added resis- 
tance to termites, stains, molds, and 
decay-forming fungi. Whether bevel 
siding is to be painted or finished 
natural, there are many good reasons 
to specify 4-Square WRT sidings. 


Another Weyerhaeuser development 
is Nu-Loc bevel siding—made to 
measure in widths to 10” and lengths 
to 20’. Nu-Loc is kiln-dried lumber 
that is end- and/or edge-glued, then 
precision finished to close tolerances. 
Its use will often provide an improved, 
more uniform finished appearance .. . 
and greatly reduce application costs 
by ending much on-the-job sawing 
and fitting, practically eliminating 
waste. 


For further information on the selec- 
tion, qualities, performance, applica- 
tion, and availability of Weyerhaeuser 
4-Square wood sidings, write: Weyer- 
haeuser Company, Dept. B-40, 
Tacoma Building, Tacoma 1, Wash. 
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Weyerhaeuser 4-Square Bevel Sidings: 
for economical first costs and low maintenance 


Wood is today’s number one siding choice for 
several very important reasons. From the point 
of view of construction, it iseasy and economics] 
to apply to any style home. Its natural insula- 
tion value increases the total insulation built 
into the exterior walls. Properly installed and 
finished, it requires little maintenance, increases 
the structural strength of the home. 

Wood bevel siding patterns have been widely 


imitated. Yet on the basis of appearance alone, 
wood siding imparts a rich, natural beauty so 
desirable in modern home styling. And wood 
combines all the desirable application and per- 
formance characteristics of good building prac- 
tice. See facing page for further information .. . 
and call your Weyerhaeuser District Represent- 
ative for help in planning a well-balanced and 
fast-selling bevel siding inventory. 


Weyerhaeuser Company 


Lumber and Plywood Division 
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superintendent DEALERS P ROFIT | 


extra margin on ever le 
...When you visit our Pacific gS y sa 


Lumber Company mills at Scotia 
(as we hope you will) chances | 
are the man you'll run across 
most frequently is tall, frienaly ” 
Hollis Rollins. As production to 40% finishi t 

superintendent, Hollis brings 33 up to o On finishing COsts 


years’ working experience to the 


considerable job of overseeing 
the handling and manufacture 
of prime PALCO lumber. And 5 


oversee he does, covering the 


mills daily from log pond to SIMOOth, uniformly-applied fac- 
shipping dock, to be sure that tory priming means better fin- 


our “standard of comparison” 


quality is maintained, allthrough jsgh painting. On-site, wrapped 


the operation. 
lumber stays clean, dry. 
Men like Hollis Rollins are 


typical of those you will meet at 


Pacific, dedicating their trained EVERYBODY WINS WITH 


skills and long years of exper- 


ience to one objective — the 
efficient production of the finest s > y \ 
of lumber products, worthy of 4 A 


bearing our famous “PALCO” 


iit. MILL- PRIMED REDWOOD 


This policy of perfection, plus 
constant modernization of plant Architectural Quality PALCOTE 


and equipment, is responsible 


for Pacific’s position of leader- siding and pattern lumber, 
ship — today, as for more than : . P 

90 years. It assures you now,as 2aCtory-primed with finest ex- 
always, a dependable supply of terior primer, plus water-repel- 


Architectural Quality Palco Red- A : 
wood, the industry’s standard of Lent back primer. The ultimate 


comparison. in building materials. 





Get the full story today, from 


patce paAice | 


ee THE PACIFIC LUMBER COMPANY 


100 Bush St., San Francisco 4, Calif. 





35 E. Wacker Dr., Chicago 1, Ill. Mills at Scotia, Eureka, and Elk, California 
2185 Huntington Dr., San Marino 9, Calif. 100 Bush St., San Francisco 4, Calif. 
C) 35 E. Wacker Dr., Chicago 1, Ill. 
¢ 2185 Huntington Dr., San Marino 9, Calif. 


Member of California Redwood Association l\ 


C) 
MEMBER OF CALIFORNIA REDWOOD Peach 
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The vast new housing of the nation is populated with 


families who need to buy 


Trinity White! 


. ae 


White has been advertised continuously since 1941. 
Regular advertising appears in the leading architectural 
ines and those read by masons, plasterers, contractors 

other segments of the building rod 


Along with the zooming sales of boats, barbecue equipment and sport 
clothing, the sale of Trinity White portland cement has doubled and re- 
doubled in the last few years. The list of items at the right shows why. 

Small-ticket sales of Trinity White have skyrocketed as new 
homes have sprouted. Here are homes by the million headed by 
rugged, strong young men who are anxious to build and improve for 
their families’ enjoyment. And a population “explosion” scheduled 
for the 1960's with the war-baby crop at the family-formation age! 

And the big-ticket sales to contractors and tonnage buyers mounts 
year by year. Last year Trinity White was used on many of the 
country’s most publicized and spectacular structures. 

White cement is no longer a “specialty item.” It is in regular 
and growing demand. For further information, write Trinity White De- 
partment, General Portland Cement Co., 111 W. Monroe St., Chicago 3. 


in Wee 


A product of GENERAL PORTLAND CEMENT COMPANY 


Chicago ’ Chattanooga . Dallas . Fort Worth « 
Fredonia. Kansas + Jackson, Michigan + Tampa «+ Miami «+ 


Houston 
Los Angeles 
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A cinch to make. And do they dress up the 
place! Householders have several styles to 
choose from—angular or irregular shapes; 
use wood or turf as form. 





GARDEN 


POOLS 


Gives a focal point to yard or garden. 
Raise aquatic plants, fish; attract birds. Very 
popular. A do-it-yourself project that will 
interest many families. 





BENCHES & 


SEATS 


Suggest a straight or curved bench. Other 
attractive yard items that will move Trinity 
White stock are birdbaths, sundials, flower 
boxes. 





DECORATIVE 


Beautiful garden walls and decorative 
screens can be built with units made of 
Trinity White. One sells others. Trinity is a 
true portland cement. 





EASY-TO-BUILD 


STEPS 


White steps are attractive to the eye. Easily 
seen at night because of high light-refiec- 
tion. Your cement contractors will creote new 
work with Trinity White. 





FOR OUTDOOR LIVING 


PATIOS 


Your family trade can build themselves won- 
derful patios for entertaining, barbecueing 
and summertime enjoyment. Where color is 
desired, Trinity tints beautifully. 





BEST FOR SETTING 


TILE 


Your building contractor trade who hove 
ceramic tile to set need a prepared tile 
grout made of Trinity White. 





GAME 


COURTS 


TERRAZZO 


FLOORS 


Shuffle board courts are within the ability 
of most home owners. Use Trinity White 
topping. 


The best floor money can buy. For all 
[4 ot, d T. 








POOLS FOR 


Here is a market-—both public and residen- 
tial—that has been growing remarkably 
fast. Trinity White advertises regularly to 
swimming pool contractors. 





CURTAIN 


WALLS 


Curtain walls and facing panels made with 
Trinity White are both decorative and func- 
tional for new construction or remodeling— 
large and small, 





PORTLAND CEMENT 


STUCCO 


While Trinity recommends the use of a pre- 
pared “stucco mix" wherever possible, you 
will still get calls from contractors wishing to 
mix their own. 





SAFETY 


ITEMS 


Trinity White's light reflection is useful in 
traffic control, including light-reflecting curbs, 
dividers, barriers, markers, and similar items. 
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NOW ONE MIRACLE PAINT 
DOES A WHOLE HOUSE 


Sell one perfect paint for all exterior surfaces 














EMENT BLOCK 


= ASBESTOS SIDING AND SHINGLES 








NEW ACME LATEX HOUSE PAINT 


16 WAYS BETTER 


Longer Life—Tests for years around 
the world prove its superiority. 

New Toughness and Flexibility —With- 
stands punishment that breaks down 
ordinary paints. 

Blister Resistance—Breather-type 
paint permits water vapor to escape 
without breaking paint film. 

Fume and Mildew Resistance— With- 
stands fumes and mildew. 


Alkali Resistance—Contains no oils 
that will destroy the paint film. 


Low-Chalking 


Easy Washing—Its tight smooth film 
sheds dirt that clings to other paints. 


Easier to Apply—Just seems to slip on 
without any tiresome effort. 


Brushes, Rolls or Sprays 
No Brush Marks or Sags 


Paint Early or Late—Sun and damp 
can’t harm it. 

Uniform Low Sheen—Never glossy— 
hides surface defects. 


Dries in Minutes—Dries before any- 
thing can mar its surface. 
Clean Up with Water 


Fade and Stain Resistant Colors—All 
colors, even pastels, are permanent 
and stain resistant. 


Brilliant White— A new white that stays 
white . . . makes all others look gray! 





THE BEST IN 
OIL BASE PAINT, TOO! 





A quality standard for 75 years, Acme 
New Era House Paint gives a bright new 
look .. . available in 72 decorator colors. 
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Detroit, Mich. « 


Here’s how we'll help you sell this great 
new paint: You’ll get a complete kit 
of dealer helps especially designed to 
sell Acme Quality Latex House Paint. 
You’ll get color cards, counter book 
page, point-of-purchase color card, 
colorful store and window banners. 
You'll get a giant eye-catching mobile, 
newspaper ad mats, radio and TV 
spots, and a special lapel ribbon made 
of latex. 


Be the first with the newest and best. 
Millions of paint customers will be 
reading about new Acme Quality 
Latex House Paint in national adver- 
tising. Be sure it’s on your shelves 
when they ask for it! 


ACME QUALITY PAINTS, INC. 


Better Looking Every Way! 


Garland, Texas ¢ Burbank, Calif, 
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BOARD PRODUCTS 


Pickup Station for Hardboard 
Hardboard storage in horizontal bins (4’x8’) offers a convenient pickup 
station for customers at the Peter Kuntz Co. yard in Trotwood, Ohio. 


Perforated Board Display Sells Specialty Items 


Self-service perforated hardboard 
displays mounting building specialties 
has stimulated sales for Gelfond 
Screen & Lumber Co., Irvington, N.J. 

“We have experienced a sharp up- 
turn in sales of specialty items shown 
in this way,” states president Paul Gel- 
fond. 

Five panels of 14” perforated board 
screwed to a web frame dominate 
each of the double front windows at 
Gelfond’s. End units remain in one 
position slanted to meet the glass. 
Other panels swing around. 

Each panel displays a complete 
category of such building specialty 


70 


items as room dividers, furniture legs 
or builders’ hardware. They are 
mounted on a 1’ high platform cov- 
ered with 9”x9” vinyl tile 27” deep. 

Gelfond says one advantage of this 
type of display is that it can be 
changed frequently, offering different 
specialties each time. It also helps in- 
sulate the windows in winter and con- 
trol sunlight in summer. 

“Our shutterette business has dou- 
bled to about $1,000 a month since we 
put in this display,” Gelfond reports. 
“Sales of furniture legs went up from 
nothing to about $500 a month and 
there has been a great increase in 
room divider sales too.” 


TE  caenine cll 


On the Wall 

A complete display of special hard- 
ware for perforated hardboard has 
promoted the sale of this specialty 
board product, says the Midwest Lum- 
ber Co., Minneapolis, Minn. 

The special hardware is adaptable 
for screwdrivers, magazine racks, 
shoes, hats, kitchen utensils and shop 
tools and is mounted to a 12”x24” 
piece of perforated board. The dis- 
play is near the store entrance and 
attracts plenty of attention. 
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THE Evanite BIG THREE... 


The Evanite Big Three offer your customers wide selection, 
quality and price advantages. These building panels offer 
you year-round sales potential with high-profit turnover. 
POLY-CLAD* PLYWALL* PANELS come in the twelve most 
popular wood grains . . . at half the cost of fine wood panel- 
ing! Baked-on Poly-Clad finish protects against fading, mars 
and stains. 

EVANITE* FIR PLYWOOD is DFPA grade-marked . . . your 


*Evanite, Poly-Clad and Plywaii are trademarks 


EVANS PRODUCTS COMPANY 


assurance of the finest quality interior and exterior plywood 
for unlimited building applications. 

EVANITE® HARDBOARD is available in a variety of textures 
and comes completely prefinished in a handsome “Drift- 
wood” ivory tone. It’s easy to install, economically priced. 


SALES OFFICES: 
Chicago, Illinois e Tampa, Florida e Coos Bay, Oregon 
Anaheim, California e Syracuse, New York e Plymouth, Michigan 


It pays to buy from your jobber 


E 
Vv 
EVANS 


wy, 


PLYMOUTH 
MICHIGAN 





























Upstairs or down... there’s plenty of room 


for profit with new Marlite RANDOM PLANK 


All through the home from basement to attic... 
from a remodeling job to an extensive new construc- 
tion project... Marlite Random Plank offers you big- 
ger opportunities for more profitable paneling sales. 

Available in six exclusive Trendwood® finishes, 
this beautiful wash-and-wear paneling gives any 
room the luxury look of handsome hardwoods. It 
goes up fast over furring strips or existing walls 


with ordinary carpenter tools. With its high-heat 
baked melamine plastic finish, Marlite stays like new 
for years without special care. Resists stains, mars 
and dents; cleans with a damp cloth. 

If you’re not now handling Marlite Random 
Plank, get the complete money-making details from 
your wholesaler, or write Marlite Division of Ma- 
sonite Corporation, Dept. 941, Dover, Ohio. 


Marlite plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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‘(NEW PROFIT MAKER FROM CELOTEX 


Cater HUSH-TONE 


SOUND QUIETING CEILINGS 


Exclusive new design! Nearly 1800 micro-drilled perforations in each 
12”x12” unit. Very high acoustical efficiency—N.R.C, range, .60-.70. 
White-as-a-cloud vinyl! base finish. 

Now advertised in Better Homes and Gardens, American Home Mag- 
azine, others. To get greatest benefits in extra sales and profits, (1) ask 
for your free complete promotion package (poster, displays, mats, etc.) 
and (2) order beginning stock from your Celotex products wholesaler. 


If it's “by CELOTEX” you get QUALITY. .. plus! 


THE CELOTEX CORPORATION « 120 S. LA SALLE ST., CHICAGO 3, ILLINOIS 


TRADE MARK 





Combining _ 
beauty | | 
with comfort... 


THENEW 
CERTAIN-TEED 

DECORATOR 
TILE LINE 





To help you increase 
your share of the 
remodeling and new- 
home markets, here are 
today’s newest, most 
attractive ceiling patterns. 
One is a fissure design, 
the other a swirl design. 
~ Both are smart and 
distinctive. Each comes 
in two popular colors. 
; ; 


The new Certain-teed 
Decorator Tile Line 
provides decoration, 
insulation and sound 
control ...allin one... 
and at low cost. 12 x 12. 
Also available are 
Certain-teed Certile and 
Perforated Tile in white. 


\ iS 
Certain-leed 


ES BUILDING PRODUCTS 7} 


oh 
fo 


Superior Products trough Creative Research 
AW 


CERTAIN-TEED PRODUCTS CORPORATION — 
Ardmore, Pennsylvania 
Plants and offices throughout the United States 








BOARD PRODUCTS 
(begins on page 70) 





Special Sales Rack Helps 
Move Hardboard Shorts 

Leach Bros., Inc., Joliet, Ill., main- 
tains a bin just inside the showroom 
entry to dispose of hardboard and 
plywood odds-and-ends. Average sale 
of the material, at varying prices 
according to size, is 75¢. 

“We get rid of all our extra pieces 
just through impulse buying out of 
that bin,” explains president Paul 
Leach. 

In the adjacent drive-through ware- 
house Leach Lumber also keeps a 
stock of odd-sized boards. Hardwoods 
are separated from softwoods and 
handymen purchase the random length 
leftover stock at an average price of 
$1.50. Redwood, mahogany, pine and 
fir are usually found there. 

“Those two points where walk-in 
trade can see the lumber clears all 
odd-length stock out,” Leach says. “We 
charge for cutting, but no one seems 
to object and we don’t have odds and 
ends cluttering up the yard.” 


Perforated Hardboard 
Ventilates Warehouse 

The Butler Bros. Lumber Com- 
pany’s new shed in West Palm Beach, 
Fla., was built at a cost of $3 a 
square foot. The shed holds 10 car- 
loads of building materials. It is 65’- 
x48’ with 16’ clearance and two 
17’ openings. Siding is tempered and 
pre-expanded 8” on center grooved 
4’x16 panels. 
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STOCK THE BEST HYDE KNIVES 
FOR SALES and PROFITS FOR BETTER 


DRY WALL 


Dry Wall iow 


Preferred by 
leading applicators 


Joint Knives @ °*" 


NEW Hammer Head 
Counter or Wall 
Rack Assortment 


No. C150 Deal — 6 each Nos. 
CBHE-4”, 5” and 6” top quality 
Hammer Head Joint Knives with 
built-in brass hammer heads. 
Individually carded and dis- 
played on free wire rack. 


BLACK 
and 
SILVER 
BRAND 


Best quality 
knives, individu- 
ally carded 6 
each in stock 
box. Nos. C2E-4”, 
5” and 6” sizes. 








BLUE 
DIAMOND 
BRAND 


Good quality, 
shatter - proof, 
plastic handles. 
Nos. C3E-4” and 
5” sizes. 6 each 
in stock box. 


YOU 


\ eiiteianaiaail —can increase your dry 

KS-10 KNIFE JT-10 KNIFE wall and paint supplies 
10” stainless steel blade New 10” stainless steel sales with the Hyde Line. 
in black, special finger blade in heavy, hardwood : Order from your hardware, 
grip handle. Packed 6 handle. Packed 6 each in paint, or building supply 
each in stock box. Stock box, wholesaler. Write for cata- 


HYDE MANUFACTURING CO. sg 
Southbridge, Massachusetts 
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RUCE-PLYWELSH has a finish 

without peer in the paneling field... 
because it was originally developed for use on 
hardwood flooring and thus has maximum 
durability. Scratch, mar and chip resistance are 
achieved with pressure impregnation and infra- 
red baking. This process makes the finish part 
of the wood itself, while enhancing the natural 
beauty of grain and color, For your paneling 
customers, the durable Bruce finish means less 
danger of damage during installation and walls 


that look new for a lifetime. 


Ideal for remodeling 
...everything prefinished, 
everything matches 


The Bruce-PlyWelsh line is the only complete 
prefinished hardwood paneling package in the 
industry. Matching moldings, panel stretchers, 
putty sticks and stains simplify installation and 
bring extra profits for you. Get the facts today. 
Write for complete information or contact 
your Bruce-PlyWelsh distributor. Welsh Ply- 
wood Corporation, Subsidiary of E. L. Bruce 
Co., 1648 Thomas St., Memphis 1, Tenn. 


pLYWELSH 


prefinished 
Hardwood 


Paneling 


a WER of 


The finish won't chip off! 


Bruce-PlyWelsh Antique Birch 
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FALL MERCHANDISING ISSUE 
WINDOWS and DOORS 


Special Display 
Pushes Wood Windows 


Wood window sales reach $100,000 
as a result of year-round promotion 
for Cotton-Hanlon, Inc., Odessa, 
N.Y. because the dealer hits new 
home and home improvement market 
by consistent advertising, field con- 
tacts, contractor-builder meetings and 
a special store “window file” display 
unit. 

An ample inventory of wood win- 
dow units totaling up to $30,000, fur- 
nished as completely assembled units 
ready for installation is termed by 
D. C. Cotton as a definite sales ad- 
vantage. 

Cotton-Hanlon’a display fixture, es- 
pecially designed to show windows 

7 attractively in a compact space, makes 
# it easy for customers to visualize an 
installation. A section of the display 
includes a file of manufacturers’ win- 
dow literature. 





DIVISION 


Designed for and... 
Sold exclusively . env 


WINDOWS ALUMINUM SIDING 
PRODUCTS 


WITHOUT INVENTORY 
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Home-Made Door Display Rack 


Home Lumber Co., Sunnyside, 
Wash. used an inexpensive home-made 
display to show its interior doors, gain 
quick homeowner or contractor ac- 
ceptance. 

Doors were mounted on rollered 
1 x 4’s and slid into grooves at top of 
a rack. Upturned “flap” permitted 
doors to be removed from rack if 
necessary. 

Located next to the paint display, 
the paneled, louvered or fir picture- 
paneled doors aroused interest of those 
wishing to remodel. 





WINDOWS AND 
DOORS 


(begins on page 78) 








Good Market for 
Folding Doors 

Two full-scale models of folding 
doors, each available from a different 
supplier, are valuable sales tools at 
Sanford & Zartman Lumber Co., 
Freeport, Ill. Descriptive copy em- 
phasizes quality, diversified uses and 
ease of installation. Folding doors are 
sold for both new homes and part of 
remodeling packages. 



































JALOUSIE PREMIER TILT 
PRODUCTS WINDOWS 

















PRE-HUNG DOORS 


SELL these products with this 

new issue of the Tek-Bilt Pdehielicts 
tains a complete collection 

of product brochures, price lists and 

product information. Just check 


the coupon and MAIL FT TODAY 


WIN CHEK 


a 


Manufacturers of Combination Windows, Doors 
Jalousiese and Aluminum Siding Products 


WIN-CHEK, MOONACHIE, N. J. AL-9 


Gentlemen: Please send me the complete story on how | can sell 
TEK-BILT Aluminum Products without inventory. 


(] Please send your new TEK-BILT catalog folder. 
NAME 
FIRM 
CITY 
STATE PHONE 
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combination screens and storm windows, regularly sold 

WINDOWS & DOORS for $135.95, were included in the sale specially installed 
; = free at $114.95. 

(begins on page 78) Ads indicated “financing available” and “no-money- 

down, up to 24 months to pay.” 

“Your Downtown Lumber Yard” also had on sale, 
“special while they last, 3’x6’9” aluminum combination 
doors for $25.95. Sanford & Zartman says such items are 
excellent spring traffic-pullers. 





THE MASTER PLAN 
FOR PROFITS 
WITH PRE-HUNG DOORS | 


Envelope Picture 
Increases Pre-hung Door 
Lumbermen’s Wholesale 
Supply Corp., Indianapolis, 
has shown a continued in- 
crease in Master-Hung Door 
Equipment Co. sales ever 
since it took on the pre-hung 
door line in January, 1957. 
Manager Clifton Barnes 
feels one of the reasons for 
his success is that he has 
merchandised the unit and let 
people know Lumbermen’s 
is in the pre-hung door busi- 
ness. One helpful promotion 
item is this envelope which 
carries the picture and legend 
of the doorline on its back. 





Aluminum Combination Specials 
Sanford & Zartman Lumber Co., Freeport, Ill., this ve 
year offered “spring building specials.” MAST ER 
Vacol aluminum combination door and five aluminum — PRE-HUNG 9008S 





THE FINEST OF 


FRANTZ 


GARAGE DOORS 


NO OTHER DOOR 
THE SERIES HAS ALL THESE FEATURES 


Exclusive double brakes, adjustable and self equal- 
Truly deluxe in every sense of the word, the beauty and izing . .. Exclusive two-way adjustable springs for 
styling of the 200 Series are matched only by its quality perfect adjustment ... Chrome handle and brass 
materials and its many features. Just turn the latch and cylinder lock . . . Glide-O-Matic self-opening .. . 
a 200 door glides up as if by magic, with no rebound. tapered track .. . inside lock . . . zinc plated hard- 
On closing, a crisp click signals automatic latching on ware .. . 14 big features in all 
both sides. Such easy operation—plus fast installation ‘ 
—makes the 200 Series preferred by those who want a FRANTZ ...The Lumber Dealer’s Door 
door that has everything! Choose from 21 different sizes 


and styles. No door can give you more! FRANTZ 
MANUFACTURING COMPANY 


Steriting, Ititinois 
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another first from Bilt “Well 
 Caradco 


removable 


eT ad 


The Super Three 


...one basic double-hung removable 
window in three price ranges 





BILT-WELL 


super-therm 


double-hung unit 


There's more with double insulating glass 





to Sell with 


BILT @ WELL 
wooo ¥ WoRK 





by Caradco 


BILT-WELL 


Super-hold 


double-hung unit 


with ingenious sash holding device 


removable 











= ewe 


Designed with the builder in mind. One basic window in 
three models. Each has its own major selling feature. 
Engineered right and priced right for every home you 
build. All far surpass FHA minimum standards for 
weather tightness to provide maximum , fuel savings. 
Easy to install. Save labor costs. Make the homes you 


build more readily salable. BILT-WELL 





Look at all these BILT-WELL features: 


1. Unitized sill construction. Su pe [. | ft 


2. Patented BILT-WELL jamb liner of 8 mil anodized aluminum. 
3. Anodized aluminum weather stripping. d h : 

; ' -nung unl 
4. New jamb adjuster that eliminates blocking. ou b | e g t 
6. Top quality Ponderosa pine, water-repellent treated frames. with flat overhead balance 
6. Standardized for all types of construction. 





Manufactured by CARADCO, Inc. Dubuque, /owa 
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FRONT ELEVATION 


Rolling Window Display 

WINDOW DISPLAY UNIT developed by DeVille 
Lumber Co., Canton, Ohio has become an effective method 
used by many dealers to handle the thorny problem of how 
to display windows without taking valuable floor space. 


| and 
SIDE ELEVATION 


This compact display unit can store as many as 26 differ- 
ent types of windows. Track hardware makes it easy to 
change the windows and roll them out for display. 

Bottom drawers in the unit are a handy place to store 
manufacturers’ literature. 





important 


FACTS 


you should know about lifeguard aluminum siding 


If you're not a Lifeguard Dealer .. . 
you're not offering your customers full 
value for their siding dollar! 
Compare ANY Aluminum Sidings with 
Lifeguard’s . . . you'll find NONE offer 
you these exclusive features: 


50% MORE PAINT 
Lifeguard Aluminum Siding has 50% more enamel 
—_ j —_ LIFEGUARD 


PRESS BRAKE FORMING 
Only Lifeguard's press brake 


Ke 


FLATTEST SHEET IN THE INDUSTRY 


Lifeguard with its exclusive press brake forming 
operation uses a */, Tempered Harden 


OTHER LIFEGUARD OTHER 


Aluminum on each siding panel. This */, Harden 


operation forms the aluminum to a perfect 90 de- 
gree bend BEFORE painting. Other manufacturers 


Aluminum is 35% harder than other manufacturers 
can use and gives Lifeguard the flattest panel 


roll form AFTER painting . . . fracturing both the 


paint and aluminum sheet. available . . . eliminotes waves, dips or bends. 


The Best Siding is made of Aluminum... 


To have a Lifeguard Factory Repre- 
sentative show you the difference 
between Aluminum Sidings, write to 
Lifeguard Industries, Inc., 2425 Gil- 

is the World's year’ 


bert Avenue, Cincinnati 6, Ohio. 
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than any siding . . . lasts longer . . . looks better. 
The exclusive DuPont DeLuxe Enamel Finish was 
developed exclusively for Lifeguard to assure per- 
fect panel matching! 


LIFEGUARD 


82 Circle No. 60 en Handy Cover Card 





Help your 
customers 
avoid this... 


sell 


protection 
with | 
Lustracrystal't 


Ab 


Creative ideas in glass 


A valuable piece of furniture can be ruined in one careless 
moment. Yet your customers may not think about preven- 
tion until it’s too late. Recommend glass tops — of LusTRA- 
crysTaL — for tables... desks... dressers... vanities... 
breakfast counters. There’s profit in it for you, and great- 
er customer satisfaction ! 

Why LustracrystaL? Because it has quality that’s easy 
to see and sell. Extra strength and scratch resistance. 
Superb clarity. Freedom. from distortion and the dull 
green cast you find in other makes of glass. 


of 


y American-Saint Gobain 


Stock LUSTRACRYSTAL — together with A-SG’s other fa- 
mous brand sheet glasses : LUSTRAGLASS® and LUSTRAGRAY®, 
LUSTRACRYSTAL comes in 3/16”,7/32” and 1/4” thicknesses. 
It’s ideal, not only for furniture tops, but also for large 
windows — or any glazing that has to stand up to hard 
knocks. See your local independent glass jobber . . . or eall 
our district office nearest you. 


AMERICAN-SaintT Gopain Corporation, Dept. AL-50 
625 Madison Avenue, New York 22, N. Y. 


AMERICAN-SAINT GOBAIN CORPORATION 


District Sales Offices: Atlanta * Boston * Chicago * Dallas * Detroit * Kansas City, Mo. * Los Angeles * New York * Pittsburgh * San Francisco 
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FLOOR, WALL & CEILING TILE 


W. K. “Bill” Baumgart, Baumgart Lumber & Coal Co., 
Bloomington, Ill. says “ceramic tile is one of our hottest 
selling items this year.” 

Most people in this two-university area, continues Bill, 
prefer the longer-lasting feature of ceramic tile. 

“We formerly sold more of other types of wall tile for 
kitchens and bathrooms, but the trend has switched.” 

Baumgart’s handles five different brands of ceramic tile, 
has samples prominently displayed in the front window. 
The materials are sold on a packaged basis only. Many 
installations have been in combination with complete kitch- 
en package sales. 

In a three-month period last summer, Baumgart’s sold 
22 separate ceramic tile-and-labor jobs at an average price 
package of $150. 

“When the fall-winter home improvement season comes 
on,” Bill maintains, “indications are that we'll sell at least 
three times as many ceramic tile jobs.” 








TILE-O-RAMA 
AND CEILING TILE 
SpapKrine 80° 
life-time cojors _™*™ 


COMPLETE FLOOR, WALL, 
CERAMIC WALL TILE 
COMPLETE HOME PLANNING 














Finds Ceramics Is a Winner 

Tile-O-Rama display ads in weekend newspapers has 
helped pick up packaged floor, wall and ceiling tile sales 
for Cornbelt Lumber Co., Bloomington, Ill. 

“Business jumped 20% after we ran an ad pushing cer- 
amic wall tile at 80¢ a square foot,” disclosed salesman Ed- 
mund Heinz. “September to March is the best period for 
selling tile, but this year business held steady through the 
warm weather, too.” 

More and more homeowners are swinging to ceramic 
tile now, Heinz remarked. And few want to install it them- 
selves. 

“Nearly all our floor and wall ceramic tile sales include 
both labor and materials now,” Heinz explained. “Jobs 
are averaging $125. 

“The trend is also running to vinyl kitchen floor cover- 
ings, away from tile. Complete with underlayment and 
labor, we are selling $125-$150 flooring packages. In one 
month we sold seven, and we look for that to increase as 
cold weather sets in.” 


Wall, Floor Tiles Go Together 


One entire corner of the store is 
devoted to wall tile and floor tile at 
Veenstra Lumber & Supply Co., Ra- 
cine, Wis. A sizable wall area has 
been tiled for dramatic effect and the 
customer is asked to choose from 103 
beautiful tiles at 35¢ per square foot 
with additional choices at 50¢ and 
60¢. 
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FIVE DIFFERENT INSULATION board ceiling tile treatments on the 
ceiling at Smith Lumber Co., Portland, Mich., helps Marge Smith, 








Home Model Sells Ceiling Tile 


SMITH LUMBER CO., Portland, Mich., takes an 
extremely strong position in package selling. In the 
last two years the firm has lined up financing for 
various package remodeling projects. 

Now co-owners Laban and Marge Smith feel 
ready to tackle any garage, room addition, recrea- 
tion room, kitchen, porch, patio or fence package 
sale. 

Marge Smith, second-place winner in the second 
Insulation Board Institute package salesman con- 
test, was particularly pleased with her ceiling tile 
sales. 

Tieing in with a recent showhouse promotion, 
Smith Lumber built a complete, modern model 
home, toured by more than 4,500 persons. 

Featured in the new house were three bedrooms 
using decorative ceiling tile. Strangely enough, the 
model did not do much of a job selling houses. But 
it was instrumental in Marge Smith’s selling 45 
ceiling tile remodeling packages! 


pointing, sell this type of home improvement. Each square features 
either plain, decorative or acoustical ceiling tile divided by different 


treatments of molding and trim. 


Jumbo Display Sells $4,000 Tiles Monthly 

Contractors and homeowner customers at Moore’s 
Wholesale Building Supply, Richmond, Va., select tile pat- 
terns from giant display of full-size samples, shown below. 
After paying cash for their selection, customers are given 
purchase slip by Moore’s and instructed to pickup the tile 
from the local distributor. 


“We'll sell around $4,000 in floor and wall tiles this way 
monthly, without yard inventory,” said store manager 
Nuckols. 

The distributor has one man assigned to four of Moore’s 
stores to keep up display, keep orders coming in. Firm 
sells Kentile asphalt and vinyl floor tiles; Tri-Bond plastic 
wall tile and Oxford ceramic tile under this arrangement. 
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Silver Celestile (silver flecks, tiny perforations) 





goompah! 
Com- 
roott = Ooom-paht 
root! = 90om-pat 
Ooom—pah! 
A Ooom-pah! 
T Qoom-pah! 
Ooom-pah! 
Soompah! 


bright 2 
new 2 Ooigaent 
look... 

a 

soft 

new 

sound 


from 
BARRETT 


4 bright patterns added to the Barrett line of acoustical ceiling tile. Smartly 
styled metallics and other popular patterns. Sell them with new Barrett fiber- 
board furring strips. Strong and uniform because they’re all made by exclusive 


Offices in: Birmingham, Boston, Charlotte, Chicago, Cleveland, Houston, New York, Philadelphia, St. Paul. 
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Celestile (white, tiny perforations) 


Honk! 
Honk’ 
Honk! 
Honk! 
Honk! 
Honk! 
Honk! 
Honk! 
Honk! 
Honk! 
Honk! 
Honk! 
Honk’ 
Honk‘ 


Chem-Fi process. Why not see the whole line? Don’t forget we sell roofing 


shingles, built-up roofing, insulation board, gypsum, aluminum siding, 
panels, protective coatings. 


plastic 


“Nlied 


BARRETT DIVISION [Male 


40 Rector Street, New York 6, N.Y. 
September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 
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‘Free Ceiling’ Prize 
Gets Summer Sales 

“Free ceiling” contest this year 
stimulated ceiling sales during the 
slack summer season at Consoli- 
dated Fuel and Lumber Co., Mar- 
quette, Mich. 

Customers were urged through 
newspaper, radio and TV adver- 
tising to register for the contest 
in any of the retail dealer's four 
branches. Winner was to receive a 
$25 prize plus refund of purchase 
price if he bought a ceiling during 
the contest period. 

Countermen were offered cash 
incentives of 50¢ a carton of dec- 
orator tile and $1 per carton of 
acoustical tile sold during the pro- 
motion. In six weeks, the dealer 
received 348 entries and chalked 
up sales of nearly 7,000 feet of tile 
for a total profit of $300 after 
incentives were naid. 











NN 


People Use Floor Rack 


Step display of ceiling tile samples 
at Dardis Lumber & Fuel Co., Stur- 
tevant, Wis., allows the customer to 
remove each piece for close exami- 
nation. One section of the store illus- 
trates how these panels look when in- 
stalled. This dealer finds that while 
it’s a good idea to shave the price on 
the tile to be competitive, you can 
make it up by adding furring strips, 
a less familiar item pricewise to the 
customer. 


88 
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(begins on page 84) 





UNUTOULLYAAVAANYLANUAHIATUEDE mn 


TNH B Ali DENTE EGER EE TURAL EL eR 





Year-Around Promotion Sells Flooring 
Year-round promotion combined with a complete fresh line of products are 
the main reasons Abbeville (La.) Lumber Co. sells $20,000 worth of resilient 


flooring a year. 


Emmett Putnam, Jr., president, shows most flooring materials full size to 
prospects in his town of 9,338. “When the homemaker sees a good-sized layout 
she can visualize how the floor will look,” he said. Showing the complete line 
also makes it easier to upgrade sales, he added. 


SPECIAL DEAL 
FREE 1x3 Pine Furring 
Strips and F REE 


Use of Automatic Tacker 
With Any Purchase of 
ARMSTRONG 
Ceiling Tile 
Offer Good ‘til July 20 Only 


GREEN BROS. LUMBER 


Ph. Lkwd. 8518 — Jstn. 4850 





Free Furring Promotion 


Green Brothers Lumber Co., Ash- 
ville, N. Y., plans to repeat this fall 
its July ceiling tile promotion that 
pushed sales sharply upward in one 
week. 

As shown above, Green Bros. ad- 
vertised free all the 1x3 pine furring 
strips needed for ceiling tile instal- 
lation, plus nails and free use of auto- 
matic tacker. 

Manager Lowell Green claims the 
cost of such a promotion is small 
compared with the high profit in ceil- 
ing tile sales. 


Tile Plus Paneling 


Ed Page, manager of Bilt-Rite 
Wood Products, Inc., Rochester, N.Y., 
feels ceiling tile and wood paneling 
are natural tie-in commodities and 
are most effectively displayed togeth- 
er. Ceiling tile samples are stapled 
directly onto a paneling display. 


“Any paneling sale is a potential 
ceiling tile sale and vice-versa. In the 
year we've had this display idea in 
effect, approximately 50% of all our 
ceiling and paneling sales have been 
tie-in sales,” Page said. 
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QUALITY 
SINCE 1895 





When we first-introduced Simpson Lifecoat Redwood products we 
were reasonably certain they were the finest available. To validate 
this belief, one of America's foremost paint laboratories was com- 
missioned to test Lifecoat. NOW, after months of testing, we aré proud 
to present the results. 
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| LABORATORY TESTS PROVE 


_LIFECOAT QUALITY 


Simpson LIFECOAT is top grade, certified kiln- 
dried redwood, combined with the best prime coating 
obtainable through an exclusive factory process and 
back-coated with a water repellent. Simpson guaran- 
tees Lifecoat products to be the finest quality 
available and offers the independent laboratory 
findings on these pages as proof of its claims that 
builders can save up to 40% in finishing costs and 
get a far better end result. 

LIFECOAT is available on all standard redwood 
sidings, patterns, and on S4S for Fascia and Trim, 
and in the following primes: STAINS — Sequoia 
Red, Autumn Brown, Driftwood Gray; PAINT 
PRIME—Neutral (or White if desired). All 
Lifecoat products are factory wrapped in heavy 
polyethylene coated paper unless otherwise specified. 


(Simpson Redwood sidings also available with over- 
all Clear Water-repellent Preservative Treatment.) 


ORES SRR EE eR SIN aE ce e+ 
LIFECOAT STOPS ‘“‘WEATHER WORRIES” 


No construction delays with Lifecoat...it may be applied 
in any weather and finished when convenient. Positive 
proof of this was furnished by natural weathering tests, 
and tests in this Weatherometer, which subjected Lifecoat 
to long periods of weather extremes. The Lifecoat samples 
used (without further protective coating) emerged from 
these rigorous tests with no discernible change. 


Harold R. Harlan, 
nationally known paint authority 
and head of Harlan Laboratories, 

who supervised the testing of Lifecoat. 


LIFECOAT NEEDS NO BACKPRIME 


The water repellent applied to the back of all Lifecoat 
products eliminates the need for backpriming... saves 
paint and labor costs. The photo (left) graphically demon- 
strates how this coating stops moisture absorption, as 
opposed to the untreated sample receiving the same water 
spray application in the laboratory. 





LIFECOAT FINISHES EASIER 


This brushing test proved that the uniform surface of 
Lifecoat Paint Prime was easier to brush, took less 
paint to cover than ordinary job applied primers, 
and offered measurable savings in paint and labor. 


LIFECOAT STOPS “WICKING” 


Wicking is the capillary seepage of water between 
siding laps as evidenced on the back of ordinary 
primed siding in the accompanying test photo. 
According to the U.S. Forest Products Laboratory, 
this seepage is a major cause of inner wall dampness 
and a prime cause of paint failure. You can see in 
the photo (right, above) how Lifecoat has stopped all 
wicking ... a big plus in building. 


LIFECOAT INHIBITS FUNGUS 


Fungus and mildew are a big problem in some climates. All 
Lifecoat products contain active fungicide to overcome this problem. 
This photo dramatically demonstrates how Lifecoat samples (right, 
above) actually repelled fungus cultures while ordinary primers 
were overgrown by identical cultures and almost obliterated. 


LIFECOAT REQUIRES ONLY ONE FINISH COAT 


Lifecoat’s pigmented paint prime is especially designed for use 
with only one finish coat; it actually provides one-half the paint- 
film thickness required by the FHA for a complete paint system. 
Scientific tests proved that Lifecoat is more uniform and has better 
paint hold-out than ordinary prime coats. The combination of 
Lifecoat plus one finish coat of a quality top coating offers the 
finest finish system available. 


NOTE: 


Many other tests were applied to Lifecoat. 
Without exception they were as favorable as 
those shown in this report. For instance, tests 
of Lifecoat Paint Prime’s adhesion to redwood 
showed that the wood, itself, tore away before 
the primer would separate from it. Lifecoat and 
ordinary prime coats were also compared in 
blistering tests. The Lifecoat samples were still 
in excellent condition long after the ordinary 
prime coats had failed. In light of all this, we 
are proud to reiterate ...“you can’t find a finer 
building product than LIFECOAT!” 


SIMPSON REDWOOD COMPANY 
ARCATA, CALIFORNIA 
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SOUND 
DECORATING 
ADVICE 


Forestone, the original fissured woodfiber 
acoustical tile, quiets rooms beautifully. 
Warm white, with a hint of gold in their 
deep-etched fissures, these four exciting 
new textures enhance any decor . . . absorb 
up to 75% of all sound striking them. No 


other ceiling material offers so much, with 
such economy. For full information, see 
your Building Material Supplier or check 
Sweet’s File or use coupon below. 
Simpson Logging Company, Shelton, 
Washington. 


Grained Finish — Sable Walnut and Vermont Cherry. 





Also available in: Natural — Mountain Larch, Cascade Hemlock and Casual California Red 


LIFECLAD 
PREFINISHED PLYWOOD 
STAYS BEAUTIFUL 


Here are walls and matching doors with 
all the warmth and beauty of hand rubbed 
wood and the easiest to maintain finish you 
ever imagined. Lifeclad’s tough vinyl 
grained surface wipes clean in an instant 
... does not fade or discolor. Available in 


\," paneling, %” cabinet stock, and doors 
(including 7’-11”). For full details see 
your Lumber Supplier or mail coupon at 
bottom of this page. Simpson Logging 
Company, 2301 N. Columbia Blvd., Port- 
land 17, Oregon. 
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SIMPSON, 2073D, WASHINGTON BLDG., SEATTLE 1, WASH. 


Please send me FREE information on the following products as checked: 


C) Lifecoat 


NAME. 


ADDRESS_ 


C) Acoustical and insulating Board 


(-] Plywood 


COMPANY 


CITY 


MAGAZINE 


SC -03/2733 


CLIPTED Fam 


LITHO IN U.S.A. ON SUBSTANCE 100 SIMPSON SEAPLANE COATED OFFSET (C2S) 
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Flintkote Insulating Siding—Ledge Rock Stone Design—New Colors. 


Flintkote Insulating Siding—Stri-Wood Shake Design—New Colors. 


Flintkote Insulating Siding Bark Brick Design. 


Flintkote Duo-Vina Asbestos Siding (12"x 24M) with Double 
Coated Plastic Finish with color-matching accessories. 


Flintkote Clapboard 32 Asbestos Siding (95%" x 32") with Double 
Coated Plastic Finish with color-matching accessories. 


Flintkote-1 flees Aesiiiied » Siding pastels and white. 


Flintkote Salesman Earl Reed says: 


“Watch your profits climb with 
Flintkote—the only company 
with a full line of insulating, as- 


bestos and aluminum siding!” FLINTKOTE 
For up-to-date samples and product literature, see your Flintkote Representative. a 4 


You'll find him a great guy to work with...and he knows his stuffin buildingmaterials 4 »erica’s broadest line 
—especially siding. The Flintkote Company, 30 Rockefeller Plaza, NewYork 20,N.Y. of building materials 
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New Tubing Cutters 


RIZaID Ne. 205 Tubing Cutter 
Time-Saving, Slide-to-Size 44" to 2%” O.D. Capacity 


Your customers will find these new lightweight 
but strong Ri@aiD Tubing Cutters extra-handy 
on every job. Slight push on handle of large-size- 
range Rit@aiD No. 205 snugs cutter wheel against 
tubing . . . locks it in position until released. Feed 
screw fully protected and enclosed .. . always feeds 
into tube with easy handle turn . . . can’t jam with 
chips or dirt. Wheel gives quick, clean cuts of 
copper, brass, aluminum tubing and thin-wall con- 
duit . . . no burr. Grooved rollers give easy flare 
cut-offs without tubing waste. Tubing always 
turns freely on 2 of 4 Rollers. Rollers smooth tubing 
ready for soldering. Fold-in reamer always handy. 
Spare Cutter wheel in handle. Wheel for plastic and 
aluminum pipe available for No. 205 only. 


d feed honi 





Conform to Fed. Spec. GGG-C-77 Ib Type II—Class 1 


RIEFAID Ne. 105 Tubing Cutter 


oP 


Protected Feed Screw 
Always Easy-Turning 
¥%" to 1%" O.D. Capacity 


Get ready for sure sales! Order your supply of these new 
RIGNID Tubing Cutters today! Your Wholesaler has them! 
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Add to your profit picture: suggest 
“SCOTCH” BRAND Masking Tape 
with every paint sale. 








SCOTCH” 1S A REGISTERED TRADEMARK OF THE 3M CO. 


Miwnesora finns ano )fawuractunins company 
oe + WHERE RESEARCH 1S THE KEY TO TOMORROW 





LOOK FOR 
THE 
BRAND 

ON THE END 


For almost half a century 
the famous L-B brand has 
identified the LONG-BELL 
pressure-treated Southern 
Pine Fence Post. 

Millions in service on the 
farms and ranches of Amer- 
ica bear this mark of quality. 

Pressure-treated with 
100% creosote or with 5% 
Penta solution, these posts 
are recognized by customers 
everywhere for their back- 
ground of performance. 


manufactured only by 


Wood Preserving 
y i} } Division 
| of 


All J International Paper Company 
Mit 
Ai 
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Stocking or installing, the new Malta Casement window offers out- 
standing advantages to both dealer and builder. The basic design 
features one light sash in a variety of heights and widths—with snap-in 
grids for diamond, colonial or custom light divisions. 

This new Malta unit carries an economy price tag—but it is con- 
structed with custom quality appointments. Superb gold-tone hardware 
and window trim...smooth action roto-operators...inside screens... 
the ultimate in weatherproof protection against drafts, dust and moisture 
...and extended hinges that permit cleaning from the inside... are a 
few “buy-appeal” features. 

Malta precision milling and finishing...a stronger, more rigid 
frame ...a new sill design that assures proper drainage bring fast, 
easy installation. 

Frames are shipped KD to jobber... fitted for double glazing 
standard or insulated glass... hardware attached... manufactured to 
conform with Commercial Standards CS205-59. 

See the all new Malta Casement window at your nearest Malta dealer 
today or write directly to the factory for full details. 


Member 
Supreme Quality Since 1901 Ponderosa Pine 
Woodwork Assn. 


THE MALTA MANUFACTURING CO., MALTA, OHIO 
and N.W.M.A 
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Model is Key to Kitchen Sales 


“Our model kitchen has added over 
$15,000 to our total gross sales in a 
year,” says Mrs. Edna B. Roddy, own- 
er and president, Bluff City Lumber 
Co., Pine Bluff, Ark. 

Brightly lighted 24 hours a day and 
set up in a show window area facing 
a heavily-traveled street, the display 


Plastic Laminates Booklets 
Help Sell Other Materials 


ERCHANDISING ISSUE 


HOLSLEUDE LEA CADRE LEE 


KITCHENS 
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attracts considerable attention from 
passers-by who often stop to admire 
it even after store hours. 

The model sells cabinets plus related 
sales ot floor coverings, paint and 
stains and household cleaning items 
bought by the new kitchen owners. 

“In buying a new kitchen, a home- 
maker is first attracted by the con- 
venience of the layout; secondly, she 


Hobbywoods, Baltimore, is increasing sales and 
profits by offering free copies of a handyman booklet 
on plastic laminates. Booklets contain complete plans 
and material lists for building desks, coffee tables, 
home bars and end tables. Instructions for adding 
laminated finishes are included. 

“We display these booklets prominently,” says man- 
ager Bob Graf, right. “They not only help us sell 
high-pressure laminates to the home handyman, but 
also a lot of other materials including plywood, table 


legs, cements and screws.” 





LL 
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looks for a harmonizing color scheme,’ 
Mrs. Roddy said. 

“We take measurements, make 
drawings and submit an estimate to 
each customer with this thought up- 
permost in our minds: “This is the most 
glamorous kitchen that will fit into 
your home and also one that you can 
afford.’ ” 

Most of the firm’s kitchen business 
consists of remodeling jobs, with sale 
of Bilt-Well cabinet units, Amerock 
hardware, Tappan built-in oven and 
range and Kohler-made sink. 

Three salesmen assist Mrs. Roddy 
in selling kitchens. She alternates the 
salesmen between outside and floor 
selling. The floor salesmen pick up 
leads when customers come in. The 
next day, when their turn at outside 
selling comes, they contact the cus- 
tomers personally. 

While Bluff City has its own in- 
stallation carpenters and mechanics, 
plumbing and electrical work are sub- 
contracted. A few do-it-yourself hus- 
bands install their own cabinets. 

Mrs. Roddy’s average kitchen sale 
package ranges from $350 to $750, 
pulling in a gross profit of 30%. Fi- 
nancing is arranged through FHA 
Title I, a revolving credit plan and 
cash payment. 

Mrs. Roddy has occasionally pro- 
moted her model kitchen in newspa- 
per advertising and in radio spot an- 
nouncements, but the model kitchen 
itself is the biggest sales-winner, she 
finds. 

She has this to say regarding kitch- 
en sales: 

“At a time when some dealers are 
experiencing a decline in sales, our 
kitchen business has not only helped 
us to maintain but increase our $250,- 
000-a-year total sales volume more 
than any other one thing.” 
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MUTSCHLER 
DESIGNED KITCHENS 


For Step Saving, 
Convenience and Beauty. 





Cutlery Drawer—One of 
Many Conveniences. 
See Our Beautiful Display. 











Tiny Cutlery Drawer Ad 
Leads to Big Packages 

Cornbelt Lumber Co., Bloomington, 
Ill. has learned that regular place- 
ment of small ads in the local news- 
paper’s TV section leads to big pack- 
age sales. 

One ad promoting cutlery drawers 
in kitchen cabinets produced many in- 
quiries. This led to two packaged kitch- 
en sales of deluxe materials and la- 
bor for $1,200 and a big-ticket $2,- 
400. Plumbing work is subcontracted. 

Later leads developed a wood cabi- 
net sale without appliances, but in- 
cluding labor, of $1,800. A _ later 
kitchen sale totaled $4,200. 

“We've got packaged kitchen sales 
up to the point,” comments salesman 
Edmund Heinz, “that not only will we 
be selling through the traditional win- 
ter months, but all year-round. Farm 
women in particular are becoming 
wood-kitchen conscious.” 


Offers Custom Cabinet for Kitchen Range 
Thompson Lumber Cc., Decatur, Ill. not only offers customers 
complete packaged kitchens, but also stocks a range separately with 


built in wood cabinet. 


“We have this combination for women, who simply want to re- 
place their range,” explains manager Robert Cutts. “It can also be 
sold as an individual cabinet model together with other separate ap- 
pliances for partial kitchen remodeling jobs.” 





Showroom Windows Help Sell 100 Kitchens a Year 


Four complete display kitchens 
(two shown below) in well-illuminated 
40’ window help Rutland Lumber Co., 
Albany, N. Y., clinch sales of about 
100 complete kitchens a year. 


Displays are changed every nine 
months. They feature newest appli- 
ances and other kitchen products and 
show off the firm’s countertop fabri- 
cating techniques. 

| 











NEW 


from Miami-Carey 


A DUCT-FREE 
HOOD THAT 
MAKES SENSE! 


The New Miami-Carey Duct-Free 
Coverange Makes Sense 


to Housewives... 


* ‘Directional Filtering”’—twin filter in- 
takes directly over the range burners for 
greatest air-cleaning efficiency . . . an 
exclusive Miami-Carey feature. 


* Triple filter elements—successive layers 
of heavy-duty aluminum mesh, spun 
fiberglass and fine granules of activated 
charcoal for the most complete elimi- 
nation of odors and grease. 


* Centrally-located exhaust fan—built- 
in work lamp—choice of Coppertone or 
Stainless Steel. 


And it Makes Sense to Dealers 
and Home Builders, Too! 


* Completely pre-assembled, pre-wired 
at the factory—only one electrical outlet 
required. Entire unit in just one package 
for easier handling, more efficient 
storage. 


* Fast, simple installation in less than 
30 minutes! 


The new Miami-Carey DUCT-FREE COVERANGE HOOD will 
make sense—good sense—to you because it’s going to mean 
more sales, profits and satisfied customers for you! Write 
Dept. AH-960 for full details on how to stock, sell and install 
this fine new star of the Miami-Carey Coverange line! 


Miami Casinet Division 
Tue Parip Carey Mrc. Company 
MIpDLETown, Ox10 
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When People Compare, They Buy Quality 

As you walk in the front door of Baumgart Lumber & 
Coal Company’s Bloomington, Ill. showroom, the first 
thing you see is not one—but four—complete kitchen dis- 
plays. 

“However,” remarks manager W. K. “Bill” Baumgart, 
“no one ever buys the metal cabinet kitchen we have on 
display and not many more like the lowest-priced wood 
cabinet outfit either. Low and middle-priced kitchens now 
make up less than 30% of our sales.” 

As prospects look around, Baumgart directs their atten- 
tion to the wood cabinet finish of the top model, its gar- 
bage disposal unit, appliances and ceramic tile backsplash. 

A couple stopped in to look over Baumgart’s kitchen dis- 
play after having priced other models at another store. 
They said about $2,500 was all they wanted to pay. 

“After they heard the pitch on our top quality kitchen 
package,” Bill pointed out, “they ordered the complete 
package. They paid cash on installation—$5,000!” 

Baumgart’s average kitchen package sale runs about 
$4,000 and normally includes ceramic tile backsplash. Fre- 
quently customers will order ceramic tile for all uncov- 
ered kitchen walls too. 

“We sell only the complete package,” says Bill. 


a. 


Bank Display Good Promoter 

Put the display before a logical prospect for financing a 
home improvement was the idea of Stanley C. Jagelski, 
Home of Living Kitchens, Utica, N. Y. This Whitehall 
kitchen dealer erected an impressive display on the main 
business floor of a locai bank to tie-in with the bank’s 
time payment plan for remodeling loans. 
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FAST-SELLING BECAUSE THE LIFETIME BEAUTY IS “BUILT-IN” 


NEVAMAR coheybee KITCHENS 


Nevamar Laminated Plastic Surfaces Inside and Out 
Mean Carefree Living . . . Easy Selling 


NATIONALLY 
ADVERTISED 


Nevamar Carefree Kitchens 
are being pre-sold for you 
with full color pages in 
leading magazines. Tie-in 
sales promotion material 
is provided to every dealer. 


Little wonder that Nevamar Carefree Kitchens are becoming the most talked- 

about kitchens in America! No other kitchen on the market today offers so 

many exclusive features: precision styling, choice of wood-grains or exciting 
House & Garden pastels, all in carefree Nevamar high-pressure plastic laminates. 
A Nevamar Carefree Kitchen puts an end to “KP duty” for the modern housewife. 

A wipe of a sponge keeps it spotlessly clean, inside and out. It’s the one kitchen that 
encounters no customer-resistance . . . your opportunity for faster, profitable sales. 





DEALER FRANCHISES STILL AVAILABLE 


3 Spec pm towne ita There are some areas where the franchise for this line is still open and 
> AESISTANT To ClEARETTE puANS may be secured by progressive dealers. Write for complete information. 


> WITHSTANDS BOWLING WATER 


> DESIGNED FOR LOWS LIFE 
AnD LASTING BEAUTY 











5 oat og . Nevamar KITCHENS, Inc. 


ODENTON, MARYLAND 
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The Kitchen sells the home... 


ong-Bell Kitchen Cabinets 


sell the Kitchen 


For Homes on Quality Hill—New Super Micro- 
seal® process gives Long-Bell’s Natural Wood 
Kitchen Cabinets that hand-rubbed brilliance 
to enhance your finest craftsmanship. 


For High-Profit Long-Bell Kitchen Cabinets can 
be finished to match any decor . . . are delivered 
setup or knocked down. Made of Birch or Rift 
grain fir in 3” modules. 


With Loads of “Convenience Extras”. Special 
condiment cabinets . . . Lazy Susan corner cab- 
inets . . . Mixer cabinets . . . Elevated oven 
cabinets . . . Breakfast bar . . . Utility cabinets 
. .. and many other cabinet “firsts.” 


For Homes in Suburbia—And Long-Bell’s Super 
Satin Surface® needs no additional sanding . . . 
no primer coat . . . saves you up to 75% of the 
completed finishing costs. 


INTERNATIONAL PAPER CO. 


For complete information and prices, contact your local IonG Retr 
Long-Bell representative or, WRITE—WIRE—PHONE 


@®General Plywood Corp. 


DIVISION 
Kansas City, Mo. Longview, Wash. 
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MOLONEY-WELD 


In selling doors 


MOLONEY 


seenn Amen of changing times 


Forget about large inventories or special sizes. Changing times in merchan- 
dising building products has brought about new methods of distribution in 
doors too. 

Moloney is America’s leading manufacturer of aluminum combination doors. 
With eight strategically located factory branches across the nation, Moloney 
can furnish you virtually overnight delivery. 

Each factory branch stocks over three thousand doors and produces special 
sizes on customer order. You can offer your customers faster service with 
America’s most extensive line of quality aluminum combination doors, 





The Self-Storing Door 


SEATTLE, WASH. 
3422 Stoneway Avenue 
Phone: Melrose 3-5441 


ALBIA, IA. 

210 “A” Street 

Box 466, Albia, lowa 
Phone: 554 


DENVER, COLO. 


865 Decatur Street 
Phone: Ke. 4-1741 ADDISON, ILL. 


620 Westgate Drive 
Phone: Kingswood 3-5349 


ST. LOUIS, MO. 
7225 Waterford Drive 
Phone: Victor 3-9775 


DALLAS, TEX. 
1311 Chemical Street 
Phone: Riverside 8-2041 


8 FACTORY BRANCHES 


, AND SALES OFFICES 


The Moloney “‘System” enables you to sell more doors with minimum stock. You have less 
inventory. You can sell more doors at greater profit. 


QUINCY, MASS. 
320 Quincy Avenue 
Phone: President 3-2260 


ALLIANCE, O. 
157 East Prospect St. 
Phone: Talbott 3-8870 


BALTIMORE- 
WASHINGTON 
12607 Columbia Pike 
Phone: Mayfair 2-0200 


money tied-up in 


Over one million Moloney All-Weather Doors installed from New York to California give proof positive of 


superior quality and home owner acceptance. 


America’s oidest manufacturer of aluminum combination doors offers to distributors the only complete line from 


coast-to-coast —Z-Bar, expander, jalousie, self-storing and screen doors. 
Investigate the Moloney System. Contact our regional manager at the branch office nearest 


you. 


Main Factory & General Offices 


THE MOLONEY COMPANY 210 “A” Street, Box 466, Albia, lowa 


MOLONEY-WELD COMPLETELY ELIMINATES CORNER SEPARATION AND SAGGING 
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METAL PRODUCTS 


SPECIALTIES, 


ORNAMENTAL IRON porch railings make a good 
home improvement sales item Thompson-Decatur Lum- 


ber Co. finds. 


Thompson firm. 


FIBERGLASS PLASTIC panels combined with orna- 
mental iron columns generate carport-patio sales for 


Combines Plastics and Iron for Carport and Patio Sales 


CARPORTS BECAME the handyman remodeling rage 


around Decatur, Ill. last spring. 


Do-it-yourselfers were urged on by Thompson Lumber 
Co. It advertised ornamental iron columns and fiberglass- 
nylon plastic panels for carport-patio combination instal- 


lation. 


Ads helped make five $40 materials sales right away. 


Bigger ticket sales continued throughout the summer, 
says manager Robert Cutts, running from $100 on up, av- 


eraging $300. 


Some customers bought ornamental iron railings and 
columns to improve stoops, he noted, 


“although carport- 


patios were the best seller.” 





Fenced Outdoor Fireplace 
Draws Sales for Dealer 


MANAGER JOHN “TOOKIE” KEATHLEY, of the 


Atlas Lumber Co., Las Cruces, N.M. found that 
when he dressed up his yard with an outdoor fire- 
place he had hit upon a good salespuller. 
Striving for decorative effect, Keathley had a 
concrete masonry barbecue set in a masonry wall. 
It not only points out to the home handyman how 
easy it is to construct the fireplace, but suggests 


the advantages of erecting a wall around it too. 
Keathley says he is well pleased with the selling 
job the outdoor barbecue is doing. 





Metal Christmas Trees Turn 
Year-End Fun into Profits 

“YOU'D BE AMAZED at how 
people go for aluminum Christmas 
trees,” remarked president Paul Leach, 
Leach Bros., Inc., Joliet, Ill. lumber 
co™.pany. 

“Last year we got a small stock of 
the trees in on December 10. In two 
weeks we had sold out our inventory 
and customers were clamoring for 
more. 
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“We did no advertising, but people 
driving by would spot the aluminum 
trees, slam on their brakes and back 
up for a better look. They come in 
various sizes from 32’ to 8’ at an av- 
erage selling price then of $48.50.” 

Commenting that the Christmas sea- 
son is one “where everyone is standing 
around anyway,” Leach said the pro- 
ject fits in well. “Last year the sale 
was a colossal success.” 

The day after Thanksgiving this 


year Leach plans to clear the show- 
room and get in a complete stock of 
the trees. They sell for less now. 

“We'll advertise the aluminum items 
and I'll bet we sell out the lot!” he 
said. “It’s a lot of fun for the sales- 
men, making small bets with one an- 
other to see who sells the biggest, 
highest-priced tree. 

“Last year an 8’ deluxe model with 
base went for $140! It’s something 
the dealer can really sell!” 
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New Decorative Item 

New popular specialty item is this 
filigree panel seen displayed at Holt 
Lumber Co., Milwaukee. It comes in 
four sizes and can be used as a dec- 
orative material to give new life to 
doors, as a room divider or on the 
wall. Holt has painted several sec- 
tions in different colors and attached 
them to the wall of the store for an 
effective display. (Write A. L., 59 East 
Monroe St., Chicago 3, Ill., for name 
of supplier.) The panels are three-ply 
birch veneer, ready to paint. 


Railing Specialist Helps 
Promote Metal Items 

EASTERN RETAIL building materials 
dealers have been assisted in selling orna- 
mental metal products for the home by truck- 
load sales promotions staged by Elite Fabri- 
cators, Bel Air, Md. 

This organization sells dealers a truckload 
of its 80% Adijusto-Base iron and 20% 
Homecraft aluminum railings and columns 
valued at $5,000 promotion price. 

Elite’s truckdriver and the firm’s field 
sales representative train retail dealer sales- 
men during a three-day promotion which 
runs concurrently with a large promotion ad. 

Scene at left is at Sawyer’s, Worcester, 
Mass. It was Sawyer’s second year handling 
these ornamental railings and columns and 
was a near sellout. 
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FRED ERB (left), president of Erb-Restrick Lumber Co., Detroit, and R. N. Peters, re- 
gional sales manager of Reynolds architectural and building products market, look 
over Erb-Restrick's Aluminum Center display. 


steadily lose out in a growing mar- 
ket.” 

Previously, Erb-Restrick sold from 
$1,200 to $1,400 in lumber on each 
new house. Now the firm gets as 
much as $1,600 for each set of Lu- 
Re-Co components plus $500 for each 
aluminum “package”—or a total of 
$2,100 for each new house. 

Reynolds is planning a network of 


Aluminum Center Helps Increase 
Unit Sales to Builders 

Erb-Restrick Lumber Co., Detroit, 
has nearly doubled the value of each 
new house materials package to build- 
ers by selling components and aiumi- 
num products under Reynolds Metals 
Company’s new Aluminum Center 
program. 


“Lu-Re-Co components and the to- 
tal aluminum package, as available 
under the Aluminum Center program, 
are the competitive answer to the lum- 
ber dealers’ fight to stay alive,” says 
Fred Erb, president. 

“We know we must build up the 
package we have to offer so that it 
includes all new materials, or we will 
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the one-stop-and-shop Aluminum Cen- 
ters, such as Erb-Restrick’s, across the 
nation to help lumber dealers better 
meet competition and to expand the 
distribution of aluminum building prod- 
ucts. 

Centers are now open in New York 
City, Indianapolis, Philadelphia and 
Atlanta, in addition to Detroit. 
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SPECIALTIES, METAL PRODUCTS 


(begins on page 102) 


NOW YOU CAN HAVE 


Do-lt-Yourself with a Prefab 
Fireplece By MAJESTIC 
© Complete Kis inchidhes hetrth, chermney 
© Requires no faohngs 
© Choice of Birch, Stone. or Wood Paneling 
to blend with yeur decorating shame, 


© lastotied easily by anyone. 
Build Your Fireplace tor Less 
with a MAJESTIC Pretab Fireplace 


Toe sess pacture wee teen a te Riches Bidios conmtence 
b omcles west oF Presper on Blerey Mill 


Your faws and Cowsty tember arg” 


ELEROY LUMBER 
and FUEL CO. 


Fraepert 6D 21618 — ene Bund 19209 











‘ Personalizing Your Ads 
Model Carport Helps Texas Dealer By pocremn, ne re nag 
CARPORTS HAVE MOVED for the Cactus Lumber Co., San pore Eleroy’ (ll. ee oer a 
Angelo, Tex. as the result of this special display adjacent to their Ca é sts Sigs i 
ang oops abst lan (“Nothing d $7.98 pe th” Co. gave added impact to their dis- 
store. Both a time-paymems om othing down, $7.98 per month”) play ad on this product in the Free- 
and installation service is offered. port (lll.) Journal Standard. Name of 
the homeowner was run with the ad. 





6 SQ. FT. OF 
FLOOR SPACE 


It's a sales fact! “ELITE’S" dealers move $1,500.00 of decora- 
tive iron railing a month . . . yet this “Self-Service Display 
Stand" takes just 6 sq. ft. of floor space! Check these reasons 
you, too, should be reaping “ELITE’S" profits. 


@ Year ‘round sales @ For ‘‘Do-It-Yourself’’ 


trade or your own installation @ Free 
sales aids 


No inventory-space problems @ High 
mark-ups @ High Quality Railings & 
Columns That Add Valve and Beauty to 
Any Home. 





No obligation! For prices, 
dealer information, etc. 
Attach Coupon to Your 
Letterhead and Mail Today 





ELITE FABRICATORS, Dept. AL-2 
B+l Air, Maryland 
Gentlemen: Please send me the $1,500.00 per month, sales 
story on Elite ''Adjusto-Ease" Decorative Iron. | am a— 
C} Retail dealer [] Wholesale distributor 
Name a ‘ 


Address atic 
City .. Zone State___. 
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Full-size 4’ X 8’ plywood panels, full-size doors, floor and 
wall coverings, roofing, siding, half-brick panels, moulding, 
carded merchandise, literature and plan books—these and 
other items are being sold from Multiplex Display Wings 
in many showrooms today. Nearly all experienced designers 
of showrooms for building supply dealers include Multiplex 
in their floor plans. 


The basic advantage of Multiplex is its ability to multiply 
your available display space. If you are now using Multiplex 
Wings only on a limited basis, let us show you how other 
dealers get full benefit from this sales-stimulating display 
equipment. Mail the coupon for “case-history” evidence, 
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different items 


in dealer 
showrooms... 


MULTIP LEX DISPLAY FIXTURE CO. 


St. Lovis 1, Missouri 


907-917 North 10th Street ° 
Please send your NEW Display Equipment Catalog and Prices 


ADDRESS 
CITY AND STATE 
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Homeowners can hardly miss seeing these all-metal base- 
ment entrances, installed adjacent to the parking areas of 
the Rock River Lumber Co., Beloit, Wis. and Chaffee 
Brothers Co., Oxford, Mass. The dual-model display is 


Ways to Display Basement Doors 


located in front of the Massachusetts dealer’s store while 


Mosiac Tile for Hobbyists 


Mosaic tile display at Holt Lum- 
ber Co., Milwaukee, is aimed especial- 
ly at the do-it-yourself customer. A 
four-tiered display is filled with sam- 
ple tiles and the necessary accessories. 
The tile display is tied in effectively 
with the filigree panels further des- 
cribed under the specialty items sec- 
tion in this issue. 
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Aluminum Specialties Can Be 
Major Promotion Items 


IN A QUICK, two-day open house 
promotion last May, “Kankakee’s 
Building Center,” H. H. Troup & Co. 
sold 75 combination aluminum doors 
for $19.95 each. 

“Even though it rained both days,” 
comments manager Bill Troup, “we 
had a nice turnout and the aluminum 
doors went like hotcakes. We had a 
large parking lot next to the store, so 
people didn’t get too wet.” 

To make the most of a good thing, 
the Illinois retail building materials 
dealer also included 5’ aluminum step- 
ladders in the sale. Fifty were sold in 
one day at $2.99 each. 

“Cash sales were exceptionally high 
for the promotion,” Troup says. “Folks 
bought a lot of individual small items 
when they were here.” 


GAVANATENAEGEATOAANAUNTEUDELOA LOU AAEL STATOR EARLE ATTA EAE TOOLS 





Service-Way is displayed by the Wisconsin dealer. Builders 
of medium and low-cost homes find a basement door 
entrance an additional sales tool and the replacement mar- 
ket for wood doors is also good. 


Do-it-Yourself Specialty 


Disappearing stairs are an especial- 
ly good do-it-yourself specialty, ac- 
cording to manager Larry Dosemagen, 
located at the Sturtevant, Wis. branch 
of Dardis Lumber & Fuel Co. Dose- 
magen sold about three dozen of these 
units at a cash-andarry “prite’ of 
$18.95 last year. Sales boom especial- 
ly in the fall and winter, a prime 
remodeling season. Dosemagen keeps 
a priced unit set up on his sales floor. 


September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





— 
aR 


lddddddad 


2% Meg my eRe Re im ae yy ay ae Hy ve Bay tg ng 


a 
be 


a ete er 


SCREW-SHANK 
TYPE NAILS 


Hold like a screw, provide 
much greater binding sur- 
face than ordinary nails. 


AMERING TYPE 
NAILS 


Used where holding power, 
permanence and strength 
are of primary importance. 


Som fo et jt Lee fo fate Seth ee fer yoo 


How many of these tight-holding 
nails do you stock? 


A nail isn't a good nail unless it holds. And most carpenters and other 
users know exactly the kind of nail they want for a particular job. That's 
why it will pay you to brush up on your knowledge of nails... and keep 
abreast of what's new. 

Look at the 9 nails shown here. Look at them closely. They’re certuinly 
not ordinary nails. Yet, it is doubtful if you have a single nail customer 
who couldn't use most of them to improve the quailty of his workman- 
ship... and get a stronger, better job in the bargain. 

USS AmerinG and Screw-Shank Nails have approximately 3 to 4 times 
the holding power of ordinary nails. 

Every time you sell a nail that drives straight and fast and holds tight, 
you've either strengthened your hold on a regular customer or made a 
new one. So, offer your trade the line of unquestioned quality—USS 
AMERICAN Nails. For more information, refer to your USS AMERICAN Nail 
Catalog, or get in touch with our representative in your area. American 
Steel & Wire, 614 Superior Ave., N.W., Cleveland 13, Ohio. 


In addition to the nails shown, the Amerinc or Screw-Shank 
features can be applied to most of our standard round wire nails. 
These nails are generally ordered as illustrated but may be ob- 


tained with either feature. 
USS, AMERICAN and AMERING are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & fron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, New York, Distributors Abroad 


inp apne ne fs te te nay emma 4 td dod sone 


oe a ee 


My I 8 By hk Sep 


L. 
. 
= 
es 
| 
a 
& 
= | 
oom 
é 
if 
= 
= 
At 
ae 
} a 
i 
= 
~ 
- 
= 
= 
i | 
aehr 
— | 
i 
i 
i 
= 
= 
m7 
a 
= 
| 
= 
| 
7 
= 
a 
vm 
i 
= 
se 
» 
+ 
= 


September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER Circle No. 36 on Handy Cover Card 





SPECIA 


LTIES, METAL PRODUCTS (begins on page 102) 


Tuan Uti BU MLC M eT TTT 





Builds Sales-Winning Display 


FIBERGLASS PANELS nailed in 
an upright position to attract attention 
of passers-by on a heavily traveled 
street facing Bluff City Lumber Co., 
Pine Bluff, Ark., pulled two patio 
sales immediately. 

“In one month’s time, the display 
had racked up sales amounting to over 
$500 and brought us numerous ‘hot’ 
leads for other home modernization 
jobs,” says Mrs. Edna B. Roddy, own- 
er-president. 

Customers are using them as room 
dividers and fencing. 


UNEP EOATDNNAT ETT 


Sales Aid For 
Masonry Anchors 


Showing the product board (above) 
often suggests other masonry anchor- 
ing devices the customer hadn’t thought 
of, Dick Creed, Creed Brothers, Peek- 
skill, N. Y., found. 

Creed points to a selector chart to 
help him give his customer the right 
anchoring product in less time. Re- 
sults? Bigger orders. More orders each 
working day. 

Creed Brothers distribute for the 
manufacturer, who provided the sales 
aid. 


HVUCEY PALA APUAAEY REDD NTA ERAO EGA NEAT 


Aluminum Awnings and Iron Columns ¢ Good Team 


KEN DEVLIN, Baumgart Lumber & Coal Co., Bloomington, Ill. salesman, © 
says aluminum awnings and ornamental iron columns are “tops” as enclosures for — 
home or trailer porches. He’s proved it by selling them. 


“I sold more awnings in May and June of this year than in the preced © 
ing two years put together,” Devlin said. “Tying ornamental iron columns in with | 
them as supports produced an average materials and labor package sale of 3500." 


Devlin indicated that people aren’t worried about price this year. 


“If they like what you show them, then compare it in quality with some 
other brand, they'll usually take the better item,” he maintained. “I just sold a 
10’ x 30’ trailer porch enclosure for $975. The customer paid cash on job comple- 
tion. There has been a noticeable increase in sales of aluminum products this 
year,” he added. 


Sells 58 Wood Shutters in 2 Months 


SMALL WOOD SHUTTER display just inside the front 
entrance to Lyon Lumber Co., Decatur, Ill., produced 
good results in two short months, according to manager Er- 
vin Svendsen. The average sale is $21. ‘ 

“Generally people have in the back of their minds they 
intend to get wood shutters ‘soon,’ ” states Svendsen. “But 
they come into the store for something else. 

“On their way out they see this shutter display with the 
$1.79 per panel price marked atop each set—or whatever 
the price may be—they pause and look, then buy.” 
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LOUVERED DOORS 
AND PANELS 


A sales drive on these smart, 
stylish, modern swinging 
cafe, salon or standard doors 
will produce fine profits—also 
identify you with the latest 
in decor. May be installed 
with hinges, bi-fold, multi- 
fold or by-passing hardware. 
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Send for complete selling information and prices on file 
size card. Valuable sales aid. Free. Address Dept. A—5 


Other Profitable WALTZINGER Lines To Sell: 
Cafe and Salon Doors 

Shoji Panels Bi-fold Doors 
Shoji Screens Aluminum Railings 
Shoji Doors Alumi Col 

















Interior Adjustable 
Shutters 

Louvered Screens 

Louvered Room Dividers 


FREE LITERATURE... 





Write for it! 








Your Dependable Source Of Supply 


W ALTZINGER. INC 


+3} Manufacturers and Distributors 


00 S$. Western Ave M 
27-26 Leslie St, DALLAS 7 
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NEW propuct 
PASSES 8,000,000 
IN SALES 


ACCEPTANCE and QUALITY 
PROVEN in ONLY THREE YEARS 











HOLLOW WALL ANCHORS 


The preferred product by 
contractors and “do-it-your- 
selfers.” 


WHEN BUILDERS ASK YOU FOR 
vane SAVING PRODUCTS, TURN TO... 


kewanee 


keosidentiol, Grirnrior STEEL DOOR FRAMES 





| 


| 


PLASTERITE UNIVERSAL “KWIK-FIT” 
INSTALLS BEFORE PLASTERING SNAPS OVER DRYWALL 
(Made under U.S Pat. Nos. 2,660,272; 2,835,933 and Conadien Pet. No, 563,915.) 

ALSO NEW: all-welded MASONRY DOOR FRAME 


SLIDER 








For HOLLOW 
FLUSH DOORS 


ALSO 
RANCH AND 
BLOCK "BUCK" 
WINDOWS ... 








Specify No. 4SS 





OTHER PRODUCTS for your 
PROFIT: 
“DHD” Diamond Hammer Drive, 
> Nail Type Anchors 
| Diamond Red Seal Calking Anchors 
} Diamond “Multi-Size"’ Wood Screw 
Anchors 
Diamond “SPRING” Toggle Bolts 


WRITE FOR SAMPLE packed in DIAMOND “P” Lag Screw Ex- 
pansion Shields 


impulse- buying NEW BLISTER PACK “ol : 
mae GE" Per Masonry 
Ask your Distributor. Drills spas 
Garwood, N. J. 


DIAMOND EXPANSION BOLT CO., Inc. 
Circle No. 77 on Handy Cover Card 





CASEMENT HOPPER VENT “BUCK" DOOR FRAMES 


OTHER KEWANEE QUALITY PRODUCTS 
@ Utility Windows 





@ Clean-Out Doors 
@ Ash Dumps @ Basement Coal Chutes 
@ Commercial Windows @ Steel Mortar Boxes, 

@ Lintels etc. 


Write for Literature 
hewanee Aaagatiny (2 


960 WRIGHT AVE. ¢ KEWANEE, ILLINOIS 
Circle No. 78 on Handy Cover Card 
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Alcoa 
Announces 
Versatile 


NEW 
Aluminum 


COLOR 
Panels 


Profit from new trends in leisure living . . . new de- 
signs in farm and commercial construction . . . by 
providing customers with convenient, economical 
ways to surround homes with beauty, protect farm 
profits, attract prospects! 


And now ... add the sales appeal of seven excit- 
ing new colors developed especially for Alcoa. You 
can do it with the stylish, durable new Alcoa* 
Colorib Panels now being made by Alcoa. Ideal for 
carports, patios, swimming pool fences, marinas, 
fences, store fronts, roofing, siding, barns, sheds 
and many other uses! 

*Trademarks of Aluminum Company of America 


Profit from the Sales Advantages 
of Alcoa Colorib Panels 


¢ Seven Colors to Choose from — Seven exciting 
shades have been especially developed for Alcoa. 

© Colors Cost Less than Painting—Actual added cost 
for Alcoa Colorib Panels is less than customers’ 
cost of painting bare metal. 

* Accessories in Matching Colors—Split ridge cap 
assures tight fit—side-wall flashing and starter 
strip—end-wall and gambrel flashing. 

* Baked Enamel Finish—Tough finish keeps its glow- 
ing beauty for years. 

* Bonderized—Makes finish grip the metal tightly. 

© Heat Reflective—Sun bounces right off light colors. 
Interiors of barns, poultry houses, shelters are 
up to 15 degrees cooler in summer. 

¢ High Strength—Specially engineered rib construc- 
tion withstands the heaviest snowfalls and winds 
of hurricane force. Customers save on repairs 
and replacements! 

¢ Diamond Embossed for Extra Beauty—Alcoa nails 
in matching colors have same handsome pattern. 

e Stock Sizes—Easy to inventory, easy to sell. 8-, 10-, 
12-ft lengths. Four-foot coverage, 51-in. width. 

e Economical—Budget priced initially, Alcoa Alu- 
minum Colorib Panels last longer and stay virtu- 
ally maintenance-free for life. 

e Easy to Install—New Alcoa Colorib Panels are easy 

to work with. Customers need only tin snips, scor- 

ing knife and a hammer. Lightweight, easy-to- 
handle panels save in erection costs. 


Alcoa Is Telling Millions About Colorib Panels... 

In Popular Mechanics, B H & G’s Home Improvement 
Ideas, Living’s Guide to Home Remodeling, Home Mod- 
ernizing, Successful Farming, Progressive Farmer... 
and on network TV. They’ll also see a new folder that 
explains the versatility of this new product—made only 
by Alcoa—by showing how and where to use it. Be sure 
you’re ready for this new business. Write for complete 
information and free folders. 


ALCOA, 


COLORIB 
PANELS = 





1884-W Alcoa Building 


Aluminum Company of America 
Pittsburgh 19, Pa. 























Yes! Send me free fulii-color idea folder and free appli- 
cation instruction manual, plus information on where 
and how to buy new Alcoa Colorib Panels. 


Name 


Firm Name 


Address 











For Commercial Applications For “Do-It-Yourselfers” 
Circle No. 79 on Handy Cover Card 


City 





SPECIALTIES & METAL PRODUCTS (begins on page 102) 


PAC 98 Ferd as 
AGE DcacowI7e oa 


“FRANTZ 


. 


Complete Service, Many Styles Sell Garage Doors 


By offering an installation service, a complete range of 
sizes and styles and a strong promotion program, Marling 
Lumber Co., Janesville, Wis., sells around 200 garage 
doors each year. They plan on keeping 75-100 doors con- 
stantly in inventory. 

The 9’x7’ size is now the most popular because the size 
of most cars is increasing, says store manager Palmer Gil- 
bertson. The plastic four-section door has become increas- 
ingly popular because it is lightweight and maintenance- 
ree. 

The ranch style seems to be the most popular for ranch- 


style homes and the small panel design for older houses, 
finds Gilbertson. 


Besides a full-size model plastic door available for 
demonstration, other selling aids are newspaper and radio 
advertising and in-store point-of-sale aids. 


Although most garage doors are sold to do-it-yourself 
customers, Marling Lumber does sub-contract installation 
service by customer request. In addition, Marling Lumber 
offers a rafter-cutting service for garage prospects. Elec- 
tronic garage door openers are a plus sale in many cases. 





Fiberglass Panel Fence Leads to Many Sales 


fiberglass mat and polyester resins 
under heat and pressure into perma- 
nent sheets. The material is in demand 
for decorative, structural, daylighting, 
skylighting and sidelighting offices, 
plants, lobbies and signs. 

“This fence is like a salesman on 
duty 24 hours a day,” Hershum points 
out. “At night we backlight the trans- 
lucent panels, making a display as 
colorful as a neon sign.” 

As shown above, designs are incor- 
porated in the fence. Flat, ridged and 
corrugated panels in white, sand, rose, 


A large, colorful backlighted trans- 
lucent fiberglass panel fence installed 
alongside the Euclid Lumber Co. store 
in San Diego sells the panels before 
customers actually enter the show- 
room. 
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“The fence is doing a fine job at- 
tracting attention of passing motor- 
ists,” says manager Herman Hershum. 
“At the same time it gives them ideas 
on how to use the material.” 

Panels are formed by combining 


green and yellow are used to show 
the wide selection of panels available. 

“Since we installed this fence four 
months ago,” Hershum notes, “fiber- 
glass panel sales have increased and 
we get many inquiries on it.” 
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FAST SERVICE ON YOUR ORDERS FOR 
MILCOR STEEL ACCESS DOORS! 


A wide selection always ready for 
immediate shipment 


Most complete line. Four types — standard sizes from 
8” x 8” to 24” x 36”. Special and custom sizes also available. 
In demand! Every home needs at least one — larger 
buildings often need hundreds. 

Quality you can stand behind. Heavy-gauge steel — 
can’t warp, crack, shrink, swell, rot, or burn — yet cost less 
installed than doors made of wood. 

Fast shipment. Quickly supplied from stocks carried at 
your nearby Milcor warehouse. 

Include steel access doors on your next order to Milcor. 

By combining LCL shipments of several Milcor items into one 
load, you save money and earn extra profits. 

Write the nearest branch for price list. 


‘Member of the <> Steet Family 


INLAND STEEL PRODUCTS COMPANY bet. |, 4029 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN 

















STYLE “‘K’’. Wings of 
expanded metal pro- 
vide strong plaster 
bond and reinforce- 
ment around perimeter 
of door. 


STYLE “L” for plas- 
tered walls. Without 
expansion wings. 


NEW! STYLE “B” 

Concealed installation 
in acoustical plaster. 
Metal Lath welded to 
recessed door panel 
—all edges protected 
by Milcor Casing Bead. 


STYLE “A” 
for acoustical tile. 


WAREHOUSES: BALTIMORE, BUFFALO, CHICAGO, CINCINNATI, CLEVELAND, BETROIT, KANSAS CITY, LOS ANGELES, MILWAUKEE, ST. LOUIS. 
SALES OFFICES: ATLANTA, DALLAS, DENVER, NEW ORLEANS, NEW YORK, ST. PAUL, SAN FRANCISCO, 
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ROOFING, SIDING, INSULATION 


Installation Service for Blown 
insulation by Lumberyard 

Believing that most homes built 
within the last 10 years are insuffici- 
ently insulated, Street Lumber Corp. 
has gone out after this home improve- 
ment market. The South Hadley Falls, 
Mass. dealer not only advertises con- 
sistently on this theme, but prominent- 
ly displays insulation materials. 

Featuring both fill and blanket in- 
sulation, particularly during spring and 
fall promotions, the firm devotes a 
great deal of window space for this 
display. An installation machine is also 
used to help make store sales—when 
it is not out on rental. 


And Accessories 


Carnival-Sale Display 
Nets 700 Prospects 

This booth, erected by Hayward 
Roofing Co., Hayward, Calif., in con- 
nection with a carnival-sale by a local 
nursery, netted 700 prospects for roof- 
ing inspection. 

Signs offer free do-it-yourself plans 
and registry for free roof check. Roof- 
ing samples hand down either side of 
booth. 

Sales ran about one in every four 
leads followed up. 
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GUTTER and DOWNSPOUT 


Replace now! Complete line of ““K” gutter 
round gutter fittings and accessories in stock 


cnr ior” SB39 


LENGTH. 
ELBOWS 46‘ 
DOWNSPOUTS — Round con $s] 62 


3 in. round 
ductor, 3 in.—10 ft. length 


RON RAILINGS 


y and beauty. A few tonis 
are all y« 





‘Osi sale 


NO WELDING. jusi 
bolt ut. Adjusts to 








Display, Ads Give Metal Products Good Push 


Metal products are tied together by customer. In addition to full-size sam- 


store display and advertising at Capi- 
tol Lumber Co., Milwaukee. The wall 
display of galvanized rain gutters and 
fittings includes louvers and metal 
arches and all the accessories, identi- 
fied, that are needed for the complete 
job. 

The ornamental iron display, found 
just inside the exit door to the yard, 
is aimed toward the do-it-yourself 


ples of railings and posts, the display 
includes accessories like flower pots, 
and end scrolls. Literature advises cus- 
tomers: “Simply measure, saw to size 
and mount.” Complete details are 
available in literature rack, 

Display includes actual photographs 
of jobs which have used do-it-yourself 
ornamental iron. 














MOME SYviinc 
WITH 4 Coton « 


Trains Truck Drivers to Sell Roofing 

Sturgeon Bay (Wis.) Lumber Co. 
found the way to pick up roofing 
sales was to forget “penny-pricing” 
and train truck drivers as competent 
roofing salesmen. 

Selling a complete job on merits of 
fine products and expert workman- 
ship for both roofing and siding has 
taken “the headaches” out of business 
for the firm. 

Point-of-sale display inside the store 
(pictured at left) permits easy change 
of color samples, has raised roofing 
volume on asphalt shingles, made 
Sturgeon Bay one of the largest in 


this kind of work in the area. Volkswagen Carries Men and 


Insulation for Home Jobs 

_ Newest wrinkle in insulation de- 
livery that doubles as a sales device 
for Reflective Distributors, Chicago, is 
this Volkswagen. 
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After a sale is made, Art Weir, 
owner, tape records comments of 
satisfied customers. He broadcasts 
these testimonials over a local radio 
station. 

He says the sincerity and enthusiasm 
of these amateur commercials elicits 
unusually high listener response, helps 
get new prospects. 


Slides, Tape Recorder 
Help Seil Roofing 


Rock River Roofing Co., Sterling, 
Ill., has found that showing prospects 


“before” and‘ ‘after” three-dimensional 
color slides clinches re-siding sales. 

The variety of slides permits a sales 
pitch to each prospect’s taste in color 
and design. 





Cut installation time 


= 


DELI 


COMPLETE 
PRE-ASSEMBLED 





12-PAGE 
TRUSS 


REPRINT 


Ain half! 


SET 


Includes aluminum jamb 
cover, steel flocked spring 


Now available is a special 12- 
page reprint discussing all phases 
of truss fabrication for residen- 


balances, spring covers. 
COVERS RIVETED 
PERMANENTLY. 


One piece for each side of double 
hung window! Just fasten the sash 

and the job is done. Installation 
time is half! Speeds window produc- 
tion, too! Increases profits! Complete 
range of sizes for all frame openings! 


Gives silent dependable 
operation plus tightest 
possible seal. Check with 


us today for prices. 


SEND FOR THIS 
FREE 
CATALOG 
CENTRAL METAL 


4343 N. WESTERN AVENUE ° nm 
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STRIP CO. 


tial construction. 


AND 


WEATHERSTRIP 
\ SASH BALANCE 


Titled “Truss Making Makes 
Sense,” this reprint is the most 
complete, most up-to-date job of 
reporting available on the sub- 
ject. 


Single copies 25¢ 


y order 





must P 





QUANTITY PRICES ON REQUESY 





AMERICAN LUMBERMAN 
59 E. Monroe St., 
Chicago 3, Ill. 


« JUniper 8-8036 
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ZONOLITE® 
INSULATION NEWS 





* 
Extra 














SPECIAL ISSUE 


FALL, 1960 








REINSULATE with 


... SAVE UP TO 20 TO 30% 
ON FUEL BILLS 





THERE'S A 


neat Unie? 


N YOUR ATTIC robbing you 


ig 


ZONOLITE. 


of fuel dollars 


damage by eden, mature aecoy 


Pour Zonolite Over Old 
Worn Out Insulation 


It's amazingly easy! Just pour Zonolite be- 
tween joists as pictured, level it and leave 
it. Do it yourself in an afternoon or less and 

i, you'll never need to do it again. Zonolite is 
rotproof, verminproof and fireproof... won't 
ever shrink, settle or deteriorate ... full insu 
lating efficiency guaranteed for the life of 
your home. 

You not only cut heating costs up to 20%, 
30% or more, but your home was never be. 
fore so snug and cozy. So why not Zonolite 
your attic right now and get all the comfort 
you pay for noxt winter? Cet a free estimate 
from your lumber or building supply dealer 


TOMOLITE COMPANY DEFT 00.00 
135 South bo Selle $., Chicago 3, ltinais 


Pleane send free booklet H1-110 “Home Owners Guide 
to Insulation.” 























DRAMA-PACKED AD STARTS NEW SERIES 
ON HIGHLY PROFITABLE RE-INSULATION THEME 


ZONOLITE ’60 
FALL CAMPAIGN 
GOES INTO HIGH! 


“Heat Thief” Found Guilty of Robbing 
Home-Owners; Zonolite Spearheads Big 
Crusade to Drive “‘Thief” from Attics! 


| “Stop that 
heat thief 
» with ZONO- 
| LITE’’ is 
the goal of 
the mam- 

moth 1960 
>» Re-insula- 
meee tion Fall 

THE THIEF Campaign 
announced today by Zonolite 
officials. 

The heat thief has been 
identified as shrinking, 
settled, worn-out insulation. 
It has been detected in 
attics throughout the U.S. 
and Canada. 

Chief clues are insufficient 
thickness; voids or leaks 
caused by improper instal- 
lation; and settlement or 
shrinking. 


To apprehend the furtive 
thief, Zonolite will call on 
powerful resources—a 
dynamic national ad cam- 
paign in 16 publications 
stressing the need for ade- 
quate insulation; powerful 
point-of-purchase display 
material and new dealer 
sales tools for newspaper, 
radio, TV and direct mail. 

Ideally suited to pour 
over faulty insulation, 
Zonolite Insulating Fill 
plugs leaks along joists and 
under eaves, brings insula- 
tion up to proper thickness 
—routs the heat thief in 
your customer’s attic. 

Recommend Zonolite 
Insulating Fill this fall and 
winter to re-insulate the 
attics in your area. 





SATURDAY EVENING POST 
AGAIN SPEARHEADS 


ZONOLITE 


America’s premier 
weekly magazine, the Satur- 
day Evening Post, has been 
selected to lead off Zonolite’s 
Annual Fall Campaign. 
With more than 6,500,000 
circulation and over 
23,547,000 readers weekly, 
the Post is the ideal choice 
for this assignment. 

The page ad above, 
scheduled for the October 1 
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AD DRIVE 


issue, will be followed by 
ads in more than 15 other 
national publications, all on 
the re-insulation theme. 
Helping carry the story 
toconsumers are BETTER 
HOMES & GARDENS, 
AMERICAN HOME, 
NEW HOMES GUIDE, 
POPULAR MECHANICS, 
SUCCESSFUL FARM- 
ING, and many others. 





TARGET IS BIG 
DO-IT-YOURSELF 
MARKET 


Easiest insulation to 
install, Zenolite Insulating 
Fill fits perfectly into the 
vast do-it-yourself market, 
accounting for millions of 
dollars annual revenue for 
progressive dealers. 

With its companion prod- 
ucts, Zonolite Masonry 
Fill and Glass Fiber Insula- 
tion, it gives dealers a single 
brand, heavily promoted, 
that serves every customer 
need in insulation. 
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NEW DEALER AIDS 
NOW READY 


A complete merchandis- 
ing kit to let dealers cash in 
on the power-packed re-in- 
sulation theme is now ready 
for dealers. It includes all 
necessary items to increase 
profit and turnover on the 
three big Zonolite Insu- 
lating Products. 

To get your Fall Dealer 
Promotion Kit, simply write: 


ZONOLITE COMPANY 
DEPT. AL-90 
135 S. LaSalle St., Chicago 3, Il. 
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ROOF INSPECTOR Glynn Salley finds 
firm’s name on his pickup truck acts as 
a good door opener with homeowners. 


WALL DISPLAY of J-M and Certain-teed 
roofing in store offers available colors in 
the two lines, explains Carl P. Schneider, 
manager, roofing department. 


HUGPHUENAYI YOY NH DONNA INRA AU ET YNMSU ENAMEL EMUO SAN! EPMA UNGAR ESE 


Application Service Builds Roofing Volume 


J. R. Grobmyer, partner and gen- 
eral manager of the J. R. Grobmyer 
Lumber Co., Little Rock, Ark., credits 
his yard’s success in roofing sales to 
having its own dependable applicating 
crews. 

Good workmanship, plus his close 
supervision of the work over the 
years, has resulted in such a good 
reputation for Grobmyer roofing jobs 
that much of the business comes 
from good word-of-mouth advertising 
among satisfied customers. The busi- 
ness was founded by his father, who 
began selling roofing 34 years ago. 

Re-roofing jobs account for 90% of 
the roofing work; 10% is new con- 
struction. Buyers have a choice of 
Johns-Manville and Certain-teed roof- 
ing materials; others, when requested. 
The firm maintains an inventory of 
three to four carloads of roofing. 


“Our application department ac- 
counts for a yearly roofing volume of 
$200,000,” says Grobmyer. His res- 


118 


idential sales have been steadily in- 
creasing this past year. This year, they 
will amount to $50,000. Gross sales 
of built-up roofing for industrial and 
commercial buildings this year will 
total $150,000. The average re-roof- 
ing residential sale amounts to $300, 
Grobmyer finds. 

The firm’s roofing department is 
managed by Carl P. Schneider. He is 
assisted by two outside roofing sales- 
men, 10 full-time mechanics and one 
trouble-shooter, who’s expert in find- 
ing leaks and making temporary re- 
pairs. Both Schneider and his trouble- 
shooter, Glynn Salley, have been with 
the firm for 14 years. Regular news- 
paper display ads also help to promote 
roofing sales. 

J. R. Grobmyer Lumber’s roofing 
mechanics are busy the year ‘round. 
Right now they are a month behind 
with their roofing jobs. 

“We subcontract outside sheet metal 
work on new construction only,” 
Schneider states. 


Whenever a customer calls the store 
and asks about his job, Schneider ex- 
plains his roofers are doing their best 
to catch up on all orders and that 
they'll be out to his place as soon as 
possible. 

“It’s good business to tell a cus- 
tomer the reason for a delay,” says 
Schneider. 

In making a sale, Schneider always 
quotes a price for the entire roof 
rather than a price per square ap- 
plied. He gives a 10-year guarantee on 
each roofing job. 

Two financing plans ‘are available 
to his roofing customers: 1. FHA 
Title I; and 2. Cash on completion or 
in 90 days. 

Schneider checks on each job as it 
progresses and always checks on cus- 
tomer satisfaction as soon as a job is 
completed. 

“Our customers also like the idea of 
our roofers cleaning up the grounds 
when they are finished.” 
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Nodkt- Nok2- but 
HIGH-IN-DEMAND 
FEATURES 


Give you faster turnover 


1. Classic Beauty 2. Traditional Charm 


3. Durable Anodized Finish 


Nothing so effectively or economically individualizes 
any type home — from a showplace to a modest low- 
cost sub-division house — as Sterling Factories Alumi- 
num Products. Nor, because of its super anodizing 
treatment, so happily retains a lasting showroom 
beauty in spite of climate or weather conditions. 


RAILINGS for porch, stoop, and steps — designed and pro- 
duced in easy, quick assembly units and installations. Un- 
matched in charm, beauty, safety, and the economy that comes 
with long years of like-new service. 


COLUMNS that add character, dignity and distinction to 
any installation. Extra strong, beautifully designed. Corner or 
flat styles in several patterns — all super anodized. 


GRILLES in the widest variety of graceful, practical de- 
signs, fabricated from prime aluminum, and super anodized 
for maximum protection from outdoor exposure 


AWNING BRACKETS, of aluminum, in a broad range 
of styles and sizes to fit doorways and windows. Easy to 
install, rust free. 

For eye-appeal, buy-appeal, and high profits, feature the Sterling 


Factories line — write Dept. AL for complete catalog and prices 
on all Sterling Factories Aluminum Products. 


es 


Ling: lacleries 
2620-40 CHERRY ST., ERIE, PA. 
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“Love the luster of ~\ 
our Craftwall. I’m glad 
we didn’t fail for 
‘bargain’ paneling.” 7 


~ 


"4 


~~ 


~ 


Roddis 
CRAFTWALL 


genuine wood paneling is “forever” 
Its beauty is guaranteed for the life of the home 


The difference in cost is only “‘pennies’’ a year! All wood 
paneling is not alike! Dealers know that. And so will your 
customers when they see this Craftwall advertisement in 
Better Homes and Gardens. It helps point up the superiority 
of this famous wood paneling. Superiority that assures cus- 
tomer satisfaction, as it builds profits and good will for you. 
Craftwall’s special beauty and authentic hand-rubbed 
look are protected by an exclusive Roddis finish for maxi- 
mum durability. That’s why Craftwall resists scuffs, stains 
and dirt .. . never needs waxing. 

All 9 Craftwall woods will keep their original beauty for 

. the lifetime of your customer’s home. Roddis guarantees 
that, in writing! Send coupon for free Dealers’ Craftwall File. 


Roddis Plywood Corp., Dept. Al-960, Marshfield, Wisconsin = 


Rodis == 


Fact F 


does : 
wonderful things : 
with wood 
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FALL MERCHANDISING ISSUE 


PAINT & ACCESSORIES 


Machines Make Color Mixing Fast, Accurate 


Paint inventory was reduced from 
$75,000 to $20,000 and sales jumped 
300% in less than four years when 
the Hope Lumber Co., Tulsa, Okla., 
installed two colormeter paint mixing 
machines and started promoting a do- 
it-yourself paint and interior decorat- 
ing program. 

“It not only gave us more needed 
space for other merchandise,” says 
young paint department manager, Phil 
Slankard, “but it increased our color 
potential to 5,000 shades, cut down on 
labor costs and eliminated several 
hours weekly in shelving and checking 


time.” The colormeter system comes 
from DuPont. 

By cutting down on their inventory, 
Hope made it possible to achieve a 
turnover of paint stock every 90 days. 

“And if you don’t think this is a 
selling point,” declares Hope’s vice- 
president Walter R. Kelly, “you should 
hear how some of our professional 
painters brag about the factory-fresh 
stock they always ge® here.” 

Hope Lumber started its new paint 
campaign four years ago by buying 
two colormeter paint mixers for $600 
each. 


New Material Gives Furring 

Strips, Sills to Masonry 
Meadowbrook Lumber, Bellmore, 

N.Y., has demonstrated how to glue 





Far Comet Fin & Patching 


@ The Perfect Topping For 
Poured Concrete Slabs 


@ ideal Fer Repairing: 

Floors @ Steps 

Ramps © Swimming Pools 
And AN Other Concrete Surtaces 
BONDS TO CONCRETE, STEEL, GLASS 
BLOCK AND ALL OTHER STRUCTUR- 


ALLY SOUND SURFACES 
nections 0 evince o/ieue dea wan 


en undarinymen’ on 
Wwst ADD WATER — MIX—AND TROWELI 
Won't Crack, Peel, Brittle or Shole 


KENMORE BUILDERS SUPPLY 


= 3100 








Brand Image Advertising 

Kenmore Builders Supply Co., 
Inc., Buffalo, believes you should pick 
the right time and place for your ad- 
vertising and say enough to tell your 
story. That’s how it promoted self- 
bonding concrete dry mix. 

“We were always satisfied with tne 
results of our weekday ads in daily 
newspapers,” comments  vice-presi- 
dent Al Edwards. “But we were 
amazed at the increased volume of 
sales when we switched from just a 
product listing to a description of 
uses and brand image and then chose 
the Sunday real estate section! 

“This new ad helped move more 
concrete dry mix in six weeks than we 
had previously sold in six months!” 


furring strips and partition sills to 
masonry surfaces. 

Miracle Adhesive and Anchors was 
dramatized by manager Vincent Fazio, 
shown left, and a contractor by lifting 
a 20 Ib. concrete block by a furring 
strip which had been attached with 
two anchors bonded 12” apart. 

“This eliminates the backbreaking 
job of drilling holes in foundations,” 
says Fazio. “Customers can easily at- 
tach furring strips to hold wall panels 
and transform drab cellars into color- 
ful game rooms.” 

He noted that the adhesive and 
anchor kit “is a leader” that brings 
with it plus business in lumber, wall- 
board and paint. 
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Bold New Color Schemes mean 
INSTANT RECOGNITION for YOU! 


The bold new colors and distinctive design of these Spencer Kellogg Linseed Oil cans were 
designed for you—to assure quick, positive identification. The reversed color schemes 
relieve you of time-consuming guesswork. And you get these 6 important benefits as well. 


The “12-Pack” in both quarts and 100% Pure Raw Linseed Oil... best 
pints, means smaller inventory, faster where Raw is required. A must when 
turn-over. prescribed by veterinarians. 

New package design PLUS reverse Nationwide distribution wherever you 
color scheme gives you better sheif are. 

appearance, easier identification. 


Guaranteed to meet all Federal Speci- Quality sales aids at no cost to you. 
fications for Linseed Oil. 


Buffalo 


SPENCER KELLOGG AND SONS, INC. 
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PAINT & ACCESSORIES 


Concentrates Paint in One Area 

Paint and paint sundries have been 
concentrated on one side of the store 
with excellent success, according to 
manager Palmer Gilbertson, Marling 
Lumber Co., Janesville, Wis. 

Besides a paint mixing machine for 
fast custom color work, the paint de- 
partment includes a big island of paint 


(begins on page 120) 


Pe aeicuren 
7 eg Mien your wom 


Dutile same Cit! 


sundries—contact cement, water putty, 
glazing compound, shellac, turpentine, 
glue, patching plaster, etc. 

An entire separate display, right, is 
devoted to paint rollers and acces- 
sories—paint trays, corner rollers, edge 
rollers, trim rollers, threaded exten- 
sion poles, etc. Islands are clearly 
labeled and items price-marked. 


WOOD. STAIN 


Handymen Turning To Stains 

“Wood stains have been our top 
seller in the paint line this year,” com- 
mented salesman Ken Devlin, Baum- 
gart Lumber & Coal Co., Blooming- 
ton, Il. 

“With new stains, handymen don’t 
have to use sealer or prime. Two 
operations are eliminated. So now they 
use it on lots of remodeling jobs— 
everything from soffits, kitchen cab- 
inets or furniture to unfinished panel- 
ing. Our sales last June went up 50% 
over the same period last year.” 
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Designed for use by Dealers and 
Contractors, this new illustrated publication 
lists the entire range of Carborundum's 
abrasive products tor heavy and light 
consti. f Also Avsigere: is valuable 


THE CARBORUNDUM COMPANY 
P.O. Box 447, Dept. A, Niagara Falls, N.Y. 


Gentlemen: 


| would like a copy of “Abrasive Products 


for the Construction Trades” 


Name 








Company 
Address__ 





"Rae ee 





City Zone 
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Saves Space! 
Shows Full Line! 
Speeds Turnover! 


SEAL UP mals SAE 


% P 
Per = 


This rack FREE with order of: 


20 DAP Cartridges, White (2 cases) 
20 Rely-On Cartridges, White (2 cases) 


24 Half Pints, 24 Pints and 6 Quarts of DAP Vinyl 
Paste Spackling (3 cases) 


36 1 Ib., and 12 5 Ib. Cans of DAP #33 Glazing Com- 
pound (2 cases) 


20 Tubes of DAP Kwik-Seal in Display Case (2 cases) 
10 DAP Caulking Tubes in Display Case (1 case) 

40 Rolls of 18 ft. and 16 Rolls of 90 ft. Rope Caulk in 

Dispenser Display Case (2 cases) 3 

The colorful new DAP Rack display keeps the full- 
profit, full DAP line in a convenient all-in-one 
“Seal up & Save” department. It’s a natural for your 
paint department, too, Saves space. Takes only 2% 
square feet of floor space and assembles in minutes. 


Speeds turnover, too. This year, more than 45 million 
people will see, and be pre-sold by DAP advertis- 
ing in leading national magazines. Don’t miss DAP 
sales. Use the DAP Rack to keep the full DAP line 
stocked and ready to sell at all times, Easy way to 
increase impulse sales... easy way to multiply 
sales per customer, 


Call your DAP wholesaler, or use the coupon (be- 
low) to order your DAP Rack display today. You'll 
be surprised at how soon you'll be telling your 
salesman to “fill ’er up.” 


DAP inc., General Offices: Dayton 31, Ohio 


Ptpeaterter eli lle. ', <o- me pg a 
the name of my nearest DAP wholesaler. 


NAME 








® 





DAP Nationally advertised in: 
The Saturday Evening Post, Sunset, Popular Mechanics, 
Mechanix Illustrated, Family Handyman, 
and other leading magazines. 
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Lower Island Displays, Samples on 


DETROIT, MICH. 

AN QUALITY HARDWARE 

and tools be sold on a volume 
basis in big supermarkets? 

For many years, president Harry 
Smith of Mohawk Lumber & Supply 
Co., which has five consumer super- 
marts in Detroit and its suburbs, be- 
lieved that the mass market demanded 
only low-end price hardware. 

But after more than a year of mer- 
chandising the Stanley brand, adher- 
ing to the manufacturer’s established 
retail prices, Smith has changed his 
mind. 

More than a half-million dollars in 
Stanley hardware and tools is sold 
annually by the Mohawk company. 

“Of course we still sell other hard- 


ware, including imports,” Smith said. 
“But we now are sure that the do-it- 
yourself consumer will buy a quality 
line such as Stanley, if it’s properly 
displayed and labeled.” 

Best-sellers. Under the Stanley hard- 
ware system for dealers, the manu- 
facturer recommends inventory which 
can increase turnover. The system 
covers all hardware products, not just 
those made by Stanley. 

With Mohawk’s volume, these rec- 
ommendations are not as important 
as they would be for smaller retailers, 
Smith said. But despite Mohawk’s vast 
experience in selection of best-sellers, 
the company benefits from the manu- 
facturer’s recommendations, he said. 

Hardware displays in the stores are 


fed from Mohawk’s central backstock. 
The backstock for smaller retailers is 
maintained by the manufacturer’s 
wholesaler. 

“The inventory suggestions by Stan- 
ley, coupled with our own market 
research locally, eliminates much 
guesswork in product selection and 
keeps investment in slow-movers to a 
minimum,” Smith commented. 

As shown in the pictures, mass dis- 
play of hardware and tools are sup- 
plemented at Mohawk with sample 
displays on cabinet doors. 

Mohawk recently installed new fix- 
tures in its Livonia, Mich., store, as 
illustrated. The islands are a foot or 
more lower in height than the firm’s 
other fixtures; they enable any cus- 
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PERSONAL SERVICE is available with sample display system at Mohawk’'s, 
Livonia, Mich. store. Salesgirl locates Stanley bit gauge in picture, located 
in bin behind cabinet door which holds samples. Cabinet doors were in- 
stalled over bins in left area of picture after photograph ~as taken. 


Cabinets In S 


tomer to see across all islands in the 
big store. 

The perforated panels enable the 
dealer to hook on mass-display mer- 
chandisers available from the hard- 
ware manufacturer for such items as 
screwdrivers. 

One 16’ island in the Livonia store 
is prominently labeled “Stanley Hard- 
ware Center.” It is the home hardware 
center of the store. 

Pilferage problem. “There’s no 
doubt that you sell more hardware as 
you increase exposed merchandise, 
but on the other hand you also must 
cope with more shoplifting,” Smith 
said. 

The firm will install more sample 
displays and also provide large envel- 








NEW MOHAWK IS- 
LANDS are 48x48” 
with 4” base. Aver- 
age unit is 16 feet 
wide, using perfor- 
ated hardboard pan- 
els and plywood, 
assembled with alu- 
minum fixture stand- 
ards, as shown. 





upermart's New Look’ 


opes in which a clerk will place small 
items. The envelopes will be large 
enough so they cannot be hidden by 
a customer as he walks to and through 
the checkout cashier counter. 

The pilferage problem is most acute 
in supermarkets with a central check- 
out system, Smith said. It may not be 
a problem in smaller stores. 

Smith believes that the manufac- 
turer’s controlled inventory and turn- 
over program could be used without 
any changes by the smaller retailer, 
who often finds his store overloaded 
with slow-moving hardware. 

The key to hardware profits is to 
keep the inventory in balance and to 
concentrate on those items which have 
been proved best-sellers, Smith said. 
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STANLEY HANDYMAN island display 
at Seward (Ill.) Lumber & Coal Co. which 
offers inventory of best-sellers for the 
lumber dealer. 
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TOOLS & BUILDERS HARDWARE (esins on page 124) 


Lock-O-Rama Merchandising Promotes Locksets 


“We have never sold so many locks 
in so short a time,” G. P. Derickson 
Co., Minneapolis wholesale hardware 
firm, reveals. 

Using Lockwood Hardware Mfg. 
Company’s new Lock-O-Rama mer- 
chandising display, the firm highlighted 
its sales pitch with a demonstration of 
Speedril which installs a lockset in 
minutes. 


Lock-O-Rama uses a Volkswagen 


ane CABLE | 


ag 


= (=F 


Dual Fixtures for Power Tools 
Every customer approaching the 
service counter at the Rock River 
Lumber Co., Beloit, Wis. can’t help 
seeing this massive display of power 
tools displayed on adjustable shelves 


bus completely equipped with a 
mounted cross-section of its line of 
builders’ hardware. The display makes 
its own traffic by bringing the show- 
room to the contractor at job site and 
treating him to a coffee break. 

During the first 30-day promotion, 
Derickson reported a 300% sales in- 
crease. It is now well into its third 
sales push. Trucks from Lockwood's 
display fleet are available for use any- 
where in the country. 


and on hooks attached to a perforated 
backing. Accessories are stocked be- 
neath the shelves. In addition to the 
impressive display, newspaper adver- 
tising and store demonstrations help 
boost sales of these good profit tools. 


Displaying the 99¢ Tooi 


Two ways to display lines of 99¢ 
tools are illustrated by these two Wis- 
consin dealers. Best’s uses a double- 
faced perforated hardboard display 
with the tool display inside the display 
window facing the street. Also using 
the ordered display idea, Capitol Lum- 
ber Co., Milwaukee, builds up an im- 
pressive display by hanging identical 
items by means of perforated hard- 
board. Heavier tools are sorted and 
binned by classification. 











PRO-TECTO-HED PREVENTS MUSHROOMING 





@ PRO-TECTO-HED 





FULL RANGE PATTERNS & SIZES 








CLAMPS — CHISELS — PUNCHES — MASONRY DRILLS 


Qp 
CINCINNATI 


@ 





WRITE FOR FREE 
GENERAL CATALOG 
THE CINCINNATI TOOL CO. 
2004 Waverly Ave. | 
Cincinnati 12, Ohio 





CARBIDE TIPPED MASONRY DRILLS 


@SS.n=p 








126 Circle No. 88 on Handy Cover Card 


September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





OXWALL'S 

99° TOOL PROGRAM 

CREATES PE 
MULTIPLE m 1 un ‘ae 
SALES & 
BIG PROFITS 

FOR YOU 


Choose from 150 items 
to make your assortment 


Again and again sales tests have proved 

that 99¢ tool promotions are terrific profit 
producers — because people buy 99¢ tools. . . ve 
two, three at a time! Oxwall’s all new 


99¢ promotion adds to your sale of hand 


tools by giving you the items ; Every item fully guaranteed 


ee a rr Free merchandising kits available 
customers. And new items are & 





constantly being introduced to 


create even bigger sales excitement. 
’ 


For even bigger Christmas sales! Oxwall’s 99¢ tools in attrac- 
tive, eye-appealing gift packaging — Don’t delay.— See how 


Oxwall’s 99¢ Tool Program can add to your sales picture! 


Call your jobber, or write directly to: 


<ot HOME cp, 
*p 


Ped e 
OXWALL & = TOOL COMPANY, LTD. wy 
ee * 401 PARK AVENUE SOUTH, NEW YORK 16, N. Y. F@ oxwau. | 
WoruDd © G> OXWALL 
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Tool Sign Is Suggestive 
STEEL Suggestive selling starts right off with the sign, “How are You Fixed for 
100 FENCE FREE Tools?”, at this special wall display of hand tools at Capitol Lumber Co., Mil- 
POSTS waukee. The perforated board display is ideal for hand tools. Power tools are 
—if the Anchor Plate displayed nearby. 
on any Gold Crown 
Studded “T” comes off 
in shipping, hauling, 
driving or pulling . 
world’s strongest post 
guarantee. Backed by 
rail steel construction, reinforced on 
all 4 sides. Easy to drive. Double-baked 
green enamel finish, with attractive gold 
crown. “Dresses up" any farm. 

Profit by the greater sales that come 
when you offer Gold Crown, the great- 
est value in Steel Fence Posts. National 
advertising is paving the way. Stock up 
now! 


NEW ANKORITE“ 


“NO HEAVE" ANCHOR’ 
Gives 3 TIMES THE HOLDING 
POWER in low spots, ravines, gullies. 
Easily attached to Gold Crown Posts. 
Slight extra cost. 





*Pat. App. For 
Write Today for Complete Details 


Electrical Fixtures Score Profit Hit 

Fall and winter are excellent seasons for lighting fixture sales, says Harry 
CALUMET STEEL DIVISION Fisher, manager of the electric department, American Coal & Supply Co., Fort 
Wayne, Ind. Fisher is shown above in firm’s fixture display with American’s 
FRANKLIN STEEL DIVISION president, Harold J. Novitsky. 
BORG -WARNER CORPORATION Electrical fixtures are grouped at American with electrical supplies and 
200 South Michigan Ave., Chicago 4, Illinois plumbing. Last year this combined department built sales of $145,000—at a 
gross profit of 30%. “It’s one of the most successful departments,” said No- 


Mills: Chicago Heights, Ili. — Franklin, Pa. I 
vitksy. 
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NATIONAL LOCK 


Medalist 


® 


HARDWARE 





MEDALIST 

tS) 

NATIONAL LOCK 
ReXe MaAel=Mna-hel=seet-ba.< 
Bieyumolenr-it-helebberes 
value in 

builders hardware 


MEDALIST HARDWARE, DIVISION 


NATIONAL LOCK COMPANY 


Rockford, Illinois 
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SELL the Brand they 
know - prefer -ask for 


ALUMINUM 
Building Products 


RUSTPROOF — will never ouia unsightly stains or streaks 
NICHOLS WIRE & ALUMINUM CO. "su" 

Circle No. 93 on Handy Cover Card 
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EVERY kitchen can now include a Ductless Hood and all the 
benefits that magic name implies: Fresh kitchen air—odors, smoke, 
grease and pollen banished! NO COSTLY DUCTS OR OUTSIDE VENTS 
NEEDED. Ductless Hood purifies air by the time-proved method 
of recirculation through activated charcoal filters. 


The original Ductless Hood sur; i all others in performance— 
performance based on patented design —, to copy. Permits 
total freedom in kitchen design. Sizes ai nishes for every decor. 


Write for information: 
THE DUCTLESS HOOD CO., INC. 
601 Plandome Road 
Manhasset 16, N. Y. 





























Rugged lifetime aluminum guides with 
genuine Stimsonite lenses, front and 
rear, reflect headlights and back-up 
lights to protect lawn, shrubs, and 
cars from damage. Gleaming, twisted 
aluminum for lasting beauty. Will not 
rust or rot. Five sizes for every need. 


List Price 
No. 220 — rut tall, J red reflectors, 
1/8” x 1/2” body stock 
(Packed 6 to a Display Card) 
No. 223 — 20” tall, - ae hesasasoncs 
1/8” x 1/2” body s $ 
(Bulk Packed Only) 
No. 230 — 30” tall, 1-3/4” red reflectors, 
3/16” x 3/4” body stock a $1.45 
(Packed 6 to a Display Card) 
No. 236 — 36” tall, 3” red reflectors, 
3/16” x 3/4” body’ stock i 
(Packed 6 to a Display Card) 
No. 248 — 48” tall, 3” red debe 
3/16” x 3/4” body stock ... $2.15 
(Bulk Packed Only) 
Numbers 220, 230 and 236 come mounted 
six to a handsome, throw-away Display 
Card as shown in illustration at left. 


° YG 4@). a @) 2110) 
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More than 1,000 leading manufacturers of hardware, housewares and allied 

.. lawn, garden and outdoor living products invite you to a spectacular 

“preview fo profits’. Plan now to attend the most complete and diversified 
trade show in America. Fill out and mail the coupon now for your 


free badge of admission. 


items 


NATIONAL HARDWARE SHOW 
Suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 


(Please Print) 


NAME 


NATIONAL ie 
HARDWARE SHOW si OF BUSINESS 

















331 Madison Avenue Please check below the classification of your business. 
New York 17, N. Y., MUrray Hill 2-4802 Wholesaler | Retailer Dept. & Chain Store Buyer 
Importer-Exporter | Mfgrs: Agent Manufacturer | | Other 


Executive Offices: 


Please send us your hotel reservation blank. 
PLEASE FILL OUT COUPON AND MAIL 1 Minors under 18 yrs. of age will not be admitted under any circumstances. 


ze se: en eee we ae sores i ee rs 
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TURNBUCKLES Tools & Building Hardware 


(begins on page 124) 


SPACE-SAVING 
ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





Develops Hardware 
Inventory Display 

Bisbee Lumber & Supply, Inc., 
52 Turnbuckles in 10 fast Hancock, “ a a comeges one 
selling sizes and styles. Attractive 14” ware inventory display rack. 
x 6” all metal display panel in 3 colors. Designed to control stock, the rack 
Unit packed for shipment. A complete ite “Ver: > 

P ip P holds 10 items of several types with Appalcchian Hardwoods are recognized 


line. Available from open stock. the part number in back of each 
hook. Perforated hardboard and base everywhere for their fine natural qual 
are yellow with black trim with cut ities—soft texture, easy workability and 


mirror around the top attractive graining. Let the foremos 


The display effectively catches a : . 
customer's eye as soon as he enters concerns in this column supply you wit 


EYE BOLTS the showroom, president James P dependable quality, well-manufactured 
Bisbee says Dandies ele oy 


Ten each of the most 

popular sizes of Eye Bolts, sult them on your next requirements. 
boned by size. Sturdy 14° » 0 all metal 

@isplay pane! in 3 coters. Unt packed. 

Open stock Eve Bolts in 8 tweed sizes 





TURNBUCKLES 


UO WEATS = ‘ : 
Ten each of the 5 moet podular HrEgs ‘ 
; 


ath tc vive | STE | “tome Lumber Soles, tnc., Henove, W. Vo 


Pref » Sete 
















NO ONE...BUT 





POWER PRODUCTS 


backs up its merchandising 
distributor- -partners with a's 


EIGHT MONTHS’ 
WORKING CAPITAL 


fits” 


PROVEN MERCHANDISING 
PROGRAM 


Consumer Promotions — backed by 
National Advertising, strong point-of-sale 
materials, and Co-op advertising. 


Dealers’ Promotions—backed by hord- 
REALISTIC hitting trade advertising and direct mail, 
PROFITS Exciting New Promotions to make merch an- 


disers out of your salesmen. 


TURNBUCKLES 





SPACE-SAVING 
ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





TURNBUCKLES 


52 Turnbuckles in 10 fast 

selling sizes and styles. Attractive 14” 
x 6” all metal display panel in 3 colors. 
Unit packed for shipment. A complete 
line. Available from open stock, 





EYE BOLTS 


Ten each of the most 
popular sizes of Eye Bolts, 
boxed by size. Sturdy 14” x 6” all metal 
display panel in 3 colors. Unit packed. 
Open stock Eye Bolts in 8 thread sizes. 





U-BOLTS 
Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” all 
meta! display panel in 3 colors. Unit 
packed. Also available from open stock. 





LAG THREAD | 

EYE BOLTS 
80 bright zinc plated Lag 
Thread Eye Bolts in 6 
popular selling sizes. Packed for ship- 
ment with durable, colorful 14” x 6” dis- 
play panel. Available in open stock, 


ORDER FROM YOUR WHOLESALER 


TR wiheickles 


o = * 
“ONE GOOD TURN (BUCKLE) DESERVES ANOTHER” 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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Tools & Building Hardware 
(begins on page 124) 





Develops Hardware 
Inventory Display 

Bisbee Lumber & Supply, Inc., 
Hancock, N. Y., has developed a hard- 
ware inventory display rack. 

Designed to control stock, the rack 
holds 10 items of several types with 
the part number in back of each 
hook. Perforated hardboard and base 
are yellow with black trim with cut 
mirror around the top. 

The display effectively catches a 
customer’s eye as soon as he enters 
the showroom, president James P. 
Bisbee says. 


* oo ak OP OF 
4 * Tat NA 
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Builders’ Hardware Sales Kit 

Trying to educate the builder to 
put “all his eggs in one basket” by 
providing service in hardware items, 
Contractors’ Supply & Lumber Co., 
Houston, has portable sales kits to 
take the product to the customer. 
Lumber should sell hardware is the 
firm’s motto. 

A 30-pound sales kit has been de- 
veloped into such an effective sales 
tool that it is used extensively. Builders 
prefer to have salesmen call on them 
at the job site instead of shopping for 
hardware. 

The sales kit contains samples of 
popular styles of hardware including 
handles, hinges and other items, each 
marked with retail price. 











Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con 
sult ther: on your next requirements. 





*Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 
J. ?. Hamer Lbr. Co., Inc., Kenove, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 








Wood-Mosaic Corp., Louisville 9, Ky. 


White ond Red Ock, Wainut, Popler, Basswood, 

Beech, Cherry, Mahogany and Laven Lumber. Do 
imported Veneers. Hardwood Flooring— 

Osk and Maple Strips and Lominated Biock and 
Special Pattern Flooring. 





* Member Appalachian Hardwoods 
Manufacturers, Inc. 


Qa ways Spe cify 
APPALACHIAN HARDWOODS 
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POWER PRODUCTS 


backs up its merchandising 
distributor- -partners: with.. ‘ 


EIGHT MONTHS’ 
WORKING CAPITAL 


PROVEN MERCHANDISING 
PROGRAM 


Consumer Promotions — backed by 
National Advertising, strong point-of-sale 
materials, and Co-op advertising. 


Dealers’ Promotions—backed by hard- 


; R E A L I s T i cS hitting trade advertising and direct mail. 


Exciting New Promotions to make merchan- 


disers out of your salesmen. 


Special Note to Merchandising, Dealers: 
Your Acco Distributor has a new plan that will 
really produce extra power mower action for you! 

Ask him about your free gifts, your two special 

Bonus Buy discounts, and Special Promotions to 
give you a head-start on competition! 

We sincerely believe that Acco has the most 
advanced Lawn and Garden Merchandising Pro- 
gram in the Industry. We realize that this is a bold 
and broad statement and we ask you to judge for 
yourself. If you want to make money on mowers 
—Wire collect, Cal Shera, Marketing Manager. 


POWER PRODUCTS DIVISION 


American Chain & Cable Company, Inc., Stevens Lane, Exeter, Pennsylvania. 
Executive Offices: Bridgeport 2, Conn. Export Dept.: 230 Park Ave., New York 17, N. Y. 
Canadian Sales Agents: John A. Huston Co., Ltd., Toronto 10, Ont., Canada. 
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QUALITY TEAMATES 
FOR LOW & MODERATE 
COST APPLICATIONS 


steel, aluminum or 
aluminum fascia track 


single or double wheels 


adjustable without 
removing door 


GRANT 1000/6000 


sliding door hardware 


Reversible hardware sets fit either 34” or 134” doors 
Twenty-three packaged sets meet all requirements 
Choice of steel, aluminum or aluminum fascia tracks 
Packaged with track for 4’, 5’, 6’ or 8’ openings 
Easy adjustment without having to remove 
carrier screws 
Clearance between all Rocket 1000/6000 bypassing 
doors is 5/16” 

FEATURES 


floating rocker arms 


steel, aluminum and 
for wheel-track contact 


aluminum fascia tracks 
available 


single or double wheel 
carriers for either 50 Ib. 
or 75 ib. loads 


enough 
to permit seif-alignment 


free rolling nylon 
bearings for quiet, 
effortiess operation 





designed so doors 
cannot jump track 





GRANT/Z000 


sliding door hardware 


Four nylon ball bearing wheels per carrier (eight 
wheels per door!) Pivoting rocker arm for constant 
wheel-track contact 

Ball-socket suspension compensates for 
misalignments 

Choice of single and double track sets 

For doors up to 100 Ibs. 


FEATURES 


lock nut secures apron 


adjustable nylon floor 
yon top plate) to carrier 


guide is packed with 
each set 


play is available 


GRANT SLIDING HARDWARE 


& GRANT PULLEY & HARDWARE CORPORATION 


Eastern Division/ #3 High Street, West Nyack, N.Y. 


Western Division/ 944 Long Beach Ave., Los Angeles 21, Calif. 


sliding door hardware ¢* drawer slides * 
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drapery hardware 


* pocket frames «¢ pulls °¢ special sliding hardware 
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Your customers 
feel the difference! 


The new Ferry-Morse Gro-Cart weighs 
only 7'2 lbs. . . because it’s made of 
rugged, non-corrosible materials! 











There’s nothing else like it! Nationally advertised Gro-Cart is a 
big, deluxe 24-inch spreader, precision-made for long life and 
accurate spreading. Yet it weighs only 7% lbs.; can’t rust or 
corrode; needs no lubrication. 

Why? Gro-Cart is made of tough new wonder materials, including 
Marlex® developed by Phillips Petroleum Company. Gro-Cart 
is non-corrosible and highly resistant to abrasion, heat and cold. 
Colors are molded right into the material . . . can’t chip or peel. 
Gro-Cart is a completely new, unique gardening aid . . . a big-ticket 
item that means extra profits for you! 


Adaptable to cart for tot- 
ing leaves, soil, clippings, 
or cuttings. Its big wheels 
make handling easy. 





lar trend for lightweight — : handle adjusts quickly and 
equipment and materials easily for accurate metering of 
for lawn seeding and care. all spreading materials. 


Designed to fit the popu- -— 3 New, pagreves Microjust 


Product of Ferry-Morse Seed Co. * Mountain View, Calif. 


WRITE OR WIRE * 
TODAY .FOR NEW 1961 FERRY-MORSE GRO-CART 
FULL DETAILS! . 


*Used as Trademark 
See Gro-Cart at the National Hardware Show, October 10-14, Booth 804; and at the Mid-America Lawn and Garden Supply Show, November 13-15, Booth 119-A 


September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER Circle No. 101 on Handy Cover Card 137 





FALL MERCHANDISING ISSUE 
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ARM AND HOME HARDWARE 


Packaged Nails Speed Service 

Packaging and displaying nails in 1, 2, 5 and 10 Ib. bags 
has encouraged self-service sales at South Street Lumber 
Co., Lake Charles, La. 

Stocking nails packaged by the janitor above nail bins 
has reduced customer service time for the dealer. Shelves 


". 


Takes Material from Stock for Rustic Fencing 
“FENCE SECTIONS are our biggest retail item this 
year,” comments Luke Spinder, owner, Builder’s Supply 
Co., East Peoria, Ill. 
“In many instances we can use materials from inven- 
tory to make them. Prices vary from 60¢ a foot to $2, the 


are checked daily. 


Nails are displayed on four shelves with tags directly 
over each package bin. Tags tell size and type, bag weight 
and price. The same information is put on each bag too. 


Manager Roy S. Brown, Jr. said: 


“We are pushing self-service all we can, and this plan 


has encouraged it tremendously.” 


Neat Electrical Display 


Electrical accessories sometimes 
lend themselves to a dramatic display. 
This row of utility lights, attached to 
an electrical accessories island at Cap- 
itol Lumber Co., Milwaukee, is a case 
in point. After experimenting with a 
jumbled display of 99¢ tools, this firm 
decided to classify their tools in neat 
piles for faster, easier shopping. 
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average sale being $1. 


“We had a sizable increase in sales after placing an ad 
in the Peoria newspaper last spring. The biggest sale re- 
sulting from it was a $150 stockade fence job.” 

Fencing is piled outside the showroom and passersby on 
Highway 150 stop in to inquire about it. 

“No question about it,” says Spinder. “Rustic wood 


fencing is the handyman’s delight this year.” 


For Home Remodeling 


Sagging floors are a problem in 
many older houses and the working 
display model of this Tel-G-Post at 
$8.95 is bound to attract attention at 
the Capitol Lumber Co., Milwaukee. 
Extension ladders, another specialty 
item, are hung from perforated board 
supports alongside. 


Rubber Housewares Display 


Housewives need most of the items 
found on this special display rack of 
rubber housewares at Capitol Lum- 
ber Co., Milwaukee. These are adver- 
tised as $1.59 values for 88¢. The 
complete display includes 88 pieces. 
The items are welcome mats, drain 
board mats, bath mats, utility mats; 
sink bottom mats, sink strainers and 
toilet top tray mats. 
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FARM AND HOME HARDWARE i 
(begins on page 138) The complete 


MUU line af quality 
2 
builders hardware 





Pay 


TULIP design 
Interior Lockset 


“COLONEL” complete $4°* S@EMERAL” complete $4’ 
7. section, 42 in. high 7. eatin, 40 in. high ee 
— OTHER TOP FENCE BUYS! — Soraemn $58 Fam eionates Cau we Teens to Saas 


tho tne ae __soaeer — 














Installation and Financing 
Boom Dealer's Fence Sales 


Installing fences instead of just selling the materials has 
enabled Capitol Lumber Co., Milwaukee, to do an excellent 
sales job this year in both wood and steel fencing. 

Ten different styles of fencing, each section priced, are 
displayed along the entire store front. The changeable 
letter sign reads: “We install all type fences, lowest prices.” 

By offering a package deal—materials, financing, in- 
stallation—the Capitol Lumber Co. promotion was very 
successful, according to Jerry Callner, vice-president. At 
the peak season, the firm had as many as five two-man 
crews on installation. These were mainly part-time men 
anxious for extra money. 

In addition to fencing, gates and posts were also stocked. 
Free measuring and estimating were also played up in 
newspaper ads. WRITE FOR LITERATURE AND PRICES 


ATTRACTIVE 
DEALER DISPLAYS 
AVAILABLE 


NATIONAL HARDWARE CO. 


OZONE: PARK: 16, NEW Woeek,. Nice 
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FARM AND HOME HARDWARE 
(begins on page 138) 





SOU Lue ee Ee HH THUG LL POHEEDENIUVUALEONDAAHIEHULEHTE 


Picnic Table Hardware Kit Is a Hit 


FARMERS LUMBER CO., Jefferson City, Mo., re- 
cently found one-minute radio spot announcements a good 
way to introduce its new line of Belson picnic table hard- 
ware kits. 

_“All of a sudden it seemed as though everyone wanted a 
— table,” says W. N. Glahn, manager-partner of the 
irm. 

“Our store traffic was increased and we also enjoyed a 
boost in related sales of paint, varnishes and stains, paint 
brushes and, of course, Douglas fir lumber,” he added. 

Customers of Farmers Lumber are offered a wide choice 
of picnic.table designs with the use of Belson hardware. 
pes may buy the tables completely assembled or in kd 
orm. 

“We assemble about 50% of the tables; do-it-yourselfers 
buy the other 50%,” says Glahn. “Gross profit on each 
picnic table sale amounts to 50%,” he adds. 


POLLETYPELDOPAEEA PEPE PUTLET AED TEA TI TREE AAPOR 


Picnic Tables Are Going Classy 

A LONG DISPLAY of a picnic table outside the main 
entrance to Builder’s Supply Co. showroom, East Peoria, 
Ill. resulted in a slew of sales last summer. 

Made of redwood mounted on ornamental iron legs, 
the picnic table and its separate redwood and iron-leg 
benches, retails for $22.50. 

“People don’t like to crawl over supports to sit down at 
a table,” explains retail sales manager Jim Spinder. “They 
also like a little beauty in their backyard table if it doesn’t 
cost too much.” 

Picnic table sales increased 40% after Builder’s Supply 
introduced the new tables last June. 

“We net 25% on this table,” remarks Spinder. “We've 
given up stocking any other kind because this one moves 
so well.” 





Displaying & Storing Screws & Bolts 


How three dealers display and inventory small 
hardware items in the nuts and bolts field are illus- 
trated in these pictures. Best Lumber & Fuel Co., 
Milwaukee, has a 100% packaged display of screws, 
bolts, tacks and nails at eye level. Packages are tilted 
for easy access. 

Nuts and bolts are glass binned with a price tag on 


each bin at the Rock River Lumber Co., Beloit, Wis. 
Shelves and size of bins are adjustable. 

The tremendous inventory of bolts and screws is 
indicated by the 160 drawers of these items at Veen- 
stra Lumber & Supply Co., Racine, Wis. Each box is 
numbered and priced by the dozen and gross. Tag 
also identifies each screw by name and size. Samples 
are fastened to the exterior of each drawer. 
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always operate smoothly, never sag! 


There’s a K-V drawer slide for every type installation — 
from lightweight to heavy duty. Write for complete catalog. 


KNAPE & VOGT MANUFACTURING COMPANY, Grand Rapids, Michigan 


Manufacturers of adjustable shelf hardware, stiding and folding door hardware, closet and kitchen fixtures, Tite-Joint Fasteners and Handy Hooks for perforated board. 
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POWER MOWERS are promoted each spring in Richards & 
Krueger's front window. This display plus 15-minute radio 
spots twice a day, six days a week during the first several 
weeks of the spring buying season sold over 60 mowers this 
year. 


Fertilizer Helps Push 
All Lawn, Garden Items 


FERTILIZER IS the finishing touch each spring to the 
lawn and garden display of Richards & Krueger Co., New 
Braunfels, Tex. 

Each purchaser of a 100-lb. bag of manure at $2.98 is 
offered free use of a small spreader. 

Fertilizer is in big demand. Sales run between 600 and 
800 sacks per season. 

Manager Kenneth Fiedler also notes that customers buy 
up to $25 more merchandise when they come in to get 


OFFERING 100-LB. sacks of fertilizer, with free 
use of small, hand-operated spreaders, is an 
early spring season feature thdf fures lawn 
and garden supply customers into Richards & 
Krueger's New Braunfels, Tex. store. 


fertilizer. He thinks it’s an excellent “starter” to the firm’s 
spring merchandising program. 

“Fertilizing is probably the first thing the gardener does 
each year,” he said. “That not only makes him aware of 
other lawn and garden supplies, but brings him into the 
store at the outset of the season. That initial attraction 
gives us a better chance to sell him other items as the sea- 
son progresses.” 

The firm capitalizes on this lead by selling special fer- 
tilizers, plant foods and insecticides. 





FOR EXTRA PROFITABLE BUSINESS... 


seLL A NEVAMAR opo-Ir-YouRSELF PACKAGE 


Give the “do-it-yourselfer” a NEVAMAR Plan Book and he'll have 
endless opportunities to build attractive furniture pieces with a 
genuine professional look. Each project in the book means extra 
sales for you—not only in NEVAMAR but in all the material 
necessary to do the job. NEVAMAR surfacing gives each item a 
lifetime, carefree finish. It resists stains and scars, never needs 
refinishing. You can see at a glance what these projects mean in 


sales and profits. 


HERE’S WHAT YOU'LL SELL FOR THE DESK SHOWN: 


1 sheet 48” x 120’ NEVAMAR 

1 48” x 96” sheet 2” plywood 
134” x 60” piece 1” plywood 

1 17%" x 25” piece 14" plywood 
1 piece 2” x 2” x 16’ fir 


hh, is 2 qts. contact cement, 1 can wood glue 


4 rubber bumpers for legs 
Necessary screws and finishing nails 


NEVAMAR 


D A HIGH PRESSURE LAMINATE 


> Plan Books are available to all NEVA- 
MAR dealers. Your distributor is listed 
in the Yellow Pages under “Plastics”. 


» RESISTANT TO CIGARETTE BURNS 
D WITHSTANDS BOILING WATER 


PD DESIGNED FOR LONG LIFE 
AND LASTING BEAUTY 


> WON'T CRAZE, CRACK OF 
we PEEL IN WORMAL USE 


NEVAMAR DIVISION: 
seed tn ws > NOT AFFECTED BY ALCOHOL 


S NGnonadetitiodien Mg THE NATIONAL PLASTIC PRODUCTS COMPANY 


Good Housekeeping 
Ta .) 


Photo: Student Desk, one of the items in the NEVAMAR 
Plan Book. Included also are tables, bars and other items. 


Saran and Nylon Fibers—Nevamar High-Pressure Laminates—Wynene Extruded and Molded Products 


ODENTON, MD. + NEW YORK, N.Y. * LONG BEACH, CALIF. © MIAMI, FLA. © CHICAGO, ILL. * DENVER, COL. 
PORTLAND, ORE. * SAN FRANCISCO, CALIF. * CHARLOTTE, N.C. * JACKSON, TENN. * INDIANAPOLIS, IND. 


45 aovrangte OS 
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(advertisement) 


Merchandising Aids for Dealers 


Nylon merchandiser 
Puts you in the nylon rope 
business fast . . . low cost 


This is a com- 
plete nylon rope 
department only 
24 inches high 
and less than 1 
foot square, 
Rope sizes are 
%”, Ke", %” 
and %g”" with 
your choice as 
to size assort- 
ment. Display 
rack is FREE 
with your order 
for four or 
more spools of 100% Nylon Rope. This is 
a high profit item. King Cotton Cordage, 
105 Duane St., New York 8, N. Y. 


Circle No. 5 on Handy Cover Card 


Garden tool merchandiser 
Only those tools selling in volume 


Snap - Cut 

pruners, 

hedge shears 

and grass 

shears on a 

colorful, 

space saver 

merchandiser 

that’s ideal 

for self-serv- 

ice. Rack con- 

tains supply 

of Free Prun- 

ing Guide 

Charts . . . a real customer service fea- 
ture. Complete unit contains only 6 Prun- 
ing Shears, 6 Grass Shears and 4 Hedge 
Shears. Ask for MAGIC MERCHANDIS.- 
ER No. 974. Seymour Smith & Son, Inc.. 
Oakville, Conn. 


Circle No. 6 on Handy Cover Card 


Polypropylene Rope 
merchandiser rack 


The newest, fastest 
growing synthetic 
rope on the mar- 
ket. Strong but 
light enough to 
float on water. Rot 
resistant, acid and 
alkali resistant, 
low stretch, long 
wearing. This rack 
puts you in the 
business at a low 
cost and with min- 
imum inventory. 
j TE ae Ask for the No. 
3000 King Cotton Assortment. King Cotton 
Cordage, 105 Duane St., New York 8, N. Y. 
Circle No. 7 on Handy Cover Card 


Manila rope merchandiser 


Here’s a complete manila rope department 
on just 2 square feet of floor space. Spool 
setup lets you sell any length . . . spools 
are connected so you can sell a really long 
piece. Contains 4”, %6”, %”, 14,” %” 
and %4” marine grade manila. Rack FREE 
with initial order for rope. John H. 
Graham & Co. Inc., 105 Duane St., New 
York 8, N. Y. 
Circle No. 8 on Handy Cover Card 


Chalk line reel 
guaranteed unbreakable 


This is the best performing, easiest to use 


chalker on the market. Rigid polyethylene 
case is guaranteed unbreakable, metal bush- 
ings at all wear points, special spun nylon 
line, automatic chalking. Available in 50’ 
and 100’ lengths—each chalk line reel bub- 
ble packed on individual card, 3 cards on 
a perforated strip. Price spot. Chalk and 
chalk line refills to fit all chalkers in open 
stock. King Cotton Cordage, 105 Duane St., 
New York 8, N. Y. 
Circle No. 9 on Handy Cover Card 
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Double Edge Biade (new glossy) 


Double edge hack saw 
blade—2 blades for 
price of 1 
This handy hacksaw blade has 
18 teeth on one edge for cutting 
large sections such as angle iron, 
bolts, pipe, etc., and 24 teeth on 
the other edge for cutting thin 
sections such as sheet metal and 
tubing. Each blade carded, 15 
blades in hang-up display box. 
G. W. Griffin Company, 105 
Duane St., New York 8, New 
York. 
Circle No. 10 on Handy Cover Card 


Coping, jig and sabre saw 
blade merchandiser 


Low dealer cost, high mark-up, ideal for 
self-service. This is a compact unit (only 
ly sq. foot) with every style blade you 
need to handle professional and home 
handyman 
Easel back display for counter and eye 


replacement blade business. 


punched for wall or peg-board display. 
G. W. Griffin Co., Franklin, N. H. 
Circle No. 11 on Handy Cover Card 


Bell department assortment 
409 dealer profit 


There’s a bell in this assortment for each 
of your customers and lots of dealers have 
found real profit in Ringing up Sales with 
Bells. People just love the sound of a bell 
. they try them and buy. Dealer cost 
for complete assortment of 28 bells in 
merchandiser display only $11.95. Bevin 
Bros. Mfg. Co., East Hampton, Conn. 
Circle No. 12 on Handy Cover Card 
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‘Older hands put me on the 


“After representing a hardware distributor for 
several years, I decided to get into the retail 
end of the business. Naturally, I had a lot to 
learn, so I turned to older hands for advice. 


“I was surprised to learn that these experienced 
hardware men had a definite preference in win- 
dow glass. They advised me to stock L:O-F. 
They spoke highly of its uniform quality, and 


pointed out that L-O-F is the easiest cutting 
window glass on the market. They said it was 
less brittle, too. And that it’s the best known 
label on window glass. 


“So, of course, I took their advice. Now I’m 
finding out there’s still another advantage—the 
wonderful service and merchandising help my 
L-O-F Distributor gives me.” 


SELLING AIDS FOR THE FALL SELLING SEASON 


Order from your L’O°F Glass Distributor (listed under ‘‘Glass” in the Yellow Pages). 


WG-54 Window glass-rack sign made of 
lightweight aluminum, with bright red, 
blue and white colors. Size 24” x 6”. 


WG-24 Decalcomania (red, white and 
blue) for store window or door. Size 
10” x 54%”. 


WG-2 Press-sure-seal® envelope for enclos- 
ing small items such as glazing points, 
etc., sold across the counter. Size 5” x 3”. 


WG-20B Booklet for dealers about window 
glass; ways to stock and merchandise it. 
Contains glass-rack designs. 16 pages. 


WG-23 Do-it-yourself stuffer tells custom- 
ers how to replace window glass, and 
how it is made. Attractive. Two colors. 


WG-49 Colorful sign with Kleenstik, top 
and bottom, for easy a a on 
window or door. 17” x vy af 


LIBBEY’ OWENS * FORD WINDOW GLASS 
The glass that cuts eas/er, snaps clean 


TOLEDO 1, OHIO 
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right path!’, 


says Arvid D. Nord, dr. 


Laurel Hardware, Inc., Brunswick, Ohio 
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NEW SKILSAW 
7%" POWER SAW 
JUST $59.95 RETA 





NEW SKILSAW ./ iy 
BONUS PACK — 
CU) - ie enc ichen -)-7e); a 


NEW SKIL PROMOTIONS... 


GIGANTIC FALL-CHRISTMAS PROGRAM TO MAKE 


LOW-COST SKILSAW 714” POWER SAW— JIG SAW BLADE OFFER GIVES 64% 
Q MARKUP—new blades fit all popular saws. 
Offer includes 1 each of 9 different 5-Packs, 2 


powerful motor, over 1% h.p., full 714” blade 

cuts 2” lumber at 45° even after repeated sharp- 

enings. Sawdust ejector system, ball and anti- Basic Blade Ass’ts., plus Free $3.95 Deluxe 

friction bearings. Model 537—$59.95 retail. Ass’t. and Free display. Total retail, $46.55, 
your cost, $28.35. Order No. 22536. 


SKILSAW BONUS PACK GIVES UP TO 

33% PROFIT—includes Skilsaw 634” Model 16 BLADE ASSORTMENT GIVES 68% 
536, 714” Model 537 with 2 Free blades ($4.70 A MARKUP— includes 16 top turnover blades 
value) plus Free display. Total retail—$114.60, plus Free display and Blade Chart. Total retail, 
your cost $76.94. Order as No. 23200*, $50.40, your cost, $30.00. Order No. 22516. 
















NEW JIG SAW 
BLADE OFFER 





NEW 16-BLADE 
ASSORTMENT 


EXTRA PROFIT 


NEW SNAP/LOCK TOOL 
MASTER PACK 


25% EXTRA PROFIT 


P 10 297% EXTRA PROFIT! 


1960 BIGGEST PROFIT YEAR FOR SKIL DEALERS 


5 SNAP/LOCK MASTER PACK GIVES 78% __ display unit). Sets up as complete self demon- 


MARKUP—buy 4 Snap/Lock tools for the _ strating display (illustrated) or tools can be 
price of 3! Includes 5” Saw, Sander and Jig _individually displayed with colorful clip-on 
Saw, with Free $2.95 wall-holders, plus new 6” card. Total retail, $84.75, your cost, $47.48. 
Grinder and 14” drill power unit (with Free Order No. 23234*. 


*Offer expires December 31, 1960 


LINE Skil Corporation, 5033 Elston Avenue, Chicago 30, Illinois 
Circle No. 107 on Handy Cover Card 














Em 


There’s money for you in open spaces 


Give your customer an idea—and he’ll buy. You 
can build a patio with snack bar, give him a 
shaded breezeway, build a combination garage 
and storage area. You can sell these improvements 
to prospects, and more, with the Universal C.I.T. 
Property Improvement Plan. It’s the plan that 
helps you convert prospects to customers in two 
fast steps: you estimate the job, and close the sale 
by quoting low monthly payments. 

With the C.1.T. Plan in your modernization 
package you can offer no-down-payment terms, 


and up to 60 months to repay. What’s more, cus- 
tomers are protected by Credit Life Insurance on 
the unpaid balance. 

You'll be working with C.I.T.—the nation’s 
largest independent finance company. 400 offices, 
coast-to-coast, assure you of fast, reliable service. 
Find out how you can convert space to profit with 
the Universal C.I.T. Property Improvement Plan. 
Call your local C.I.T. representative today, or 
write: Universal C.1.T. Credit Corporation, 650 
Madison Avenue, New York 22, N. Y. 


Circle No. 108 on Handy Cover Card 








FA a ? L 0 we is nationally advertised in every 
AND major Home and Handyman magazine. 


BOOK OI 
BUTLDING 


" ~ ASUTANICS a Milas a 
Yes, these outstanding publications will carry more than 48,000,000 FABULON 
sales messages to prime prospects the country over. 


ma PIERCE & STEVENS CHEMICAL CORP. 
DEPT. AL-90 


KEEP PACE WITH 710 OHIO STREET, BUFFALO 3G, N.Y. 


FABULON'S BIGGEST Piease rush my free FABULON tie-in display kit! 
ADVERTISING CAMPAIGN 

SEND FOR YOUR ee 

FREE POINT-OF-SALE 
DISPLAY KIT 


__—— 
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FALL MERCHANDISING ISSUE 


new PRODUCTS 


Specifications and Market Data on Products You Can Sell 


Tile-It-Yourself with 
Capri Mosaic Tiles 

Capri Mosaic Tiles are low in cost, 
easy to maintain and simple to install. 
They are ideal for use on kitchen back- 
splashes, bathroom walls, fireplaces, 
counter tops and vanities. Homemakers 
have a choice of 88 brilliant colors and 
combinations. 

Market data. Suggested retail price of 
the tile is $1.40 per square foot. Of- 
fering a retail markup on cost of 40%, 
the tiles are available from resilient 
flooring and clay tile distributors. They 
are ideal items for both consumer and 
contractor sales. Minimum dollar in- 
vestment for a dealer amounts to $175. 
A tile center program available to deal- 
ers includes an inventory of Capri Mo- 
saic Tiles, accessories, instruction litera- 
ture, free advertising mats and a com- 
plete promotional kit. Standard Tile Co., 
Inc., Dept. AL, 854 Rockaway Ave., 
Brooklyn 12, N. Y. 
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Kaiser Ceilings Available 

New Kaiser Ceilings combine distinc- 
tive decorator designs and colors with 
acoustical treatment. The Kaiser Fir-Tex 
wood-fiber line is available in six color- 
ful designs. The soft, pastel colors are 
color-matched with a national paint line 
to enhance or complement any room 
decor. Up to 70% of the noise striking the 
ceiling is absorbed by pinhole-sized per- 
forations. 

Market data. Ease of installation is a 
feature of Kaiser Ceilings, which are 
available in all standard sizes with either 
a fir-lock joint (for stapling) or a butt 
joint (for adhesion). They are ideal 
items for sale to both contractors and 
consumers. Kaiser Gypsum Co., Inc., 
Dept. AL, Kaiser Center, 300 Lakeside 
Drive, Oakland 12, Calif. 

Circle No. 202 on Handy Cover Card 


More facts in a 
hurry? Use the new 
postage-free card 
on the back cover. 





(For more new products, see page 152) 
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FOR SATISFIED: CUSTOMERS stanparoize 


y/ 
EVERYBODY agrees that there's nothing like satisfied customers to keep cash registers working 100 0 


overtime. Successful dealers know that the combination of quality and fair price is their biggest 
drawing card in keeping old customers coming back in their store and creating new customers ON SOUTHERN 
as well. That's why experienced dealers stock the full Southern Screw line. Customers are PRE- 
SOLD on Southern through year-'round national advertising. They know it's cheaper to buy FASTENERS 
Southern Screws by the box than by the dab. They know they actually pay less for best quality, 
USA-made Sovthern Fasteners when they specify the screws in the sturdy green box with the 
EZ to C© label. Satisfied customers know what they want, and they know where they can get it. 
If you're not stocking the full line of Southern Screws, now's the time to climb on the profit 
wagon. Put Southern Screws in your wantbook now. Better yet—call your Southern distributor : f 
and have him bring you a copy of Southern's current issue of Catalog P-2. “ Sods 
Sold Through Leading Wholesale Distributors. Warehouses: New York * Chicago * Dallas ° pn eonenan 


STATESWHKLE =>) = «WORTH CAROLINA 


Los Angeles. 


Wood Screws . Stove Bolts . Machine Screws & Nuts Tapping Screws . 


VUDS 


[iii ue 


Se 
t Be , She 
Led 


ASR 
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NEW PRODUCTS 
(begins on page 150) 





Do-It-Yourself Shuttersets 


New Wing-Crest Shuttersets are easy 
to order and easy to install. Do-it-your- 
selfer simply takes inch measurement of 
height and width of inside opening of 
windows, doors or cabinets he wishes to 
cover. Then, the Wing-Crest dealer, us- 
ing a simple chart printed on each car- 
ton, determines the Shutterset size re- 
quired. 

Each Shutterset package contains: 
four panels fastened together with hinged 
hanging strips; brass-plate hinges; por- 
celain knob and latch sets. All a do-it- 
yourselfer has to do is fasten the hang- 
ing strips to windows. Shutters are made 
of white fir. 

Market data. Shuttersets are priced to 
retail from $8.95 per set with full dealer 
markup. They're available in 24 differ- 
ent set sizes to fit all windows. Com- 
plete price list may be obtained by writ- 
ing to The Sam A. Wing Co., Dept. AL, 
$035 Willis Ave., Dallas 6, Tex. 
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Folding Table Leg 
Brackets improved 


All three series of Larson folding table 
leg brackets now offer improved features 
to give greater rigidity. Eight metal straps 
are included with each set to provide a 
tighter lock on leg and prevent bolts 
from turning as wing nuts are adjusted. 

A new template to be used as a guide 
for drilling the legs also is provided 
with each set. It is designed for true 
drilling, even with hand drills, and auto- 
matically positions bolt holes in exact 
position required, says maker. 

Market data. All three Larson bracket 
sets, Nos. 1200, 900 and 600, are de- 
signed for standard lumber sizes. All 
permit legs to fold for storage or adjust 
to level the tables. Chas. O. Larson Co., 


Dept. AL, P. O. Box 358, Sterling, Ill. 
Circle No. 204 on Handy Cover Card 


Super-Strong Sheathing for 
Use without Corner Bracing 


New Simpson Super-Strong Sheathing 
is primarily designed for use without 
corner bracing. Direct nailing of wood 
and asbestos shingles is permissible, us- 
ing annular ring nails of specified size. 
Super-Strong Sheathing is supplied in 2” 
thickness and is available in 4 x 8 
and 4’ x 9’ sheets. 

Market data. Super-Strong Sheathing is 
made from long, rough fibers of Douglas 
fir and western hemlock and is integral- 
ly treated with asphalt. Sheets are light- 
weight, easy to handle. They can be ap- 
plied twice as fast as ordinary shiplap, 
it is said. For literature, write to Simp- 
son Logging Co., Dept. AL, 2041 Wash- 
ington Bldg., Seattle 1, Wash. 

Circle No. 205 on Handy Cover Card 
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ASK YOUR DEALER 
FOR A DEMONSTRATION 


$1495 Bin plete with removable serrated jaws 


At your tool suppliers, or write VERSA-VISE, Dept. 531, ORRVILLE, ‘OHIO 





152 Circle No. 111 on Handy Cover Card 


September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





TRUSCON’S New Full Line of Aluminum 
HORIZONTAL SLIDING WINDOWS series 700 


... in types to meet every consumer demand! 


SINGLE SLIDE—one ventilator operates 

FIXED PICTURE WINDOWS 
SEE-BREEZE-—slide ventilating picture window 
CENTER VENT PICTURE SLIDE WINDOW 
FOR CONCRETE BLOCK CONSTRUCTION 


No other manufacturer supplies all these types to 
meet every consumer demand. Available in standard 
types and “Pacific Coast” types. Majority of types 
and sizes are stocked, completely glazed, for prompt 
shipment from warehouse. 





Manufactured to meet AWMaA specifications; 
FHA and VA requirements. Full perimeter weather- 
stripped. Stainless steel vent slide channel assures 
smooth, easy operation. Interlock at meeting rail 
assures weather-tightness, easy operation. 





Call your Truscon representative and get the 
facts direct. Or, send coupon below. 


REPUBLIC STEEL CORPORATION 

TRUSCON DIVISION Dept. C-9635-R 

1058 ALBERT STREET > YOUNGSTOWN 1, OHIO 
Please send more information on the Truscon Full Line 


a E o U fel L : C % T & e L of Aluminum Horizontal Sliding Windows, Series 700. 


I am particularly interested in the ——=_ unit. 


mn TRUSCON DIVISION seine Title 





Youngstown 1, Ohio Firm 








NAMES YOU CAN BUILD ON Address 


City Zone__ State 
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NEW PRODUCTS 


(begins on page 150) 





There’s a Magna-Fold 
to Fit Any Size Door 

Special sizes of Magna-Folds are 
available upon short order for any un- 
sual size opening up to a maximum of 
50’ wide x 10’ high. Its flexible usage 
makes Magna-Fold ideal as a room di- 
vider, partition or door. Homemakers 
have a choice of center or side closing 
and many colors to blend with any decor. 

Magna-Fold is constructed of vinyl 
plastic, faced and embossed both sides. 
It has nylon carriers; spring steel ribbing 
and large all-magnetic handles. 

A few simple tools and only minutes 
are required to install a Magna-Fold 
door. Each door is packaged with all 


screws and hardware for a complete in- 
stallation. 

Market data. Magna-Fold door is a- 
vailable in 23 stock sizes and in any cus- 
tom size. List prices range from $11.90 
for a 2’0” x 6’6” or 6’8” stock size up to 





call Tasead for 


WEST 
COAST 


TARTER, WEBSTER & JOHNSON 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


Sugar and Ponderosa Pine 
Shop and Selects 

Sugar and Ponderosa Pine 
Boards 

VY Douglas and White Fir 
Shop and Selects 

VY Douglas and White Fir 
Dimension and Boards 

incense Ceder Boards 

Redwood Commons and 
Selects 

- Ponderosa Pine and Fir 
Mouldings 

V Readymade Fence 
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TW&J sawmills manufacture lumber products 
from six Western Woods. To give the trade 
complete one-call service on all West Coast 
lumber products TW&J have buying offices 
in producing areas to handle the cut of 
additional major Pacific Coast sawmills. 


1960 is TW&J's 50th YEAR in the LUMBER BUSINESS 


nF 
] 





$1.10 per square foot for a de luxe size. 
The doors are ideal items for both con- 
tractor and do-it-yourself sales. Dealer 
sales aids include literature, now avail- 
able from American Door Co., Inc., 
Dept. AL, 318 E. Colfax Ave., South 
Bend 22, Ind. 
Circle No. 206 on Handy Cover Cord 


Decorative Moldings for 
Cabinets, Doors & Walls 


A complete new line of decorative 
moldings, called Beauti-Mould, may be 
used on both custom and factory-made 
cabinets and doors. It also is ideal for 
use On garage doors and vanities or in 
hallways and dens. 

Beauti-Mould is furnished in a variety 
of beautiful hardwoods. It may be ap- 
plied by the manufacturer, distributor, 
cabinet shop or on the job. It also is an 
excellent handyman’s item. 

Market data. Beauti-Mould is avail- 
able in a wide range of patterns to blend 
with any decor. It is economical and 
easy to apply, says maker. It is available 
in convenient packaged sets or in bulk 
quantities. Dealer sales aids include a 
free, colorful brochure, which may be 
obtained by writing to The Visador Co., 
Dept. AL, P. O. Box 5980, Jasper, Tex. 
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Home Workshop Kit 


A new home workshop kit consists of 
36 assorted self-locking perforated board 
fixtures, plus necessary mounting spacers 
and screws. The carryout kit, known as 
K-36L, is designed to serve as a starter 
for an orderly arrangement of household 
tools above the workbench. Fixtures 
also may be used for storing many other 
items throughout the home. 

Market data. Ten home workshop kits 
are packed in an attractive red-and- 
black shipping carton that opens up to 
form a counter display for self-service 
sales. Shipping weight is 16 pounds. In- 
dividual kits list for $2.70 each. Dealer 
sales aids include a new two-color cata- 
log sheet, which may be obtained by 
writing to Turnbuckles, Inc., Dept. AL, 
Box 333, Michigan City, Ind. 

Circle No. 208 on Hondy Cover Card 
(continued on page 158) 
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Howl CEIING THE «| 
SALES THROUGHOUT 
THE HOUSE 






USG KLEENTONE - , 


| i Se 
——-FULL-HOUSE LINE 
—-US6 CEILING TILES 








USG PATTERN TILE: 


USG CUSTOM TILE 


+ 


Sales pick up when you self fix-up with the 
new U.S.Gi line of wood-fiber ceiling tiles 
, Shown in house, counter cloc kwise from lower 
i right. NEW USG KLEENTONE Acoustical Tile 
e = actually stays clean, brings you extra Sales in the 
kitchen. New Pin-Perforated QUIETONE™®* offers 
Star-bright, star-quiet beauty for living. rooms 
bedrooms, family rooms. QUIETONE Acoustical 
Tile, in Random. or Regular perforations,. offers 





orolan biel aGr-iavemmolsy- 10ha’mmaniaelere parole) an cal-Malolel-{-iml Obs ic) 
PATTERN TILE insulates and. decorates any 
room. USG CUSTOM TILE provides custom ce 
fave mancy<hanntssanense) au celolaat-malclstoniaremanliarnanlelaam-rolenare 
contro!..USG TWIN-TILE (not shown in house 


fohAd=ia-mn con evalelanlier-|mmeisterela-herelam-lalemiarielircharela 











RANDOM QUIETONE 





New 
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and 
size 
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PIN-PERFORATED QUIETONE 
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USG KLEENTONE 





Now you can ell quiet where.the. housewif 
kitchen. New USG KLEENTONE has a vis 
resists dirt and grease to help USG KLEE 
clean. For the very few times this new tile 


plain soap and water. does the job 


All new USG KLEENTONE will collect 1s not 
ind sales! |It opens the kitchen as a whole | 


tile sales, gives you extra sales in other roo 
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SPECIAL VINYL SHIELD WORKS TWO WAYS 


Mar lyi-plast irtace oO new USG 
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UNITED STATES GYPSUM, 300 West Adams Street 
Chicago 6, Illinois, Dept. AL-04 


Gentlemen: 
Please send me complete information on the new FULL-HOUSE LINE of USG 
Ceiling Tiles, including more about revolutionary USG KLEENTONE Acoustical 


Tile, 
ec ceiannie 
COMPANY__ ? 


AODRESS 
city sienna BONE cement t AT Emme 
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Has Steel Frame Profit Package 

A retailer enjoys full profits on each 
component when he merchandises Bel- 
son’s complete package buildings, says 
maker. A complete range of sizes is 
available for every use including farm, 
commercial or industrial. 

A combination of standard size com- 
ponents, with materials from a lumber- 
yard’s inventory, lets a retailer deliver a 
tailor-made structure at a competitive 
price, it is said. 

Many retailers in highly competitive 
markets have doubled their gross sales 
with the addition of a Belson Steel- 
Frame Building Division to their retail 
operation, announces Belson Mfg. Co., 
Dept. AL, East River Road, North 
Aurora 6, IIl. 

Circle No. 213 on Handy Cover Card 


A New Solid Vinyl Tile Series 


A new Designer Palette series in solid 
vinyl tile announced by Kentile offers 
eight solid shades available both in panel 
and feature strip form. The colors are: 
black, white, hot canary, avocado, burnt 
orange, bristol blue, Bangkok pink and 
sagebrush. 

The new series of solid vinyl tile is 
resistant to grease, staining liquids, cook- 
ing fats and cleaning fluids. It is easily 
maintained with light soap and water 
mopping and waxing, says maker. 

Market data. The Designer Palette se- 
ries is ideal for sale to both consumers 
and contractors. It can be used in either 
9” x 9” tiles or as interesting feature 
strips available in 4%”, 4”, 4%” and 1” x 
36”. It is offered in both ¥%” thickness 
and standard gauge of .080”. Kentile, 
Inc., Dept. AL, 58 Second Ave., Brook- 
lyn 15, N. Y. 
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Handy Tool for Burning 
and Removing Old Paint 

The new Turner Paint Scraper is a 
one hand operated tool that blisters and 
scrapes off old paint quickly, easily and 
safely, maker announces. It may be used 
for removing paint from houses, barns, 
sheds, floors, boats, trailers, cabinets 
or wherever old paint must be removed 
to provide a good, clean surface for re- 
painting or refinishing. 

The lightweight, easy-to-handle tool 
has a steel scraper blade and all-brass 
burner using propane gas for fuel. 

Market data. Turner Hot Blast Paint 
Scraper is an ideal item for sale to both 
contractors and home handymen, A dis- 
posable propane cylinder provides up to 
15 hours burning time. Complete unit 
retails for $9.95. For literature, write to 
Glenn Harrison, Turner Corp., Dept. AL, 
Sycamore, Ill. 

Circle No. 215 on Handy Cover Card 
(continued on page 160) 
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Squared-&-Rebutted cedar shingles— 


D SHINGLES 


square 


bearing this familiar label of inspect- 


ee pobiabed ty 


ed quality—are favored for beautiful 


wall application at low cost. Be certain 


this label appears on every bundle... 


assure yourself and your customers 


of reliable Certigrade quality. 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Washington 
550 Burrard Street, Vancouver 1, B. C. 
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Supplemental Heat for 
Home Modernizing 


Add-a-room projects and many home 
modernizing activities require supple- 
mental heat as part of the package sale. 
Safti-Vent sealed gas heaters provide 
such supplemental heat at sharply lower 
cost because of installation economies, 
says maker. No chimney is required; in- 
stead, Safti-Vent is vented through a 
7%” opening cut in the outside wall di- 
rectly behind the flush-against-wall cabi- 
net. Units operate on city or bottled 
gas. 

Market data. Dealer sales aids include 
a Safti-Vent floor display shown in 
photograph above. Safti-Vent sealed gas 
heaters also are available in recessed-in- 
wall cabinets and a unit that fits in a 
window opening. H. C. Little Burner Co., 
Inc., Dept. AL, 71 Woodland Ave., San 
Rafael, Calif. 
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Matching Panel Wall Plates 


Wall plates of matching panel woods 
are available unfinished in a home- 
maker’s choice of matching woods. They 
may be installed and finished right along 
with the paneling. They are produced in 
all panel woods including walnut, oak, 
gum, cherry and exotic woods. 

Grain runs the length of plate and no 
veneer or plywood is used. Ends and 
sides are beveled and smoothed. 

Market data. The wall plates are avail- 
able for all standard type outlets, in- 
cluding popular combinations. Prices 
range from 75¢ for the single switch, 
with multiple switches and combinations 
slightly higher. Superior Panel Plate 
Co., Dept. AL-102, 606 Mead Ave., 

Circle No. 253 on Handy Cover Card 
(Continued on page 158B) 








RAWL 


PRODUCTS 


A COMPLETE LINE OF ANCHORING AND DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY. 


Calk-ins 


Rawiplugs Saber-Tooth Multi-Calks 


THIS COMPLETE LINE LETS YOU FILL THE BILL 


Raw!l-Drives Hammer-Sets Scru-Leads Lag-Shields 


FOR WHATEVER YOUR CUSTOMERS NEED FOR 


\\ \\ 


Spring-Wings M/T-R/T and T/S-S/T forged drills Fast spiral and deep flute 
carbide drills 


FASTENING TO OR DRILLING IN MASONRY. 


J. E. BURKE—Marketing Manag Wholesale Division 
THE RAWPLUG COMPANY, INC. 
242 Petersville Road, New Rochelle, N. Y. 





=) 


Please tell me more about your full line of masonry anchoring products 


(name) _ 


(company) —— 


(address) — 
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Locksets with Nylon Mechanism 


New locksets developed by Lockwood 
Hardware Mfg. Co. use Du Pont’s Zytel 
nylon resin for all major internal parts. 
Tests show that after 1.2 million cycles, 
equivalent to at least 80 years of use, 
the unlubricated locksets operate even 
more smoothly than when new, it is 
said. 

Quick installation is a major feature 
of the locksets. 

Self-aligning latch case enables an in- 
staller to swivel latch to the right or left 
of the central lock assembly in order to 
compensate for bevel-edged doors or for 
improper boring. Accidental misassemb- 
ly is impossible, due to use of round 
and square chassis sleeves which mate 
with round and square grooves, says 
maker. 


Market data. Lockwood plans to in- 
troduce two such locksets; a set for pas- 
sage doors and another with a push- 
button privacy feature for bath and bed- 
room doors. They will be marketed as 
part of the firm’s Rocket series, de- 
signed for residential use. Roses and 
knobs of the new locksets will be avail- 
able in brass, bronze, chrome and alu- 
minum finishes. Latch bolts of Zytel ny- 
lon resin are being molded in metallic 
colors. Lockwood Hardware Mfg. Co., 
Dept. AL, 35 Daniels St., Fitchburg, 
Mass. 
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Fiberglass Do-It-Yourself 
Greenhouse Introduced 


Called the Modin Greenhouse, a ver- 
satile 9’ x 12’ structure is designed for 
easy assembly by the home gardener. 
Its basic framework is top-grade redwood 
and the covering is a new Alsynite prod- 


uct, a flat roll material made in 50’ 
lengths, 2’ x 4’ wide. 

Because of the near-perfect diffusion 
of light provided by the new Alsynite 
material, a homeowner may situate his 
planting beds in shelf-like arrangement 
or build simple shelf racks for flats, 
maker states. The coloring, called Sunlit 
Yellow, is reported best for growing con- 
ditions required by young plants. 

Market data. The Modin Greenhouse 
is an ideal item for sale to do-it-your- 
selfers. The kit includes all necessary 
hardware for easy assembly. Optional 
equipment includes a complete line of 
humidity control, heating and air-condi- 
tioning units. Model Industries, Inc., 
Dept. AL, Greenhouse Div., 315 Roemer 
Blvd., Farrell, Penna. 
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Ah-h-hh. . Something New Again 
Turn to back cover for a time-saving, 
brand-new idea in inquiry cards for 
busy dealers. 





HINGES for 
FOLDING SCREENS 


for every 
purpose 


S. PARKER HARDWARE MFG. CORP. 


7 LUDLOW STREET © Phone WAlker 
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BUTT HINGES 


FULL -SURFACE 


AMAZING WITH WOOD 
PAPER + LEATHER * TABLE-TOPS paDy 


Circle No. 


SPREADS FURTHER! 
SANDS EASIER! 


AMAZINGLY STRONG! 


OVER 3 


DRIES QUICKLY 


DRIES CLEAR 


WILHOLD 
GLUES INC. 


- los Angeles 31, Chicago 44 
ZA 


: #1089 
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HINGES 


1900 


NEW YORK 2, N 








Follow Art Hood’s 
Series in Each Issue of A.L. 


You'll learn 
the way to... 


‘‘Management”’ 


Decler Seles Control 
See Page 5 
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LET BOSTITCH...YOUR INVISIBLE 
SALESMAN...HELP YOU SELL MORE 
CEILING TILE ...get 2 kinds of profit 


Featuring easy installation with the Bostitch T5 
Tacker can help you sell more ceiling tile. 


In fact, when you feature sale or rental of the 
T5 it will help you sell more screening, insulation, 
cornerite, metal lath—everything it fastens. 


Profit comes from 2 directions. There’s the 
profit from the tool sale or rental and staples that 
go with it. And there’s the profit on the material 
to be stapled. 
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For 2 kinds of profit, feature Bostitch tools. 
Bostitch staplers are nationally known and re- 
spected. They’re easy to sell. Advertising (which 
always features you) constantly finds new pros- 
pects. Rugged dependability — with free service on 
the T5—means satisfied customers. 


Put Bostitch—your Invisible Salesman—to 
work now. Call your Bostitch representative. He’s 
listed under “‘Bostitch” in the telephone book. 


Profits are better and faster with 


msg ti 
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Laminated Fabric Folding 
Door with Custom Hardware 
A new folding door line has the ap- 
pearance of fine-grained wood. Called 
the Royale, the door shown at right is 
made by laminating specially-backed fab- 
ric to a solid 5/6”-thick composition i : > ne 
board body. De luxe metal hardware is | at : ‘, 
supplied as standard equipment and in- ss. ates e | 
cluded in the price of the door. — — 4 
Standard colors are beige, gray, Dov- tique gold and mocha. The bumper 
er white and off-white. De luxe colors guard, handle and latch hardware is pro- 
include mahogany, walnut, birch, an- vided in two matching finishes of gray 








DENISTON 


“LEAD-SEAL”’ 
Metal Roofing Nails 


GALVANIZED FINISH ONLY 


LEAD SEAL—The only nail with lead just 
under the head and down the shank. 
When the nail is driven, the hole around 
the nail is plugged with lead and the 
break in the metal is completely covered, 
to form a perfect double seal. 


TRIPLE LOCK—The only nail that has a 
locking bump. As the “‘bump”’ is forced 
through the sheet, the sheet springs back 
over the bump—this effectively prevents 
the nail from working out. The nail, lead 
and sheet are solidly locked together 


DRIVE SCREW SHANK—The only nail 
that is driven on the steel head. Drive 
screw shank makes the nail turn and hold 
like a screw. It holds with a powerful, 
unyielding grip. Threads are deep and 
sharp because they are formed after 
galvanizing. 

Accepted Standard of Quality for Over 33 Years 





furnished 
in RING SHANK 


ond 
STRAIGHT SHANK 
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DENCO Lead-Head Metal Roofing Nails 


6,000 pounds of pressure is used to 
compress the lead cold, both over and 
under the steel head of the nail as 
well as down the shank, The lead forms 
a perfect seal in the hole made by 
the nail. Heads will not ‘“‘pop” off 
a from expansion and contraction of 
o roofing nor from wind vibration. 


BRIGHT OR GALVANIZED 


aR 90: ONE 





(Beaks Nn RN secre 59) SCO OEE 


Shipped in 50 Ib. cartons. Literature and price information available from your jobber or write direct. 


THE DENISTON COMPANY 





49th &South Western Avenue e Chicago 9, Illinois 


IN CANADA: EASTERN STEEL PRODUCTS CO.. LTD., PRESTON, ONTARIO 
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and bronze. 

Market data. Royale is available in a 
wide range of sizes, from standard door 
widths to room dividers up to 50’ wide 
x 12’ high. Royale also is available on 
special order for curved installations. 
Prices for the line start at $23.40 for 
Standard Royale and $24.45 for De 
luxe Royale. American Accordion-Fold 
Doors, Inc., Dept. AL, 175-35 Liberty 
Ave., Jamaica 33, N. Y. 
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Component Staple Nailer 
Is Available 


New Duo-Fast staple nailer for mak- 
ing components is claimed to be three 
to five times faster than hand-nailing of 
wall sheathings, subflooring or plywood 
roof decks. Air-operated at low pres- 
sures, Model S-762, pictured above, 
drives FHA-approved 16-gauge, galva- 
nized staples required for this work. 

For full details about the Duo-Fast 
staple nailer, write to Fastener Corpora- 
tion, Dept. AL, 3702 River Road, Frank- 
lin Park, Ill. 
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G-P Pecan Hardwood Paneling 


A beautiful new hardwood paneling 
of natural pecan is announced by 
Georgia-Pacific Corp. The heartwood of 
native pecan, from which premium ve- 
neers are sliced, it is a warm reddish 
brown with beautiful darker shades of 
brown, G-P points out. 

New G-P Pecan hardwood panels are 
light in weight, dimensionally stable and 
have a baked-on Family-Proof factory 


. G-P Pecan hardwood 
paneling is an ideal item for both con- 
tractor and consumer sales. With vertical 
V-grooves to give a random plank ef- 
fect, the panels are 4’ wide and are 
available in 7’, 8’, 9’ and 10’ lengths. 
They are lifetime-guaranteed by G-P. 
For additional information on the new 
G-P Pecan paneling, write to Georgia- 
Pacific Corp., Dept. AL, Equitable 
Bldg., Portland 4, Ore. 
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WHEN THEY ASK FOR 
A BILCO OPENING... 


YOUR CLOSING CAN 
BE A BIG TICKET 
BASEMENT PACKAGE! 





A Bilco Door Sale can be your start to a big volume (big 
profit) basement sale. While we know you'll be pleased with 
your Bileco markup, we’ve been hearing from more and more 
dealers who’ve found Bilco to be a natural lead into larger 
basement sales. 

Compactly packaged Bilco doors are easy to stock. They’re 
sales openers too because they’re watertight, look good, can 
be installed quickly and out-perform all others. 





@ cx 


[THE BILCO COMPANY, DEPT. T-79, NEW HAVEN, conn.! 


H Please send me complete data on Bilco Doors 


4 
§ YOUR NAME 
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John Wood Portable Heaters 


Your sales soar with new John Wood Portable 
Heaters! Exclusive combustion chamber eliminates 
smoke, odor and visible flame. Sturdy construction 
withstands the toughest treatment. John Wood Port- 
able Heaters incorporate the exclusive clean shutoff 
valve. Construction Crews can work all winter in 
comfort...3 John Wood models will handle all 
temporary heating jobs! You’re sure to make big 
profits with these Portable Heaters... backed by 
John Wood’s 90 years in the field of combustion 
engineering! 


MODEL PH 120 MODEL PH 350 

Delivers 80,000 BTU’s; 120,000 BTU's per Heavyconstruction unit 
operatesfor20hourson hour. Handsome, for peak heating de- 
one tank of fuel; pro- sturdy, well balanced mand...delivers 350,000 
vides the best features deluxe unit is ideal for BTU’s per hour. Rolls 
of portable heating! all installations. easily on large wheels. 


MODEL PH 80 


Find out today how you can build year-round sales with 
the new John Wood Portable Heater Dealer Plan! Write; 


~ JOHN WOOD COMPANY ¢ 


Heater and Tank Division 
Conshohocken, Pennsylivania—Chicago, Illinois 
Circle No. 118 on Handy Cover Card 
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“T sell the best way to get rid of 
gutter installation and maintenance 
problems,” Ohio distributor reports 


“ALCOA’S ALUMALURE FINISH 
is by far the best prepainted finish on 
any gutter system on the market,” says 
Mat J. Bosch (right), distributor of 
Alcoa building products and manager 
of Famous Furnace, Mansfield, Ohio. 
“‘There’s nothing more disheartening to 
a new homeowner than to find paint 
peeling off his gutters and downspouts 
only a year after installation. This often 
is a problem with both gaivanized and 
other aluminum systems. But the new 
Alcoa prepainted white gutter elimi- 
nates this problem for the builder, the 
tinner, the remodeler.” 


IN HIS 100-HOME Walnut Hills de- 
velopment, Mansfield builder Jack A. 
Morrison uses both Alcoa® Siding and 
the new Alcoa prepainted gutter and 
downspout system. “This is the best 
roofing product Alcoa ever came out 
with,” he declares. Mr. Morrison is 
considering the new system for all his 
homes, because he estimates it costs 
less to install the prepainted Alcoa 
system than to install a competitive 
system—and paint it. “‘Nor could any 
painter apply a finish with a brush 


that could compare with Alcoa’s Alu- 
malure finish,”’ he says. 


JOSEPH A. WAGNER, heating and 
sheet metal contractor in Mansfield, 
who does most of Mr. Morrison’s sheet 
metal work, states: “I was a bit skep- 
tical at first, but I’ve found the Alcoa 
system installs much faster; and it’s 
plenty strong for our rough Ohio win- 
ters and quick spring thaws!” 


Applicator, builder or distributor, learn 
how you can cash in on the new Alcoa 
prepainted white gutter and downspout 
system. Call your nearest Alcoa sales 
office—or send the coupon below to Alu- 
minum Company of America, 1884-J 
Alcoa Building, Pittsburgh 19, Pa. 


Aluminum Company of America, 1884-J Alcoa Building, Pittsburgh 19, Pa. 


Please send me detailed information on new Alcoa prepainted white gutter 
and downspout system . . . and the name of my nearest distributor for Alcoa 


rain-carrying equipment. 
Name_ 


Address ss ee 
Cree eS eee Zone State 











e ALCOA ALUMINUM 
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FALL MERCHANDISING ISSUE 


new SALES AIDS 





For more facts, 
use handy back 
cover coupon. 


Biggest Skil Promotion 
Program Is Launched 


First item in Skil’s huge Fall Five-Star 
Promotion is a new Skilsaw 74%” model 
537 at $59.95 retail, the lowest price 
ever for a Skilsaw model of this size. It 
is being promoted in a display package 
(shown above) including Skil’s 62” 
model 536 saw, plus 2 free blades. The 
package, available until the end of the 
year, is said to give dealers a 33% profit 
margin. 


A special 4-for-the-price-of-3 offer, 
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R.O.W. Has Sales-Stimulating 
Cooperative Billboard Program 


Bulk of the total expense of a success- 
ful 1960 cooperative billboard program 
is shared by R.O.W. Window Sales Co. 
and its 35 manufacturing distributors. 
Participating R.O.W. dealers are entitled 
to place their names across the entire 
width of the billboards in letters up to 
14” high. 

The spectacular traffic-directing bill- 
boards cost dealers about “sth the rate 
an individual dealer would pay for his 
own personalized billboard, R.O.W. an- 
nounces. It has been a practice of R.O.W. 
and its distributors to place some boards 
with a general signature, “At Lumber 
and Millwork Dealers.” When this is 
done, it’s merely an extension of national 
advertising and does little to influence 
buyers to purchase from one rather than 
another of R.O.W.’s 11,000 established 
dealers, it is said. 

Most dealers take part in the program 
on a 3, 6, or 12-month basis; many of 
them contract for 2, 3 or 4 boards per 
month. New illustrations are provided 
every month. For complete details, write 
to R.O.W. Window Sales Co., Dept. AL, 
1365 Academy Ave., Ferndale 20, Mich. 
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on which a dealer is said to make a 25% 
extra profit, also is announced on Skil’s 
line of Snap/Lock workshop tools. In- 
cluded are a Snap/Lock 5” saw, jig saw, 
sander, 6” grinder, plus a 4” drill power 
unit. 

Skil also announces two blade promo- 
tions. The first introduces a new line of 
jig saw blades said to fit all popular 
makes of power jig and sabre saws. A 
free display and free $3.95 pack of as- 
sorted blades is given by Skil with an 
assortment of 11 new blade packages. A 
similar offer is being made on Skil’s 
circular saw blades. 

Rounding out the largest merchandis- 
ing program in Skil’s history is a new 
floor merchandiser to display its full 500 
line of power tools. Skil Corp., Dept. AL, 
5033 Elston Ave., Chicago 30, Ill. 

Circle No. 231 on Handy Cover Card 


Multi-Use Plateboard Panel 
Display Available 

A new 2514”x33” point-of-sale display 
portrays two four-color room scenes 
showing the paneling elegance and va- 
riety that Platinum Walnut and Natural 
Walnut wood-grain finish Plateboard 
add to home interiors. Grommets allow 
the multi-use display to be hung from 


wall or ceiling; easel back permits po- 
sitioning on floor and counter. Rear 
pocket holds illustrated stuffers. 

For the display or additional informa- 
tion, write to Abitibi Corp., Dept. AL, 
956 Penobscot Bldg., Detroit 26, Mich. 
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A New J-M Rack Shows 
49 Terraflex Colors 


A new black-and-gold rack for dis- 
playing printed paper samples of Terra- 
flex vinyl-asbestos tile colors measures 
18%” x 22%”. It contains pockets de- 
signed to hold 12 each of the 49 Terraflex 
colors. Literature pocket at top of dis- 
play is provided for envelope folders. 

The rack is made of heavy-gauge plas- 
tic backed with hardboard. It is ideal 
for use as a counter display or a hang- 
ing unit on walls. It is packed one to a 
carton. Each carton contains 12 paper 
samples each of the 49 Terraflex colors. 
Johns-Manville Corp., Dept. AL, 22 E. 
40th St., New York 16, N. Y. 
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Sells 45 Different Items 


A new merchandiser, designated No. 
101, displays 45 different builders’ hard- 
ware items. A compact unit, it requires 
a floor space of only 37” x 20”. It may 
be used as an island, back to back, 
against a wall, or as a counter end. 

The merchandiser is available com- 
pletely equipped with hooks, stock tags 
and even a new sign pinpointing a re- 
tailer’s hardware department. Details on 
a purchase plan may be obtained by 
writing to National Manufacturing Co., 
Dept. AL, Ist Ave., South, Sterling, Ill. 
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Photo-Binder Sells Shower 
Enclosures & Patio Doors 

A photo-binder is specifically designed 
to assist a dealer in selling the manu- 
facturer’s Permalume shower enclosures 
and Vue-Lume rolling glass doors. It 
contains photographs of the many differ- 
ent models available, sales literature and 
price lists. 

Photographs clearly show a home- 
maker the particular shower enclosure 
or patio door best suited to her home 
decor. Caption accompanying each pic- 
ture gives model number. and product 
description. The photographs also are 
easily replaced as product changes or 
new models are introduced. Shower Door 
Co. of America, Dept. AL, 1 Permalume 
Place, N. W., Atlanta 18, Ga. 
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@ 3 out of 4 families in America see advertising for 
The Best Known Brand in the Land in The Saturday 
Evening Post, True, Life, Reader’s Digest, Popular 
Science, Popular Mechanics, Mechanix 
Illustrated, Practical Builder, American 
Builder, Carpenter and Carpenter & Joiner. 
Call your wholesaler about B&D’s Profitable LONG 
LINE of builder and homeowner power tools now! 


Hlack e Decker- 


BEST KNOWN TOOL BRAND IN THE LAND 


ATTACHMENTS 


ROUTERS 


* a 
; f 
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We're Building Shellac Sales for You! 


bea 
ounies 


ALWAYS SELL GENUINE 


SAMY 2, 


SCREW ANCHORS and JACK NUTS 


wl 7 


AY : 


Write for Free Literature 


died 
Ask your wholesaler. 


Shellec Information Bureoy @ 51 Pine Street, New York 5, N.Y. 
Circle No. 122 on Handy Cover Card 
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All Aluminum 
Self Storing Storm Door 


that opens the way to year round com- 
fortabie and healthful living. Called the 
BAHAMA* because it is designed to 
insure pleasant “indoor climate” in all 
seasons of the year. it’s a storm door 
in Fall and Winter and a screen door In 
Spring and Summer. 


No storage problems ¢ Easy to clean 

No rusting or rotting ¢ No repainting 

No upkeep costs «© Self closing 
e Completely weather stripped 


Most Durable Door on the Market 


A full one Inch door in standard sizes 
ready for delivery. 
4 If you want the reguiar interchangable 
* combination storm door ask for our 
a ANTIGUA*. It has all features 
“ of the Bahama* except that it 
ee gives full ventilation in summer 
by removing the glass and in- 
. serting the screen panel. 
Sold only by factory auth- 
orized dealers. Write, wire 
or phone for details. Ask 
about our complete line 
of lineals for storm 
windows, 


*Trade Mark 


. 


SOUTHEASTERN 
TOOL & DIE COMPANY 
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Vina-Lux Floor Tile 
Selling Center 


A new Vina-Lux floor tile selling 
center occupies eight square feet of floor 
space and stands five feet high. It holds 
60 cartons of tile, which may be mer- 
— and sold directly from the dis- 
play. 

Traffic-stopping styles and colors of 
Vina-Lux in actual 9” x 9” samples are 
installed in slots across top of mer- 
chandiser. The tiles are easily removed 
by customers for close inspection. The 
merchandiser also contains home me- 
chanic installation kits, easy-to-use adhe- 
sives and how-to-install folders. 

The compact selling center including 
30 cartons of tile, necessary adhesives 
and mechanic kits requires an invest- 
ment of about $200. Write to Azrock 
Products Div., Uvalde Rock Asphalt Co., 
Dept. AL, Box 531, San Antonio, Texas. 
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Deft Develops a Magic Circle 


Deft’s new Magic Circle merchandiser 
was introduced by paint department 
manager Andy Ogren (left, above) and 
general manager Bob Marks at the open- 
ing of their giant Build ’n Save building 
supplies center in Lakewood, Calif. 


Within the first eight weeks, the mass 
in-store display was responsible for 
turning Deft stock five times, they re- 
port. 
The Magic Circle holds the equiva- 
lent of 34 gallons of Deft. So success- 
ful was the merchandiser in selling Deft 
at Build ’n Save that the firm has aug- 
mented it with an additional floor dis- 
play of 50 gallon cans of Deft. 

For details on how you may obtain 
the Magic Circle, write to Desmond 
Bros. Paint Co., Dept. AL, 1526 W. 
228th, Torrance, Calif. 
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DAP Offers New Promotion Kit 


A new promotion kit now is available 
to dealers selling DAP calking-glazing- 
sealing products. Each contains a bulle- 
tin outlining ways in which a dealer 
may use the kit materials to get local 
tiein to DAP’s national advertising pro- 
gram. Four colorful posters for walls 
or windows feature DAP 33. glazing, 
Kwik-Seal tub and tile sealer, calking 
compound and _ vinyl-paste spackling 
compound. 

Kit also contains a sample of “Seal Up 
and Save” folder for consumer hand- 
out. The folder explains DAP uses to 
do-it-yourselfers and is available to deal- 
ers in quantities without charge. 

A free offer of new DAP display 
racks is another kit feature. Dealers 
selling DAP products may obtain the 
new kit without charge by writing DAP, 
Inc., Dept. AL, General Offices, Day- 
ton 31, Ohio. 
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‘Building with Prestressed 
Concrete” Film Available 


A description of prestressed concrete, 
its usage and future are fully explained 
in a new film entitled “Building with 
Prestressed Concrete.” The film, which 
runs 20 minutes, shows the versatility 
of prestressed concrete in such struc- 
tures as buildings, bridges, tanks, pipe 
and poles. Although produced in the 
interest of contractors and prestressed 
concrete manufacturers, it also offers 
educational and interesting information 
for everyone in the building industry. 

Prints of “Building with Prestressed 
Concrete” film may be obtained for 
showing without charge by writing to 
The Colorado Fuel & Iron Corp., Dept. 
AL, P. O. Box 1920, Denver 1, Colo. 
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longer fence life—lower cost per year 
proves the greater sales appeal of 


CONTINENTAL ‘ame-sealer? FENCE 


profit proved for half a century 


It's the long years of service that farmers like about Continental Fence... 
service that spe//s extra value for them and extra sales for you. Continental 
Fence, profit-proved for half a century, today gives you sales features that 
can't be beat—Flame-Sealed for triple protection against rust . . . uniform ten- 
sion curves to keep fence tight winter and summer . . . choice of flexible Cham- 
pion knot or semi-rigid Pioneer knot. And with Continental Flame-Sealed Fence 
you can offer easy-driving steel fence posts, two kinds of barbed wire, easy-to- 
use steel roofing and siding, galvanized welded fabric, baling wire—83 items in 
all. And you can order from a single source. Don't take chances on unknown 
products—see your Continental jobber or write today. 


83 PRODUCTS FOR FARM AND HOME—AMERICAN MADE FOR AMERICAN TRADE 
CONTINE N TAL STEEL 


CORPORATION KOKOMO, INDIANA 


PRODUCERS OF: 15 Types of Farm Fence... Posts ... Gates .. . Barbed Wire . . . Standard Styles of Galvanized Steel 
Roofing and Siding .. . Nails... Staples ... Lawn Fence... Welded Wire (Reinforcement—Galvanized) . . . Wire Products. 
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Stylon Color Corner Introduced 


A model home merchandising plan 
based on a nine-scheme color planner 
and an illuminated unit for display is 
announced. The result is a builder need 
show only 10 wall colors and a choice 
of nine mosaic floor patterns instead of 
some 30-odd wall colors and a welter of 
floor samples, says maker. 

The illuminated unit, known as the 
Stylon Color Corner, is available on loan 
to builders using Stylon ceramic tile 
and displaying it through a model home, 
realtor’s office or builder’s own samples 
display area. Builders may borrow the 


$50 display, with Stylon retaining title, 
or they may buy it at half Stylon’s 
cost, $25 f.o.b. Boston, and call it their 
own. 

In addition, Stylon has lawn signs, 








HEIRLOOM FLAT 
(dead flat 


HEIRLOOM SEMI-GLOSS 
(dull gloss) 








L me at once 


McCLOSKEY VARNISH CO. 


f Have a McCloskey salesman call on 


See why it’s easier to sell 


McCLOSKEY 
HEIRLOOM 


for antiques, furniture, 
wall cabinets and paneling 


SEND FOR 
FREE SAMPLE 








Your choice of 4 popular sheens 
HEIRLOOM EGGSHELL 


(satin sheon) 


HEIRLOOM CRYSTAL CLEAR 
(high gloss) 


Here’s what you get with 
McCloskey Heirloom finishes— 


A top-quality product—its extra-pale, nonstaining, nonyellowing 
color enhances the beauty of natural wood. Flows on easily, 
gives that hand-rubbed look. Will not flash, spot or streak. A 
complete finish in itself—no primers needed. 


Point-of-sale aids— merchandising helps from McCloskey that 
really promote selling action for you! Booklets packed with 
information—ideal as handouts or mailing stuffers—counter 
displays that help you turn lookers into buyers! 


* Dept.713, 7600 State Rd., Philadelphia 36, Pa. 


a Send me a free sample of Heirloom ( 
(state sheen desired) 


Title 


mats, Life magazine tie-in streamers and 
decals, design awards and _ literature, 
which it will imprint with the builder’s 
name, model home photograph and ad- 
dress in — up to 500 free, extras 
at $5 per 1 

For a "brochure outlining Stylon’s 
model home merchandising plan and 
showing photographs of the sales aids, 
write Stylon Corp., Dept. AL, 1 Sumner 
St., Milford, Mass. 
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Self-Service Rack Dispenses 
Durethene Polyethylene Film 


A new self-service, red-white-and- 
black display rack makes it easy for a 
customer to select the size, color and 
gauge of Durethene plastic needed for 
specific purposes. 

The rack now is available to retailers 
complete with Durethene products in- 
cluding dropcloths, dust covers and tar- 
paulins. The display stands 42%2” and 
requires only two square feet of floor 
space. An attractive sign topping it il- 
lustrates a variety of household, con- 
struction and agricultural uses for Dur- 
ethene film. Koppers Co., Inc., Plastics 
Div., Dept. AL, Koppers Building, Pitts- 
burgh 19, Penna. 
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Company 


Address 








Help in Locating Best 


Sales Opportunities 


Dodge Reports are specifically geared 
to help a retailer discover selling oppor- 
tunities in new construction. The reports 
give advance information on new jobs 
coming up in any area and tell a retailer 

“who, what, where and when.” 

The daily service provides selective 
coverage according to a retailer’s area 
of operation and can be tailor-made to 
report on just the type and size of jobs 
he wants to sell to. 

A free booklet is ayailable describing 
how retailers use this nationally known 
service. Write to F. W. Dodge Corpora- 
tion, Dept. AL, 119 W. 40th St., New 
York 18, N. Y. 
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Slow stacks are for the birds. Lumber that moves makes a profit ! It’s the clean, 
sharp quality look...the kiln-dried, precision-milled uniformity... plus the 
reputable brand name ,..that keep Southwest “Friendly Indian” lumber on 
the go. Why not give your yard the “once-over” and cull out the trial-and-error 
stocks. Sell Southwest! It’s the profitable way to build your nest egg—faster ! 


HOLD IT, MR. BIRD... 


SOUTHWEST “FRIENDLY INDIAN” BRAND LUMBER 
SELLS FASTER THAN YOU CAN NEST! 


SOUTHWEST FOREST INDUSTRIES, INC. SneaSles atin: 0.4508 + Poni, Asana « Apine A811 «TWA Fe 


September 12, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER Circle No. 126 on Handy Cover Card 169 











NEW SALES AIDS 
(begins on page 164) 





Aluminum Nail Merchandiser 


A new aluminum nail display rack 
is 11” deep, 23” wide, 56” high and holds 
48 cans of various types and sizes of 
Nichols Aluminum Nails. Clips at the 
top of rack hold a new nail selector 
chart recently developed by the manufac- 
turer. The chart illustrates the different 
applications of aluminum nails and shows 
the nails best suited for each particular 
application. 

The eye-catching wire rack has a gold 
finish and is topped by a red-white-and- 
blue sign. It occupies less than two 
square feet of floor space. For full de- 
tails on how you may obtain one of 
the racks free of charge, write Nichols 
Wire & Aluminum Co., Dept. AL, 1725 
Rockingham Road, Davenport, Iowa. 
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Builder Promotion Available 


Promotional material featured in Cer- 
tain-teed’s 1960 builder sales aid pro- 
gram, “Our Wonderful World of Color 
and Comfort,” includes: Brochure on 
Beatrice West color styling, suggested 
ads and publicity for newspapers, radio 
and TV, suggested model home displays, 
personalized point-of-purchase brochure 
and handouts pointing up product quali- 
ty for potential new homeowners. 

Coordinated with Owens Corning’s 
“Comfort Conditioned Home” program, 
other promotional material includes: A 
Stan Edge sound-slide sales training film 
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for new home salesmen, sample home 

direction signs and pennants, sample 

home insulation display and “comfort 

conditioned” paneled site signs and decals. 

For further details, write to Certain- 

teed Products Corp., Dept. AL, 120 E. 
Lancaster Ave., Ardmore, Penna. 
Circle No. 244 on Handy Cover Card 


Build Your Own Window Display 


Nearly all of the items used in the 
window display shown above to promote 
Masury’s new Land O’ Youth paint can 
be borrowed from the nursery. The re- 
mainder of the display can be bought 
from the dime store, with a few excep- 
tions. 

The central figure of a toy soldier is 
cut out of wood, but it can just as easily 
be made of cardboard or paper. It is 
painted in colors of the Masury Color 
Guard. Little figures used on a charcoal 
background are cutouts available from a 
25¢ book. Ribbons running from story- 
book figures to the storybook colors 
point up the Land O’ Youth paint colors 
available. John W. Masury & Son, Inc., 
> gg AL, 1700 Bayard, Baltimore 30, 
Md. 
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A New Display Card Holds 
15 Pionite Sample Chips 


A new easel-back display card holds 
15 Pionite sample swatches, which can 
be easily changed or rearranged. The at- 
tractive selling aid especially lends it- 
self to usage where the display of a 
limited number of patterns at a time is 
desired. 

The handy sales tool makes an effec- 
tive counter or window display by 
Pionite dealers. It also is ideal for use 
by contractors, kitchen fabricators and 
model home exhibitors. For complete 
details about the new Pionite display 
card, write to Pioneer Plastics Corpora- 
tion, Dept. AL, Sanford, Maine. 
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Vitroliner Prefab Fireplace 


“Every home should have a real fire- 
place” is the theme of a new Vitroliner 
prefab fireplace display designed to pull 
sales. It is ideal for use in a model home 
as well as in a dealer’s showroom. 

The Vitroliner with an open hearth 
also may be used as a second fireplace 
in recreation rooms or closed-in porches. 
For full details, write to Condensation 
Engineering Corp., Dept. AL, 3511 W. 
Potomac, Chicago, IIl. 
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‘Partners for Profit’’ 
Promotion Builds Sales 


A 12-month promotion featuring a 
different product each month is being 
used by Dayton-Akron (Ohio) Sash & 
Door Co. with good sales results, reports 
Ralph A. Pauley, general manager. 

The program is called “Partners for 
Profit.” Dealers are supplied with a 
variety of merchandising aids and pro- 
motional kits and asked to display and 
promote the product featured each 
month. 

Kicking off the promotion was a 
Columbia-matic Fabric Folding Door 
being demonstrated in photograph above 
in the distributor's showroom by David 
Knapke, manager of the promotion. Oth- 
er products to be featured include Ander- 
sen Windowalls, Wood-Mosaic Parkay 
Flooring, Insulite ceiling tile, Kordite 
and Protection products. The Columbia 
Mills, Inc., Dept. AL, 368 S. Warren St., 
Syracuse 1, N. Y. 
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Wee en ae 
Moye eee 


Gliding Door Hardware 
Selling Center Announced 


A new Kennatrack selling center now 
available to dealers includes: a writing 
area; space for the maker's different slid- 
ing door hardware, door pulls and locks; 
several miniature displays and a litera- 
ture rack. 

The eye-catching display is finished 
in misty walnut paneling and its tubular 
track holders are plated black. For fur- 
ther details about the new stocking and 
selling center, write to Kennatrack Corp., 
Dept. AL, P. O. Box 677, RR 5 E. Jack- 
son Blvd., Elkhart, Ind. 
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Home Signaling Merchandiser 

A new three-color merchandising unit 
is a self-contained, stocked display of 15 
different low-cost signaling products. 


These range from push buttons to trans- 
formers, from fire detectors to doorbells. 

Designated the D-77, the compact, 16” 
x 36” wall or counter unit offers a sug- 
gested markup of 67% on the moderniz- 
ing assortment it displays. It now is 
available from _ distributors. Products 
shown are packaged in clear polyethy- 
lene. Installation instructions are printed 
on each poly bag. 

Included with the display is a free 
supply of “The How-To of Home Signal- 
ing,” a 24-page booklet that ties in all 
displayed items and illustrates practical 
and easy wiring ideas and installation 
instructions. Edwards Company, Inc., 
Dept. AL, Norwalk, Conn. 
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Acrylite Counter Unit 


An eye-catching Acrylite counter dis- 
play shows 10 samples permanently 
mounted in a light box for quick com- 
parison by a customer between back- 
lighting and normal direct light effect. 
The samples are illuminated for half- 
second intervals. 

A large Acrylite panel forms the ma- 
jor attraction. Orange colored overprint 
on white panel shows three different 
uses. The entire display measures 10” 
deep, 22%” high and 16” wide. It’s 
trimmed in a pleasing gray and is 
equipped with two 40-watt showcase 
bulbs. Uses 110-volt AC or DC current. 
Wasco Products, Inc., Dept. AL, 5 Bay 
State Road, Cambridge 38, Mass. 
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MANUFACTURERS 


Since 1879 





EXCHANGE SAWMILLS SaLes Co. 


SOUTHERN and WESTERN WOODS 


Representing: 
Yoncalla Lumber Co. 
Douglas County, Oregon 


928 Grand Ave.—Room 1400 
Kansas City 6, Mo. rwx xc-ss« 


DISTRIBUTORS 








FOLLOW THE LEAD OF THE 
MANY BUILDERS NOW USING 


Modan dara 


THE COMPLETE LINE OF 
INTERCHANGEABLE BUILT-INS 
Featuring the 


FIRST AND ONLY GAS DOUBLE OVEN 
WITH INFRA-RAY COOKING! 


EACH MODEL 
HAS 2 FULL- 
SIZE 18 INCH 
WIDE OVENS 


o 





CONVENTIONAL 
SINGLE OVEN | 
MODELS ALSO |B 
INTERCHANGE. | 
ABLE 





WF 36-INCH 
“SUPER THIN” 
RA 


GE TOP 


WITH 
GRIDDLE 





30-INCH “SUPER 
Z THIN’ RANGE 
TOP ALSO DROPS 
IN ABOVE 
DRAWER SPACE. & 
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of Modern Maid Gas and Electric Built-ins. 





Address 





City State 
Distributor C) Dealer C) Cabinet Maker CJ 
TENNESSEE STOVE WORKS 
CHATTANOOGA 1, TENNESSEE 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 

1 Time——-30c per word for each insertion. 
Minimum charge of $1.50 per line. 

3 Times—25¢ per word for each consecutive 
insertion. Minimum charge of $1.25 


per line 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 


alowed. 


AMERICAN LUMBERMAN 
59 East Monree St., Chicago 3, Ill. 
Phone Fi 6-7788 





SALES REPRESENTATIVE 
WANTED 





Nationally known manufacturer of complete 
line of QUALITY BUILT aluminum home 
improvement products has a few desirable 
openings for representatives who now call 
on lumber dealers, building supply houses, 
hardware stores, department and chain 
stores. Items in line competitively priced. 
Can be carried as side line. Fast growing or- 
ganization, we supply effective sales aids 
and literature. Deliveries by our fleet of 
tractor trailers. Write immediately, supply- 
ing complete information, including present 
lines carried to Mr. Theodore, Aristo Mfg., 
Inc., Cincinnati 41, Ohio. 





TO EMPLOYED SALESMEN 

If you sell lumber dealers and can carry a 
second line or sideline, we have some ter- 
ritories open that may equal or surpass your 
present income. Give complete details. Ad- 
dress Box N-52 American Lumberman & 
Building Products Merchandiser. 





SALES REP WANTED 

New England Area 
Well-established manufacturer seeking more 
active coverage in line with expansion. Cur- 
rently selling accounts in the area. Oppor- 
tunity for an established manufacturer’s rep- 
resentative now carrying allied lines and 
calling on sash and door jobbers and lumber 
trade. Address all inquiries to: Box N-51 
American Lumberman & Building Products 
Merchandiser. 





SALES REPRESENTATIVE 
AVAILABLE 











Established organization selling own prod- 
ucts to hardware retailers and lumberyards 
seeks additional lines for national or region- 
al distribution. Make details as complete as 
possible in first letter. Address Box N-49 
American Lumberman & Building Products 
Merchandiser. 





SITUATION WANTED 





BUSINESS WANTED 











Will consider buying established retail lum- 
ber yard in the state of Ohio. Has your 
lumber business returned sufficient profit 
to pay for the invested capital and work? If 
not and you desire to sell, write Box N-39 
American Lumberman & Building Products 
Merchandiser. 





LUMBER & DIMENSION 
WANTED 

















Contemplating concrete block Manufacture? 

Can design, set up and operate plant prof- 

itably. Presently managing similar operation. 

— Address P. O. Box 23, Central City, 
y. 


WANTED TO BUY 
Air-dried poplar. Must be able to supply 
one car-load every two weeks. For further 
details contact stom Builders Supply, 
Marinette, Wisconsin. RE 5-9274. 








BUSINESS FOR SALE 





MISCELLANEOUS FOR SALE 














For Sale—Retail lumber yard in a growing 
community—illness reason for selling. Janke 
Lumber Yard, Butler, Indiana. 





For Sale: 
Well established Retail Lumber & Building 
Materials yard in fastest growing communi- 
ty in Western Connecticut. Approximately 3 
acres land, large hardware store with 4 room 
yo —. 3 large storage sheds, millwork 
op & large garage. Located on main high- 
Way near pro shopping center. ayy | 
care Box N- American Lumberman 
Building Products Merchandiser. 





BUSINESS OPPORTUNITIES 











CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





For Sale: 25,000 Bd Ft. 2” x 4” - 2’, 3’, 4, 5, 
and 6’, and 7’ lengths KD and AD Douglas 
Fir. 50% Std. and Btr, 45% Utility, 5 
Economy, No whitespeck. Address Box N- 
American Lumberman & Building Products 
Merchandiser. 





This is your opportunity to profit by our 25 
years in the fast growing Home Manufac- 
turing Business. rite for Franchise and 


MACHINERY WANTED 








Sevice Brochure. 
Ivon R. Ford, Inc. 





McDonough, N. Y. 





Lumber and Building Supply Yard estab- 
lished 35 years ago, excellent money making 
record. Sell or lease buildings and land. Lo- 
cated in N. Y. Metropolitan area. Present 
owner wishes to retire. Rare opportunity. 


Lift truck pete equipped with end 
loader and side shift. Capacity 8,000 to 12,- 
000 ds. Good conditions. Give full de- 
tails and description. Write BABCOCK 
LUMBER COMPANY, P. O. Box 8348, Pitts- 
burgh 18, Pa. 





Address Box N-47 American Lumberman & 
Building Products Merchandiser. 





MACHINERY FOR SALE 





BUSINESS OPPORTUNITY 





You now can profit by our 25 years of ex- 
perience developing one of the most corm- 
plete and mechanized methods of prefabri- 
cation in use today. Write for Franchise & 


Service Brochure. 
IVON R. FORD, INC. 
McDonough, N. Y. 





MACHINERY FOR SALE 
Vance Planer and matcher #66. 
Caterpillar D315Y Diesel Power unit. 
All are in excellent condition, Priced to sell. 
IVON FORD, INC 
McDonough, N. Y. 





RAILS WANTED 











RAILS: New and Relaying. Bought and Sold. 
Trucks in stock. 


1000 Good Serviceable Ki 
M. K. FRANK, 480 Lexington Ave., New 
York 17. 400 Park Bldg., Pittsburgh 22, Pa. 


Ross Lumber Carriers (2), 
Hercules engines, both in 
ready to go to work—BUCKS 
Phila., Pa., Garfield 3-9865. 


SPECIAL SALE 

Model 91 with 

good condition, 
RENTAL CO., 








TRIM PRODUCTION COSTS... 


Give better cut-to-size service 


WITH A 


BENNETT 2-WAY PANEL SAW 








Cross-cutting 4’ wide pone! on 
Model 483. 
Cross cuts 

Both cross cuts and rip cuts 
can be made without re- 
moving panel from ma- 
chine. One man can handle 
a 4 x 12’ panel! 











_ Bennett 
PANEL. 
TRADE 


RICHARD C. BENNETT MFG. CO. 
Box 339 
LACEYVILLE, PENNSYLVANIA 


Distributed in 
CANADA 


by 
HAMILTON LUMBER 
669 Parkdale 


Ave. North 
HAMILTON, Ontarie 


ANG SUPPLIES, LTD. 


Ripping a 5° wide panel on Model 


Rip cuts 


Cross cuts or rips panels of 


© TILEBOARD © PLASTICS AND 
© HARDBOARD PLASTIC 
* PLYWOOD LAMINATES 


© ALUMINUM WRITE FOR 
LITERATURE 
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; tion. Brackets Conigned for marble, 
| wood or metal 


| Can Be 
| Reused 
| Indefinitely 


é oe 
Drives easily into 
| hard earth. Can be 


| any type of stake 
| work. This popular 


| and 42” sizes. 


For School-Repair Profits and 
Maintenance-Free Service 


“UNIVERSAL” 
GRAVITY PIVOT HINGES. 


for Lavatory Doors 


| Here’s your performance-proved leader in 
| lavatory door hin idfonos. for school, institution, 
and public build AL” T 


“UN ype 
4930 delivers extra strength and durability 


| for years of door-swinging service. Beauti- 


fully modern in design, totally enclosed 
dustproof construction, with sag-proof ta- 
pered pintle, smooth- Ag ym ball bearing 
rollers — hold doors any desired posi- 
slate, 
titions. In bright or dull 
chromium, or nickel finish. Ask for prices. 
For other MILWAUKEE Hardware see Sweet's 
Architectural 18e-Mi 


SYMONS 
Steel Stake 


Pullout hole 
for easy 
removal 


Easily secured 
te lumber— 
can be nailed 
every 1” 0.C 


“1” beam design 
drives easier, 
holds best 


| ati 
used for practically 


Hi-Carbon 
Alloy Steel 
and profitable item sap 80 fond 
is available in 12”, Susned point 
18”, 24”, 30”, 36” with minimum 
deflection 





Syms 


SYMONS CLAMP & MFG. CO. 
4267 Diversey Ave., Chicago 39, Ill., Dept. J-O 


Please send complete dealer price Information 
on your STEEL STAKE. 


Name. 





Firm 





Address_ 





State___.« 
cm ee 
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Strictly non-partisan—the trouble with political jokes is 
that sometimes they get elected. 
* cd * 

Bill: “Why do you drink so much?” 
Phil: “I have a bad case of amnesia and I drink to forget it. 
sd * * 


One thing to be thankful for is that we don’t get as much 
government as we pay for. 

a oa + 

“Now, Madam,” said the house-to-house salesman to the 
dazzling vision who anwered the door, “This instrument that 
I have here is made of the finest materials, painstakingly 
gathered at great cost from the traditional four corners of the 
world and is guaranteed without qualifications or reservation 
to peel potatoes, pit cherries, dice carrots, trim hedges, shear 
the dog and slice sponge cake.” 

“My husband isn’t home,” cooed Gorgeous, kicking off her 
shoes and leaning back comfortably on the sofa. 

“Is that so?” asked the salesman, “Well, as I was 
saying, this highly polished, sturdy, lifetime tool—” 

“Te’s warm in here, isn’t it?” commented Gorgeous as she 
removed her hose and garters. “My huband is very rarely 
at home.” 

“Imagine that!” answered the salesman. “You will note the 
superb chrome finish on —” 

“Gosh, it’s warm,” whispered Gorgeous as she slipped out of 
her skirt. “My husband won’t be back for a month and I’m 
lonesome.” 

At this point the salesman put an arm around Gorgeous, 
patted her comfortingly and said, “You just tell me where the 
rascal is, Gorgeous, and I'll go and bring him back right now!” 

* * * 


September again and an apple for the teacher may fetch a 
good grade. But the lumber business is different. The only 
way to the top of the class here is through delivering the 
goods—and the goods are superior building materials. 

We at MAUK deliver just that, not only in September but 
every month, year in, year out. 

* k * 

Simple Celia wants to know how come just enough happens 

every day to fill the newspaper—guess it’s rigged. 
* * * 


Do You Know Dep'’t.: 

Do you know the best place to spend your next vacation? 
Somewhere near your budget. 

ae - know the way to make a peach cordial? Buy her 
a drink. 

Do you know why you should stock MAUK merchandise? 
You owe it to your customers. 

* * * 


MAUK Seattle Lumber Co. 


Seattle, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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Sell the Floor 
that Helps You 
by Backing Them 
— with Ads like this — 

to Support the 
You eae School Coaches 


eT a in 


ue Scholastic Coach 
e 


Coach and Athlete 
e 


Athletic 


Journal 


—Ads with 








For that Floor 


 MORTHERN MA 





“Wish” 


wh envy every 


Don't Just 


Dor! turn green ¥ 





in 
Industrial Arts and 
Vocational Education 
a 


School Shop 





in 
Nation’s Schools 


@ 
American School 
Board Journal 


e 
Catholic 
Management 


Ye) $417: a 
FLOORING 


J. W. WELLS LUMBER CO. 


Menominee 9, Michigan 
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Now, a complete 
window line 











For many years the leader with Removable 
Double-Hung and Glider Windows 


R-O-+W is the trade-mark of Re-O+W Window 
Sales Co., 1365 Academy Avenue, Ferndale 


R-O-W WINDOW SALES CO. - 









Dealers have long been happy with the popular 
and trouble-free ReO*W double-hung and glider 
window. If you haven’t yet been given details 
on the R*O*W full-line, call your ReO*W manu- 
facturing distributor. Compare the features and 
quality of ReO*W awnings and casements with 
the next best windows. You'll be amazed at the 
great margin of superiority held by R*O*W 
units. These are high-profit, high-quality win- 
dows designed to insure repeat sales. 


1365 ACADEMY AVE., DEPT. AL-960 - FERNDALE 20, MICHIGAN 
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Slay Competitive... 
Use This Handy 
Cover Card... 


to get details fast on the latest new products, 
sales aids, equipment and helpful literature. 





Fastest to use - 


Keep the card folded out as you go through the 
magazine. Circle the numbers on items useful for 
your business. 

Mail the completed card and we will rush the 
inquiry to the manufacturer. No postage is re- 
quired. 





This card good until December 15, 1960 


Advertised Products 


SEPTEMBER 12, 1960 


eS 3 eS SE ae ae ee 
14 15 16 17 18 19 20 21 22 23 24 25 26 
27 28 29 30 31 32 33 34 35 36 37 38 39 
40 41 42 43 44 45 46 47 48 49 50 51 52 
53 54 55 56 57 58 59 60 61 62 63 64 65 
66 67 68 69 70 71 72 73 74 75 76 77 78 
79 80 81 82 83 84 85 86 87 88 89 90 91 
92 93 94 95 96 97 98 99 100 101 102 103 104 
105 106 107 108 109 110 111 112 113 114 115 116 117 
118 119 120 121 122 123 124 125 126 127 128 129 130 
131 132 133 134 135 136 137 138 139 140 141 142 143 
144 145 146 147 148 149 150 151 152 153 154 155 156 
157 158 159 160 


New Products, Sales Aids, Equipment, 
and Literature 


201 202 203 204 205 206 207 208 209 210 211 212 213 
214 215 216 217 218 219 220 221 222 223 224 225 226 
227 228 229 230 231 232 233 234 235 236 237 238 239 
240 241 242 243 244 245 246 247 248 249 250 251 252 
253 254 255 256 257 258 259 260 261 262 263 264 265 
266 267 268 269 270 271 272 273 274 275 276 277 278 
279 280 281 282 283 284 285 286 287 288 289 290 291 














Name Title 
Company __ 

Address 

, ee State 





___ Wholesaler 


Dealer 
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Fold Out for 
New, Free 
Inquiry Card 


Here’s the handiest card yet — 


@ no turning back to find the card as 
you turn the pages. It’s always in 
front of you. 


@ covers both editorial and ads. 


@ just one inquiry brings you the 
latest facts from all manufacturers 
checked. 





oy a Ring up more quick sales 


! with Zion hardware 
TTT 


Modern, streamlined merchandising is an integral 
part of today’s busy hardware store operation. 
, National Manufacturing Co. is constantly on the 
‘ alert for new and better ways to package hard- 





FIRST CLASS 
Permit No. 777 
CHICAGO, ILL 


























' ware—the new Serv-A-Pac is a good example. 
- ' National’s Serv-A-Pac is convenient for you and 
° = ! your customers . . . just cut open the corrugated 
aqeiiz s box and you have a practical counter merchan- 
ves a > P 4 r i 
sz . 2 @ = ‘ diser, complete with Picto-Graphic label that tells 
azzi* & 2 } : ra 
ae] x exactly what’s inside. 
e* 7 = g + ‘ 
ja age > z SC i Join the swing to National hardware. Write 
o™ 4 
‘: Wsel ©  - for free catalog. 
us 2 < q 2 Oo 
Zats 3 vu > ‘ 
“os-|o = 
2 x 2 ss NATIONAL No. 101 MERCHANDISER 
<= Zz j * ® * * Designed for use with National's Visual Pacs and Picto- 
* Graphic cartons to give maximum display value in 
oa ‘ » yea * minimum floor space. Stimulates impulse buying. The 
* versatile No. 101 Merchandiser can be used at the end 
] sg x NATIONAL MANUFACTURING CO. of a counter, against a wall, or placed back-to-back 
‘ * ms in pairs for an island display. Write today to learn how 
* * 11009 First Avenue Sterling, Illinois you can put this profitable merchandiser in your store. 
‘ Ks + 
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